ATT CORDDREAGADRDAGODEDGAAHORD LDR TieRDDODABAbABaaDL 


MOA DIOARADADDAARROAARALDOLIED IAC | 


a 


THE GREAT NATIONAL SHOE WEEKLY 


Omir MMMM aM nnn Mmm Mn i ORCUODDADRARALOEDOLL Sieemenian HOVORTODERODSDRILDDIAOD RAD OAT Aste tA eoeNtatNeN UO beeen 


[Sosurasienasonsmnitnensemes Tele 


ESTABLISHED APRIL 1, 1882 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co., Boston, Mass., 1919 


Volume LXXV 


May 31, 1919 


Number 10 


Fear of Deliveries Causes Speculative 
Prices’ 


ETTING the merchandise is the big problem 
today of the retail shoe merchant. The 
merchant finds out about labor troubles and 

analyzes it down to a reduction in output and the 


possibility of his order being short of the necessary 


shoes needed next Fall. As a result, he rushes to 
place another order somewhere else and the first 
thing you know the speculative market is developed 
on a fictitious foundation. 
_ The chances are that perhaps the first factory 
cleans up its labor trouble and is able to make de- 
livery and the retail merchant finds two shipments 
coming in where he can but manage financially one 
shipment. 

Then again there is the store that runs into a 
phenomenal month’s business and jumps to the con- 
clusion that the good luck will continue and enthusias- 
tic orders are placed in excess of actual needs. Many 
a store the last month has placed orders with the 
salesman, first on the basis of deliveries and second 
on price, in fact, if deliveries were assured price was 
hardly mentioned. 

Such a mushroom development is not healthy. We 


know of one instance where a merchant was offered a . 


premium of 50 cents per pair if he would cancel his 
order with the shoe manufacturer and the under- 
lying reason was that the manufacturer could get a 
dollar per pair more for the shoes from another shoe 
merchant who was sorely pressed for the want of 
stock. 

Another factor that is helping in the increasing 
prices of commodities is the fact that replacement 


values are made the basis of sales. The leather man 
does it on his finished material after the raw stock 
man has done it on his. The shoe manufacturer who 
has anticipated his leather, bills his orders on the re- 
placement value of that leather today and the retail 
merchant puts his selling price at a new and higher 
figure, all helping in producing high prices, whereas 
a normal profit by each branch would in the end be 
more profitable for all. 

We have it in this week’s issue from a leading expert 
that fair and not high prices are to the advantage of 
each branch of the trade for the reasons that: 

First, high prices primarily limit consumption. 

Secondly, it requires increased capital and greater 
borrowing. 

Thirdly, it increases credit risk, and 

Fourthly, it decreases the ratio of net profit. 

It is high time to stop the speculation and it can 
only be stopped by each branch of the trade doing 
it by itself. It’s all very well for the merchant to 
point a finger at the manufacturer and the manu- 
facturer in turn point it at the leather man, but the 
truth in the matter is that all are in part offenders 
because it is most logical that all should desire the 
profits resulting from the prevailing market and which 
are in themselves a compliment to the buying sagacity 
and ability of the man who had the foresight to see 
a “short market ahead.” _ 

But the four points outlined above show the folly 
of a speculative market at high prices and the time 


to stop it is now. 
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All Buckles Taxable as Jewelry 


T has been a long process in getting the proper 
interpretation of the luxury tax as applied to shoe 
buckles. The tax itself went into effect April 1 and 
the weeks which have elapsed since have not done 
much to clarify the question as to taxability until 
this issue of the ““Recorder’”’ gives a decided opinion 
that buckles are jewelry and therefore taxable. 

Notwithstanding the strength of the case placed 
before the Treasury Department by the “Boot and 
Shoe Recorder,” the collector of the internal revenue 
service at Boston, sustained by the legal department, 
hitches the new verdict upon Regulation 48, classifying 
jewelry as articles to be worn on the person or apparel 
for the purpose of.adornment, and that such articles are 
. taxable regardless of substance of which made and irre- 
spective of their utilitarian value. 

Therefore, the retail shoe merchants of the country 
should collect a 5 per cent tax on the selling price of all 
buckles sold detached from the shoes. 

This is the only safe way, for the penalty of failure 
to pay or collect a tax is $1,000 and if wilfully made 
liable to a fine of $10,000 and imprisonment for one 
year. 

There is one point on this interpretation of the 
luxury tax and the retail trade should face it fairly 
and frankly. It is obvious that a cut steel buckle at 
prevailing prices is jewelry worn for the purpose of 
adornment. We may try to camouflage it by saying 
that it comes under the classification of shoe trim- 
ming, but the actual intent of the writers of the excise 
taxes was to consider shoe trimmings somewhat after 
the example of the metal fastening of an arctic. 

A shoe buckle is worn for purpose of display and is 
logically taxable even though by strict interpretation 
of two of the paragraphs of the regulation a release 
from taxability might be construed. The third 
quotation, however, clearly defines it as jewelry. 

In last week’s issue of the “Recorder” we cautioned 
the merchant on the advisability of collecting a tax 
on all buckles and this week we publish on page 32 the 
letter from Collector Malley, determining the tax- 
ability of shoe buckles.. We hope by another week 
that we will have news from Washington repealing 
the tax, but until such, Congressional action is taken, 
we can but caution the retail shoe trade to follow the 
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interpretation of the law by the collection of the 5 
per cent tax on all buckles sold detached from -the 
shoe. 





The Message and Taxation 


N the subject of taxation, the President’s message 

says: “The main thing we shall have to care 
for is that out taxation shall rest as lightly as possible 
on the productive resources of the country, that its 
rates shall be stable and that it shall be constant 
in its revenue yielding power. We have found the 
main sources from which it must be drawn.” We 
have, indeed! There can be no question of that. 
We have discovered the easiest way to collect large 
sums, for quick action. The President confirms 
previous observations by proceeding thus: “I take 
it for granted that the mainstay of taxation will 
be the income tax, the excess profits tax and the 
estate tax.” , 

That is to say, most of the revenues of the general 
government, and of all government, are to. be levied 
directly upon business, thus taking the place of 
consumption taxes, etc. The expenses of government 
have jumped so amazingly that the old resources, 
such as duties, excise, etc., would have been 
inadequate. 

Business men are to be made the primary collectors 
of Uncle Sam’s revenues. That tendency has been 
manifest, as we have before pointed out, for some 
years, in the pressure of popular opinion for income 
and corporation taxes. As with all possible forms of 
taxation, the main thing for the taxee is to know 
in advance the point upon which the load is to be 
laid. They can then adjust themselves. The manager 
of a business can make his estimates of his pro- 
duction-costs accordingly, when he knows what he 
is going to be taxed to meet governmental expendi- 
tures. His selling prices will have to be adjusted, 
also. 

The President is right in condemning the continu- 
ance of direct taxes upon retail.sales, such as we have 
frequently protested against. He rightly ‘says: 
“Their collection is difficult.and expensive; they are 
of unequal incidence upon. different industries and 
individuals.’ tayd) stoi OF Gitte vf ; 
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Pork and Shoe Prices 


HE New York Times casts a sour glance at the 
tendency of shoe and leather prices, and says: 
“While on the subject of prices, attention may properly be 
directed toward those of footwear. Perhaps nothing has been 
so great a cause of exasperation to buyers as the continued 
increase in the cost of shoes. They have been fed up with 
stories, general in character, of the scarcity of leather, and its 
consequent higher price, and of the added labor costs. Many 
of the statements are in the nature of propaganda intended 
to still the rising discontent. Not all of them are ingenuous, 
though many of them are ingenious. Thus, in some recently 
published arguments in one of the trade papers sent out for 
reproduction in regular newspapers, great stress is laid on the 
decrease in imports of hides up to a few months ago. But the 
other side of the story is not given. This is the decrease in the 
exports of finished leather and boots and shoes and, beyond 
this, the tremendously great production of domestic hides 
of one kind or another resulting from the slaughter of cattle 
and other food animals increased to supply the enormous 
amount of meats which have been gotten out.” 

Most of our increases in meat production was pork; 
and while American shoe manufacturers are world- 
leaders in experimentation and ingenuity, they have 
not yet learned how to make dependable shoes out 
of bacon-rind. Perhaps when they do they will also 
be able to use spare-ribs as shanks, tanned pigs’ ears 
as slipper vamps, and toes as boxing and counters. 
So far, the increase in the principal kind of meat 
production has not helped them much; sausages and 
sole leather do not grow on the same critter. 

The American shoe trade has tried to be fair with 
the consumer. Prices have not been rocketed. The 
cold, basic fact remains that good shoes cost the 
public less here in the United States than anywhere 
else in the world. And “regular newspapers” might 
well be reassuring their readers, rather than stirring 


them to protests which cannot possibly be effective. 


Every Emigrant a Shoe Booster 


NE of the leading men of the industry, a close 
observer of international affairs, gives an interest- 

ing sidelight on the growing appreciation of the world 
of the American shoes. He says—and we consider it 


a tabloid editoriak—‘‘You are well aware of the’ 


enormous emigration which is taking place of people 
in medium circumstances, that second. class: and 
steerage in every ship going out is chockablock and 
that the passport .-bureau.is overwhelmed with feé- 


quests.. .Many. of these may possibly stay abroad, 


many are.only going to visit their relatives after the 
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war and will return within the next few months. 

“All of these. people have heard of the scarcity and 
high prices of shoes in foreign lands. For instance, my 
wife’s maid, who has not seen her people in twelve 
years or more, is going back to Belgium, and I believe 
she is taking with her at least a dozen pairs of shoes. 
I have heard from other sources that this program of 
taking shoes and other similar supplies is being fol- 
lowed to a very great extent by this class of people 
sailing, and it would seem to me the aggregate amount 
of shoes to be bought and taken out of the country in’ 
this way will assume quite large figures. 

““T feel this condition is not only a temporary one 
but is going to last for quite a long time to come, and ° 
therefore I cannot see anything ahead for the shoe 
trade but prosperity for a long period.” 





A Valuable Tonic 


E note the following query and comment in 
columns of what is probably the most widely 
circulated popular weekly magazine in the world: 


“Why, in the name of heaven, should we import ideas of * 
living and social and economic conditions from people who 
are dissatisfied and fleeing from the only ones they know 
about? We are curious fools about some things, and this 
idea of importing other people’s troubles and mistakes is 
one oftthem. We have brought in here, to be nuisances and pests, 
German carp, English sparrows, boll weevils, the foot-and- 
mouth disease; and now a lot of wild asses to tell us we are 
bourgeois and proletariat and capitalist-ridden, and preaching 
the ‘revolution.’ 

“We have got a rigid quarantine law against pests and vermin 
that destroy plant and animal life in this country. The human 
sort we have been kinder to and have offered them asylum. 
They offer us their program: Happiness and freedom from 
care, without work, through destruction. And their creed: 
Damn everybody who is trying to earn a living and save a 


? 


little money! 


This is a close paraphrase of precisely the question- 
ing we urged in these pages, some weeks ago. There 
is much talk current of ‘‘Americanization of our alien 
population.” An occasional stiff snort of American- 
ization will do any one of us good, as a tonic, even if 
his’ ancestors were among those who landed on 
Plymouth Rock three centuries ago. Not by way of 
boastfulness, but of sensible appreciation of our 
opportunities; prosperity and many material bless- 
ings, we ought to turn on the “‘America” record 
occasionally. “It will make any one a better worker, 
better'‘merchant, better’ manufacturer—in ‘short, a | 
better man.) 9 6 oer 
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Cut Steel Buckles Now Ruled 
TAXABLE 


Shee Buckles Classified as Jewelry, “as Articles to Be Worn on the 
Person or Apparel for Purpose of Adornment’’ 


TREASURY DEPARTMENT 
INTERNAL REVENUE SERVICE 
BOSTON, MASS. 


To the Editor Boot & Shoe Recorder, Boston, Mass. May 20, 1919. 
Gentlemen :—Receipt is acknowledged of your communication of May 16, ont your remarks con- 
cerning taxability of shoe buckles are noted. - 

You cite Subdivision (1) of Article 21, Regulations No. 48, and you also refer to Article 22, which states 
among other things: 
(1) The following articles of personal adornment are not taxable under Section 905 

(c) Shoe trimmings (not including buckles made of precious metals or imitations thereof, or ivory.) 
Your contention is that a cut steel shoe buckle is not taxable “unless ornamented and mounted or fitted 
with pearls, precious or semi-precious stones, or imitations thereof,” and you refer to a telegram from the 
Commissioner under date of April 2, 1919, as follows: 

“Washington, D.C. (Telegram), April 2, 1919—When sold by or for a dealer or his estate for 

consumption or use, shoe buckles made of or ornamented or mounted or fitted with rhinestones 

or other precious or semi-precious stones or imitations thereof are taxable under Section 905. 

Whether taxable when so made of or ornamented or fitted with plain metal cut steel enamel 

will depend upon whether such enamel constitutes an imitation of gold, silver or other precious 

metal. ROPER, Commissioner.” 

A specific ruling is requested by you as to whether a cut steel or plain or painted base metal buckle is 
taxable in accordance with the provisions of Section 905 of the Revenue Bill of 1918. ; 
Whether or not a given article is taxable under the provisions of the above mentioned section is dependent 
upon its coming within any one of the following classes: 

1. That itis an article “commonly or commercially known as jewelry whether real or imitation.” 

2. That it is mounted with “pearls, precious and semi-precious stones and imitations thereof.” 

3. That it is an article “made of or ornamented or mounted or fitted with precious metals or imi- 

tations thereof, or ivory.” 
The description given in your communication clearly eliminates the buckle from Class 2 and 3, and 
consequently its taxability hinges on its meeting the specification given in Class I, namely that it is 
“‘an article commonly or commercially known as jewelry, whether real or imitation.’ 
Jewelry is defined in Article 21 of Regulations 48 as articles to be worn on the person or apparel for purpose 
of adornment, which according to general custom or ordinary usage are worn so as to be displayed, such 
as brooches, rings, chains, cuff-links, necklaces, fobs and shoe buckles. 
While it is further stated that such articles are taxable regardless of the substance of which made, and 
irrespective of their utilitarian value, the exception of this rule is given in Article 22, and is relied upon 
by you in support of your contention that a buckle not ornamented or fitted with pearls, precious or semi- 
precious stones or imitations thereof or made of precious metal or imitation thereof, is not taxable. 
The opinion of this office is that a buckle worn for the purpose of adornment such as a cut 
steel or stamped ornamental buckle is an article commonly or commercially known as jewelry 
and subject to tax imposed by section of the law herein referred to. 


Respectfully, 
(Signed) Thos. F. Malley, Collector. 


P.S. Article 22 is apparently limited by Subdivision (3) of Article 21. 











Collect the Tax of 5% on All Buckles Sold Detached from the Shoes 
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WANTED AN AMERICAN TRADE MARK 


Congressman Thinks an Export Emblem Would Help 
Foreign Trade 

Washington, D. C.—A trade mark by which American 
goods may be known all over the world is sought by Repre- 
sentative Sims of Mississippi, in a bill which he has just 
introduced into Congress. Mr. Sims would have the Secre- 
tary of Commerce secure a design for a trade mark suitable 
for use with any merchandise manufactured or produced in 
this country, which would be registered in the name of the 
United States with the Commissioner of Patents and in 
foreign countries. 

Under the terms of the bill, any manufacturer or producer 
in this country doing a foreign business might secure a license 
to use the trade mark with his products by making application 
to the secretary and paying a fee to be determined later. This 
trade mark would not necessarily supersede his own private 
marks, but would be used primarily for showing that the 
commodity was a product of this country. The use of the 
mark without license from the Government is to be pro- 
hibited, and its unlawful use penalized. Adoption of the 
trade mark, however, is not to be made compulsory upon any 
manufacturer. 

Measures similar to this have been introduced in Congress 
before, during the last session, but the great rush of war 
work precluded any possibility of their being given con- 
sideration. Now that the war is over, however, and all eyes 
are turned toward foreign markets, it is believed such a bill 
stands a better chance, and efforts will be made to secure its 
consideration at an early date. 


EXAMINATION TO BE HELD 
For South American Trade Commissioner 


Washington, D. C., May 30—Announcement has just been 
made by the Bureau of Foreign and Domestic Commerce, 
Department of Commerce, that an examination will be held 
as soon as a practical for candidates for a trade commissioner 
to go to South America immediately after July 1st to study 
the hide and leather situation both as to production in the 
South American countries and the possibility of South 
America as a market. 

Candidates who are interested in this examination are 
asked to immediately send to the Bureau for application 
blanks. The salary allowed is $10 per day with an additional 
$4 per day for subsistence and an additional amount for 
transportation. This investigation is being undertaken at 
the request of many of the tanners of the country. 


NAVY YARD WORKMEN 
May Purchase Surplus Shoes 


Washington, D. C., May 30—The Navy Department has 
on hand, it is understood, about two years’ supplies of shoes, 


in addition to which there are some 500,000 pairs surplus. 
Instead of throwing these shoes on the market a plan is being 
worked out by the Navy Department to allow workmen in 
the various navy yards throughout the country to buy these 
shoes. If enough of the shoes are not sold in this manner 
some other way will be advanced to get rid of the surplus 
shoes on hand. 


ELMER J. BLISS TO SPEAK 
Before Boston Shoe Trades’ Club June 4 


Boston—Elmer J. Bliss, president of the Regal Shoe 
Company who recently returned from an initial visit in 
France and England where he represented the War Depart- 
ment in connection with his successful Army shoe fitting 
systems, will be the special guest and speaker of the Boston 
Shoe Trades Club at its weekly luncheon meeting, Wednes- 
day noon, June 4. Mr. Bliss will describe his experiences 
while in Europe and the address is certain to be one of the 
most interesting of the Club series. 


THE FEBECO LEATHER CORPORATION 
Organized with Capital of $1,000,000 


The Febeco Leather Corporation has been organized by 
the F. Blumenthal Company under the laws of the state of 
Delaware with a capital of $1,000,000. This new corporation 
has been formed for the purpose of the manufacture of heavy 
leather—side leather and leathers of that class. 

The officers of the corporation are. the same as those of 
F. Blumenthal Company, namely: President, J. Stevens 
Ulman; vice-presidents, Cecil C. Blunt, John B. Blatz, 
William C. Blatz; treasurer, J. Stevens Ulman; secretary, 
Louis Halle. 

The corporation is entirely owned and controlled by F. 
Blumenthal Company and has been formed with the in- 
tention of the extension of their heavy leather ifiterests. 


HIDE AND LEATHER RESTRICTIONS 
Removed by Australia 


According to announcement made at the Commonwealth 
House, Melbourne, the Australian Government has released 
hides and leather from restrictions on exportation. The 
Minister of Customs is stated to have also refused to recom- 
mend an export duty on untreated wool, demanded by the 
Australia fellmongers. 


500,000 PAIRS OF SHOES 
Reported Wanted by War Department 


Washington, D. C., May 27—It is rumored here but. not 
confirmed that the War Department will be in the market for 
another lot of about 500,000 pairs of shoes in the near future. 








NOW EXPORT SHOE MANAGER 
Lieutenant Michael L. Donovan with New York Firm 


On the Ist of June, Lieut. Michael L. Donovan joins the 
Federal Export Company, 42 Broadway, New York, as 
manager of the shoe department. He will serve as organizer 
of the shoe exporting side of the company’s business, selling 
in all parts of the globe. 

Lieut. Donovan was last week given a farewell reception by 
the Boston General Supply Depot, at which event Lieut. 




















LT. MICHAEL L. DONOVAN 


Now Manager Shoe Department Federal Export Co., 
New York 


Col. Harry B. Barry and majors, captains and personnel of 
the Boston Depot attended. Speeches were made and a 
presentation also to Mrs. Donovan. 

Lieut. Donovan is a Harvard 1911 man, was with the 
United Shoe Machinery Company for two years, was then 
manager of the Rhody Boot Company and then went to 
Rockland where he was manager of the South Shore Shoe 


Company. He comes to his new opportunity therefore with 


a wide experience. 


A NEW SHOE STORE 
Opens June 3 at Hartford 


A cordial invitation has been extended by The W. G. 
Simmons Corporation, Hartford, Conn., to inspect their 
new store at 48-58 Pratt Street on opening day, Tuesday, 
June 3, 1919, from 2 until 9 o’clock. This concern has out- 
grown its old location at 901 Main Street and has equipped 
a new modern home where they have every facility for 
rendering prompt and efficient service. With double the floor 


space, they are able to concentrate all departments on one 


floor. 
It is the aim of this company to satisfy patrons by giving 


them reliable merchandise, courteous, efficient and con- 
scientious service. The store is equipped with a new and 
exclusive stock of fine footwear and hosiery, a repair depart- 
ment of expert skilled workmen and an orthopedic depart- 
ment. : 

In the attractive announcement which The W. G 
mons Corporation is mailing to the public of Hartford, they 
announce the fact that attractive souvenirs will be given on 


. Sim- 


this occasion. 
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STYLE] SHOW WEEK IN BOSTON 


Fourth Semi-Annual Shoe Style Show To Be Held In 
Boston, July 14, 15, 16, 17 

The fourth semi-annual Boston Shoe Style Show to be held 
under the direction of William H. Walsh will be held in 
Symphony Hall, Boston, July 14, 15, 16, 17. 

Salesmen returning from the road predict that Boston’s 
fourth show is going to bring out a record breaking number 
of buyers. They report that everywhere they went they 
found representative retail merchants and jobbers making 
plans to come to Boston for the show. The salesmen claim 
that the remarkable success of Boston’s three preceding 
shows has firmly established the fact that Boston expositions 
are the leading style events of the country. 

Invitations to Leading Buyers 

Every exhibitor has been furnished with several hundred 
special invitations this week to be mailed out to the trade 
and within a short time Manager Walsh plans to send out a 
personal invitation to the leading buyers of the country 
urging them to come to Boston to view the exhibits of New 
England’s leading manufacturers. 

Manufacturers are already at work on their new samples 
that are to be introduced to the trade during the show.- 
Manager Walsh has been making a personal tour of the fac- * 
tories and is co-operating in every way with the exhibitors 
in the effort to make the show a style event well worth the 





Increase Advertising 


*“*My advice to the merchant is this—for 
your own interest and for the good of the 
country, increase the advertising appropria- 
tion you made for this year. If it is $20,000 
make it $25,000; make it more if you can. 

“Only by advertising can buying power be 
stimulated, but advertising does stimulate 
buying power and brings a very direct return 
to the man who advertises.’’ Roger W. Bab- 
son, Director of Information and Education 
Service of Department of Labor. 











while of even the busiest buyers. Styles that are to be the 
big sellers this Fall will have a prominent part in the living 
model show that is to take place every evening. 


RUSSET ARMY SHOES 
An Immediate Purchase of 30,000 Pairs 
The Zone Supply Officer at Boston has been authorized to 
purchase at once 30,000 pairs of russet Army shoes. 








BIDS ON LEATHER HEELS 
To Be Opened June 7 

Bids will be opened by the Leather, Rubber Goods Branch 
on June 7 for the following single whole leather heels, 25,000 

No. 10, 10,000 No. 12 and 10,000 No. 14. 

NEW YORK OFFICE OPENED 
By J. S. Barnet & Sons, Inc., Lynn 

A new Sales office, located in the Tribune Bldg., 154 
Nassau Street, New York City, has just been opened by J. S. 
Barnet & Sons, Inc., the well-known Lynn tanners. L. F. 
Burmester, formerly of Hess & Drucker, is in general charge. 
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An Era of Values. and Rehabilitation 


Remarkable Survey of International Industrial Conditions 


By J. STEVENS ULMAN, Before the Boston Shoe Trades’ Club 


FEEL that as conditions are—one has to be very guarded, 
iT that it is virtually like treading on eggs—and therefore, I 

have permitted myself to commit a few thoughts, black 
on white, instead of trying to launch forth with any un- 
bridled and possibly ill-considered remarks. 

To properly portray the conditions, one has to be some- 
what retrospective, even though Retrospection is the first 
sign of aging, and denotes hardening of the arteries. 

Many of you gentlemen gave your undivided efforts for the 
good of Our Country during the war and offered advice to our 
Government, which I feel sure 
_was of great benefit in its many 
momentous deliberations, and I 
feel convinced that the mem- 
bers of the Shoe and Leather 
Industry of the New England 
States, with proverbial Eastern 
dignity and conservatism, did 
much to hold in check orders 
and edicts which might have 
been put in execution, had not 
that benign influence been pres- 
ent. 

Many of you have heard me 
argue in Washington, against 
what I thought was the ques- 
tionable wisdom of orders which 
were issued, as to uncalled-for 
restrictions, discriminatory and 
irksome embargoes, proposed 
co-ordinate buying, etc., and all 
of which I argued would work 
to the detriment of the Shoe 
and Leather Trade, as soon as 
peace would be declared. 

As I seemingly could not gain 
the support I desired in the 
presentment of my arguments, 
I thought the wisest course to 
pursue would be to peacefully 
retire from the field of -over- 
zealousness and excitement and 
keep my council to myself until 
the war came to an end. But 
the lack of support of my ideas did not for one moment 
.change my expressed opinion, and I guided my ship in 
accordance, keeping at all times strictly within prescribed 
orders and regulations. 


Raw Material Shipment Hindered 


Many of you are unquestionably aware of the amount of 
American owned raw material that was tied up in foreign 
lands when the sudden,embargo went into effect. A great 
part of it could readily have been brought to this country, if 
the orders of embargo had not been enacted in such a hasty 
and ill-considered manner, and many a ship to this country in 
ballast, or with half filled ‘cargoes, could have brought 
much of this raw material: 

Now what has happened to much of this raw material? 
For months it remained in countries under great climatic 
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changes, improper facilities for caring for it, and now that 
much of this raw material is coming through the works,i t is 
showing great damage, for the stated reasons, and although 
these skins have been purchased below prevailing market 
prices, they will show losses to tanners. They will not pro- 
duce the grades in the finished state that tanners had all 
reason to expect they would, and against: which they made 
sales of finished leather in accordance. 
I wonder if our over-zealous: legislators; who have but a 
vague and clouded understanding how to enact laws of en- 
couragement for the best inter- 
ests of the people of this country, 
and who have not the faintest 
conception of business principles 
or ethics, would call these tan- 
ners Profiteers or Psychological 
pirates, or some other new pet 
expression that they may see 
fit to invent? 


Actually a Rehabilitation 
Period 


I have consistently contended 
that the Reconstruction Peridd 
could not possibly follow Peace, 
and that the first Period after 
Peace would be the Rehabilita- 
tion Period—that is to say— 
Feed and Clothe the Body— 
and the Reconstruction Period 
could only set in ‘when the 
depleted and war-worn nations 
could arrive at some satisfactory 
conclusion —“‘How to Pay’’— 
in other words— Arrange for a 
Credit Basis. 

Therefore, as far as our par- 
ticular interests are concerned, 
we have to deal with the Pri- 
mary, or so to say, Rehabilita- 
tion Period, for we help clothe 
the body, in so far that shoes are 
a prime necessity, and the old 
adage has certainly been verified 
during the war, that there is “Nothing Like Leather’’—and 
for a long time to come the capacity of our tanneries will be 
taxed to the utmost to not alone supply our needs at home, 
but likewise to fill the voids overseas. 


The First Great Stimulus 


What created the first great stimulus to the leather and 
shoe markets in this country? It was the purchases by the 
English Buying Commission. Was it wise for the United 
States to allow England to buy as they saw fit in our market, 
when England would not allow shoe manufacturers to ship 
shoes made specially on order for England, or would not allow 
the American tanners to make shipments to England, while 
they did accord this privilege to tanners of other nations, and 
whose prices for leather at that time were in many cases 40 to 
50 per cent higher than those of American tanners? I say NO. 
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Stock Aisles — 
And Vertical Shoe Cases 


A stock arrangement not 
apparent to the customer is in 
* the use of aisles for sizes and 
a glass front for display. The 
writing desk end is unique 
and interesting. The interior 
is of the H. & S. Pogue Com- 
pany, Cincinnati. 
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Was it good policy for us to allow England to buy: as they 
saw fit in this country, while they held up American owned 
raw material in trans-shipment?—Again—I say NO!, 

I proposed to the English Commission that instead of be- 
ing in the open market and upsetting values and conditions, 
that they make contracts with certain tanners to produce 
stipulated daily quantities for English account—England to 
furnish the raw material—and the'reply I received was— 
“England did not have the shipping facilities to spare.” 


That was all “the cue’’ I required, and it reaffirmed most . 


conclusively in my mind what would happen to the skin and 
leather markets after Peace was declared. 


Views on Conditions Abroad 


Brigadier-General Dyer sent me a brochure the other day 
entitled: ‘“‘Views on Conditions Abroad,” and I was amazed 
in reading this interesting pamphlet that a military man and 
banker, who knows nothing of leather, makes more mention 
of the scarcity of leather than of the shortage of food. 

I commenced by saying that it is a dangerous time to make 
statements, for you are aware that the press oftentimes, not 
intentionally, but through lack of knowledge of facts, mis- 
construes, and which misconstruction works to the detriment 
of an industry conducted on high principles, and it seems to 
me, it might be a wise policy that any statements of officials 
of trade organizations, before being given country-wide 
publicity, first be approved and vised by members of the 
Executive Committee. Nothing would be lost by such a 
policy, and much might be gained. 

At my suggestion, the honorable President of the National 
Shoe Manufacturers Association, Mr. McElwain, asked a 
number of leading shoe manufacturers to meet me at a 
luncheon here in Boston in January last, as I desired to por- 
tray the situation, as I saw it. 

After fully discussing the situation in all its phases, it was 
decided that it would serve all interests best not to issue any 
statement, but to progress on conservative lines, and this 
statement of mine is proof positive and acts as a direct denial 
to the inuendoes which have appeared in print, of a specula- 
tive movement by the shoe manufacturers of this country. 


It should be shown: to the Public that fair and not 
high prices are to the advantage of the Tanner, Shoe 
Manufacturer and Shoe Merchant, for the reasons that 
first, high prices primarily limit consumption— 
secondly, it requires. increased capital and greater 
borrowing—thirdly, it increases credit risk—and 
fourthly, it decreases the ratio of net profit. 


Paying the Inexorable Law 


I do concur in the statement that considerable speculation 
has taken place in raw materials—bul—and a very important 
but—such speculation has been entirely in far-off countries, 
and those speculators were encouraged and aided by the 
drastic orders issued by Washington during the War, and the 
result of said orders has been that while speculators in far-off 
lands may have been the gainers, the world at large now must 
pay the price of the inexorable law of Supply and Demand. 

I am led to believe that the Department of Commerce will 
drop the fanciful notion it had at one time of regulating shoe 
prices, for pegple are beginning to tire of the idea of having 
the Government say how everything should be run, and they 
want to return to that liberty of action that permitted the 
tireless energy and individual initiative in making the United 
States what it is. 

Paternalism, bureaucracy and autocracy are indigestible 
principles for the American—men are elected to office not as 
mentors but as policemen. 

I reaffirm the view expressed by so eminent an authority 
as Dr. Shailer Mathews, when he asserts that:—‘‘The citizen 
of the United States need not be blind to the crudities, the 
blunders and the national shortcomings of his Nation. 
Criticism is not tabooed by patriotism. We have done some 
things we ought not to have done, and we have left undone 
some of the things we ought to have done. Our patriotism 
and our optimism dare glory in the outlook and hope, be- 
cause we know that the triumph of our land is the triumph 
of the cause of a better humanity.” 

In winding up my dissertation on raw material and leather, 
may I hold your attention for a few minutes on conditions 
prevalent in Russia, as recited to me on Friday last by a 
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Pleasing Service 
In Shoe Selling 


There is no set regularity 
to the fitting chairs of the 
shoe department of H. & S. 
Pogue Company, Cincinnati, 
and also lamps, vases and 
slipper cases give the effect of 
comfort and service without 
apparent bustle and speed. 
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representative Englishman who called on me, who was just 
passing through New York on his way to England and had 
just come from Siberia. 

I learned from him that since the beginning of the war in 
1914, various tanneries have sprung up in different parts of 
Russia, under control of so-called co-operative societies, and 
these tanneries are devoting their attention to all classes of 
raw material, and that the available supply of hides and 
skins is used up either by tanning or in lieu of clothing. In 
other words, through force of circumstances, the Russians 
have gone back to primeval customs. He furthermore in- 
formed me that those hides and skins which are still laying 
about in Russia are of the kill of 1915, and a large part of 


these skins have not had proper care, are rotting, grubs and © 


moths getting into them, and that when ultimately shipping 
facilities become more normal for transportation of this raw 
material, it will be found that in many instances the skins will 
not be available for tanning purposes. He tells me this is not 
the case with all raw material but with a large proportion of it. 


Decrease of Raw Material 


He furthermore said that he is of the opinion that goat, 
sheep and cattle since 1914 show a decrease of more than 50 
per cent, for animals were killed in a haphazard way without 
allowing them to attain full growth, owing to the fact that 
meat which in 1914 was selling for 16 kopecs a pound, is now 
selling from 4 to 5 roubles a pound, and as far as the hides of 
cattle were concerned, the armies required all of them. 

Another ‘thing for us to bear in mind, as a disillusionment 
to the supposition that vast quantities of raw materials are to 
come forward from Russia, is the fact that shipping from 
Siberia to Vladivostok has been opened since October, 1918, 
and the amount of raw material which has come forward to 
the United States since that time is negligible. 


A Survey of Russian Conditions 


Possibly you may be interested in hearing of some of the 
most unusual conditions existing in Russia, of which I have 
seen no mention made in newspapers. When the banks were 


closed in December, 1917, the Bolshevists, not, having the 
faintest conception what banking meant, allowed one, if he 
had a check on any bank, to draw one’s check and thereupon 
present said check to the Bolsheviki Commissionaire, and 
with the promise of a rake-off for him, one could draw any 
amount, even up to half a million roubles, the Commissionaire 
not having the slightest idea whether the one who drew such 
check had any money in the bank or not. 

This performance in finance continued uninterrupted until 
the middle of January, 1919, when the Bolsheviki committees 
decided that it was possibly not just the correct way of doing 
business, so at that time they started committees of em- 
ployees, who had to guarantee and sign the checks, such 
committees being made up of from ten to fifteen. The em- 
ployees would draw up a list of their salaries, the manager of 
the firm would sign it first and then the clerks would counter- 
sign, and then they went to the Commissionaire and drew the 
sums called for, he not knowing whether the sums called for 
and drawn against were in bank or not, and one only stopped 
drawing money when one’s check book was exhausted and no 
new check books were issued. Then when the check books 
were exhausted, the factory hands formed committees and 
certified that certain sums were required and then they went 
before a committee, who made a cursory examination of the 
documents, and if any of this committee were interested the 
money was paid out. 


Destruction of Property 


When the time came for opening the safe deposit vaults, 
the Bolsheviki committees announced certain days when the 
safe deposit boxes were to be opened and examined, and 
upon such inspection they took away any gold money or 
coins contained in said boxes. This Englishman informed 
me that while in the bank awaiting his turn to open his box, 
he saw three of the Commissionaires behind the barrier with 
great big piles of envelopes beside them, which they were 
examining and which contained securities which had been 
deposited as collateral against loans with the banks. They 
finally got so tired examining these envelopes that one of the 
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Commissionaires suggested that they stop, and another re- 
plied, “‘How can we stop with all these envelopes to open,” 
and standing right on the other side of the barrier, my English 
friend heard one say: “In the present condition of disruption 
of the State, nothing very much matters, we better tear them 
up,” and they thereupon tore up all the great pile of envelopes, 
threw them in the waste basket, and these envelopes con- 
tained the actual securities against advances made by the 
banks, of which the banks today have no records of any kind, 
as all books have been destroyed. 

The flood of Kerensky money is so enormous, without 
numbers and records, that it has been decided when roubles 
are restored this Kerensky money is to be dishonored. 


Gone Back 2000 Years to Bartering 


The peasant in Russia will not today sell any of his com- 
modities for so-called Russia currency, and the only thing 
they will acceptin payment is other commodities which they 
can use, such as tea, clothing, etc., and therefore in Russia 
things have gone back more than 2000 years in their form of 
trading. 

A cow that in 1914 edst 25 roubles, in 1917 cost 40 roubles, 
and now commands a price of ftom 2000 to 2500 roubles or 
the equivalent thereof. 

I thought the above facts regarding Russia would prove of 
interest to.you, as,a demonstration of the absolute state of 
chaos which exists, and I cannot see how there can be a per- 
manent peace in Europe until Russia is brought back in some 
form or other to an orderly government, and you will all 
unquestionably agree with me-that there are no signs in sight 
of this taking place for a long time. 


High Cost of Living in France 


A short time ago I wrote to-France, asking them to give me 


a summary of the cost of living and of salaries and wages, and 
it is just within the past few days that I have received a reply, 
in which one of the vice-presidents of my. company informs 
me that living in France is about 50 to 100 per cent dearer 
than in the United States. 

A chicken which in 1914 cost from 8 to 10 francs now costs 
30 to 35 francs. The rental of good apartments in 1914 was 
15,000 francs, now the same apartment costs 40,000 francs. 

As to salaries—in 1914 a young man in an office received 
from 300 to 400 francs a month, now he receives 800 francs a 
month. Leather factory workmen in 1914 received 7 to 8 
francs a day, in 1919, 15 to 16 francs a day. Girls in 1914 
received 3.50 to 4 francs a day, in 1919, 10 to 11 francs a day. 
In the glazing rooms in France they do'not employ girls, but 
the men in glazing rooms receive 16 francs daily. Foremenin 
different parts of the factory in 1914 received 250 francs to 
300 francs per month, in 1919, 500 francs per month. 

I am thoroughly convinced in my mind, that owing to the 
cost of living in France being so much higher than it is in the 
United States, and owing to the depletion in the ranks of 
labor, through killed and wounded during the war, that all 
labor in European countries will have to be paid considerably 
higher than what they are now receiving, and that European 
pay will have to come closer to what labor is earning in the 
United States, because the raise in wages abroad so far has 
certainly not kept pace with the increased cost of living, and 
the only interesting thing for us in this fact is to be able to 
figure our products on an ultimate competitive basis with 
European manufacturers. 

It would seem to me that in the criticism which is generally 
made as to the prices of commodities, insufficient thought is 
given to the lesser purchasing power of money, and that the 
dollar today has not the purchasing power of one hundred 
cents on the dollar, but probably closer to forty cents. In 
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other words, that not alone Europe, but we in this country 
are in a period of great inflation, and I for one cannot see how 
there can be a deflation until such time, which likewise seems 
far off, that long term bonds can be issued in place of in- 
creased circulation, or until such time as the Federal Reserve 
Banks can be relieved of the Liberty and Victory Loan Bonds 
they are carrying against bank advances, and this can only be 
done through thrift and by borrowers ultimately placing 
these bonds in their strong boxes. And furthermore, that if 
we are to adopt some system of credits, either by foreign 
government’s guarantee or foreign endorsements, which 
paper may again be rediscountable here in the Federal Re- 
serve, it would seem to me that it would be a cause once more 
for increased inflation, but as a credit basis must be arranged; 
we must take into consideration that we are in a new era of 
values, which it is indeed difficult for anyone at the present 
time to compute. . 


Gold Holdings Abroad 


Since 1914 the gain in the gold holdings of those countries 
overseas which were not engaged in the war, has been enor- 
mous, namely, from $275,000,000 to very nearly a billion 
dollars at the present time. The Bank of Spain held about 
$100,000,000 when the war started, while now it holds 
$450,000,000. The Bank of Holland increased its gold from 
$67,500,000 to $275,000,000, and the others have made pro- 
portionate advances in their stocks of the metal. , 

There are, therefore, very many intricate problems before 
the financiers’ of this world, before world finances can be 
returned to a:sound basis, and it: will seemingly-be necessary : 
ultimately to utilize the supplies:of gold for the general good,: 
and a plan probably will have to be outlined calling for the. 
utilization of the greatly expanded gold reserves of the 
European neutrals, along with the gold reserves of the United 
States, in such a way as.to accomplish deflation, and at the: 
same .time improve the reserve position of countries like 
England, France, Italy, and ultimately and possibly Ger- 
many. In other words, a comprehensive re-allocation of gold 
reserves will be essential in the.different countries of the, 
world, so that they can draw on each other and we with them 
on some basis of calculation of exchanges, which now seems 


an impossibility. 


Fair Reasons for Prosperity 


I can see nothing ahead for the United States but pros- 
perity, for five important reasons. 

Ist. We are the supply depot of the world. 

2nd. ._The railroads, the greatest purveyors of all 
industries, are to be returned to private ownership. 
This will cause great activity in all equipment com- 
panies, and the opening of new and valuable territory. 

3rd. The generation of oil fields is becoming one 
of our newest sources of great wealth. 

4th. The demand for copper is bound, within a 
short time, or as soon as the reconstruction.period once 
gets to work actively, to take up all our available sur- 
plus, and start up the mining industry again in an 
active way, and 

5th, and greatest, and most probably which will 
come first, is that we have not enough houses or build- 
ings in this country to take care of the ever increasing 
population, as there has been no construction of any 
moment since we entered into the world-war. 

Rents are increasing and the cost of housing people, par- 
ticularly of moderate circumstances is becoming a very grave 
question in the largest cities of this country—builders are 
just waiting to see which way the cat jumps as to steel prices 
and other building materials, and I am firmly convinced that’ 
owing to the financial conditions which I dwelt on, that there 
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is no probability of lower prices, and when the builders 
throughout the country become assured of the, fact that 
lower prices will not prevail, they will forthwith start on an 
era of construction in this country such as we have not seen 
for a decade, and instead of labor knocking at the door, as it 
is in some centers, I look in a few months that there will be a 
job for every man and woman who wants to work in this 
country—and what can all this spell but Prosperity? 


Shortage of Workers Soon 


And in closing, gentlemen, may I say one word regarding 
immigration? That is one of the grave questions that con- 
fronts this country. Will the foreign nations allow their 
people to emigrate? And if they do not allow their people to 
emigrate, and immigration is cut off to this country, where 
are we going to get the available, necessary supplies of labor 
to re-forest the lands, to till the fields, to mine the coal and to 
operate the mines? 

We should all lend our best efforts to encourage immigra- 
tion and put before each immigrant those notable words of 
Lincoln, which he pronounced to a delegation which waited 
on him at the White House just prior to the close of the Civil 
War: 

“T happen, temporarily, to occupy this White House. I 
am a living witness that one of your children may come here 
as my father’s child has. - It is in order that each of you may 
have, through this free Government which we have enjoyed, 
an open field and a-fair chance for your industry, enterprise 
and intelligence; that you may have equal privileges in’ the 
tace of life,-with all its desirable human aspirations.” 





Hugh C. Young with Bleecker Shoe 
Company : 
New York Shoe House Secures New. Sales Manager 


Hugh C. Young, who is more generally known in the shoe 
trade as H. Crown Young, has assumed the position of sales 


HUGH C. YOUNG 


manager for the Bleecker Shoe Company, New York, with a 
valuable experience behind him in administrative and de- 
velopment work. 


Mr. Young has a wide knowledge of shoe problems and the | 


shoe business in general. He will be remembered by many 
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as sales manager of the original North Star Shoe Company 
of Minneapolis where he handled a very vigorous organiza- 
tion during 1909-1911. While in this work he developed 
some very aggressive sales policies and created a compre- 
hensive sales organization. His work attracted much 
attention at that time. 


Formerly With Dusten Shoe Company 

Mr. Young later went to Boston where for two and one- 
half years he was sales manager of the Dusten Shoe Company 
of Haverhill. At the end of that period, not being in good 
health, he made an extensive trip to South America, largely 
for the purpose of recuperation but while away devoted 
considerable attention to a survey of shoe conditions. Re- 
turning, with health restored, he located in Chicago and 
took the position of buyer of shoes for the mail order house of 
Montgomery Ward & Co., remaining in this position for one 
year and one-half. He later joined the Sears-Roebuck or- 
ganization as a buyer of women’s shoes. After two years, he 
assumed entire charge of the shoe department of the Standard 
Mail Order Company of New York. 

Mr. Young will shortly leave on a flying trip throughout 
the country of about three weeks, touching all of the big 


‘ cities in New England, the Middle West and the South, 


meeting the trade and getting a complete-grasp on the out- 
side‘business relationships of the Bleecker Shoe Company. 





Rochester Style Show 

Seventh Semi-Annual Event Scheduled for July 7-12 

The seventh semi-annual Rochester Style Show which will 
be held at the Palace Hotel, July 7-12, promises to be the 
biggest and best of Flower City Style Shows. Clarke B. 
Rowley, Chairnian of the Style Show Committee, announces — 
the following list of exhibitors: 

Exhibitors at the Show: : ” 

Utz & Dunn, Williams Hoyt Co., W. B. Coon Co., Cc. D. 
Brown & Co., Pfister & Vogel, Moore-Shafer Shoe Mfg. Co., 
Sherwood Shoe Co., C. P. Ford & Co., Joy Clark & Nier Co., 
Inc; Menihan Co., John Kelly, Inc.; New Castle.Leather Co., ‘ 
Dugan & Hudson Co., Rochester Last Co., Ohio Leather Co., 
E. P. Reed & Co.,.J. J. McMaster, Chas.;M. Lane, Geo. J. 
Wilson, Stewart & Potter, F. Hecht & Co., Leach Shoe Co., . 
John J. Kalb & Sons, Armstrong Cork Co., Truitt Bros., 
Piehler Shoe Co., Daniel Green Felt Shoe’ Co., Trostel 
Leather Co., John C. Traver, Dayton Last Works, J. Heil- 
brunn & Sons, F. W. Hahn Co., Lynn Wood Heel Co., J. 
Spaulding & Son, Empire Last Works, Hagerstown Shoe & 
Legging Co., F. Blumenthal Co., Standard'Felt Co., Cleve- 
land Shoe Mfg. Co., J. W. Carter & + Co., Florsheim ‘ 
Shoe Co., Boyden Shoe Mfg. Co., A. J. Bates Co., Westcott 
Whitmore Co., Goodyear Tire & Rubber Co., W. E. Tuttle Co. 

More news in regard to this event is contained in our 
Rochester Letter of this week. 


v 





Purchased H. S. Bell Company 


New Interests in a Western House © 
_ Quinn Brothers of Sedalia, Mo., have taken over the 
interests of the late H. S. Bell of the old established firm of 
H. S. Bell Company, wholesale shoe dealers in Los Angeles, 


California. The Messrs. Quinn own and operate two of the 
largest retail stores in Sedalia. Three of the brothers will 
jocate in Los Angeles, while two will remain at Sedalia te 
jook after the interests and attend to the buying. It is the 
jntention of the H. S. Bell Company to enlarge its business, 
jncrease the sales force to cover, all territory from” Denver 
"west and new lines to those which are now handled. 
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Display Your Findings Well 


Don’t kick because your customers ruin their shoes with poor dressings bought at the hard- 
ware or ten-cent store and then complain to you about the wear. Push the dressings, laces 
and other accessories you have faith in. Keep them in sight and make them a source of 
profit. You can do it if you will but try. 











Hosiery Dressings 


No. 973, 30c 


The “Tired’’ 
Vacation Days are Strenuous Days Business Man 


for the Youngsters Isn’t so “conservative” and 
rae — : “tired” that he doesn’t like 
ACING through fields, picking daisies, «running nifty. effects in dress. He 
after one another, chasing butterflies, fishing, base- likes distinction without 


ball, over the fences and through the brooks— noise. He demands quality, 
and beyond everything, hzs 


that’s the child’s heart rejoicing in rythm with Nature’s meney's worth. 
harmony. We smile at them and then sigh at the memo- : 
Right now we have a 


ries they bring to us, and yet— dandy heath wade ae- 
‘ . . ford, splendid workman- 
“Jumping Jupiter, how they do go through clothes and aoe Oa 

socal” ‘Well, let ’em—it’s worth it. Just dress them ship and of the — mail 
in “any old thing” and let ’em go it. Don’t worry about terials-on the market. 
shoes, either. Who wants hot, heavy shoes in the Sum- $11.50 

mertime? Slip the feet in the cool, comfortable sandals 

and canvas footwear we are offering and turn them Other good values from $5.00 and up 
loose. The prices are mighty small and they possess ae 
real wear. Beats going bare-foot a mile unless stubbed 
toes and stone bruises have more attractions than mem- 
ory brings to mind. Thistles, too. Wow! 


No. 972, 40c 




















Pa and ma are more sedate, but unless they want to cultivate soft 
corns and blisters they’ll take a lesson from the kiddies and sur- Remember 
round their understanding with solid comfort, too. You’ll find 


plenty of styles, all good, at —Cuts are sold for 


Cash only — Please 
BLANK’S SHOE STORE send check or money 


Comfortville order. 
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Keep Your Advertising Awake 


’ An obscure pastor once told Henry Ward Beecher that in his church he had the sexton awaken 
those who dropped asleep in the pews. Beecher’s comment was: ‘In my church, if any 
person falls asleep the sexton climbs into the pulpit and wakes me up.” We will not apply 
the moral. ; 
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THE ACME OF COMFORT 


Oxfords Mean a Vacation Season 
for Your Feet 


Stn Sei tis HE person who sticks to cold weather shoes in the Summer 
bios should have his head examined by an alienist. He might 
Fas well wear a fur cap arid ear muffs. Oxfords, canvas foot- 
wear and other low shoes are the choice of those who use their . 
A W é ] ] 5 h od heads for something more than a handy placé to put their hat. 


It’s bad taste to brag about one’s self, but every time 
Fi oot our buyer looks over our Summer footwear his chest 
sticks out another inch—and you won’t blame him when 
‘ you come in to look over the assortment. Every good 
I half the battle in effect- style, material and line of He gg is in — a 
i i sticks out everywhere. Look in our window this wee 
ae Pee ating? »e and if your feet don’t beg you to come inside we’ll be 
prettiest dress is a failure surprised. 


if the feet are encased in cheap ‘Al There are different prices for every style, kind and grade. Some as 
appearing or shabby foot- > low as $1.95. From there they rise by easy steps up to the aristo- 
wear. Likewise the economi- crats at $12.00 and $14.00. But whatever the price there isn’t a 
cal dress becomes a thing of poor one among them. 


beauty if the feet appear Everything in Foot Comfort for the Whole Family, from the 
little tinker of a few weeks to grandpa or grandma. 
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dainty and pretty. 
We are showing just what you’ll Of course we sell hosiery—lots of it. 
need with that Summerish gown, 
for evening wear, for lounging or 
for walking—and every style is 
right. 


Prices, too, are cooling to the Back Up Your Advertising 


Cepastiion. : Batty or dad When you run an advertisement in a newspaper back it up by your show 
can’t kick if you buy them windows. Put on a tag showing the goods advertised, and on the window 
here. place a copy of the.advertisement. An advertisement does not sell mer- 
chandise as a —, Its oe is = — = Ee - your store; —_ 
; it is'up to you and your clerks to do the selling. For that reason see that 
BLANK’S BOOTERY every clerk reads your ads. Nothing is more discouraging to a customer 
than to call for an advertised article only to find he knows more about it 
than the clerk. 
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Are the Five Packers Responsible? 


Is the Small Dominant Group of American Meat, Packers Responsible for 
High Prices Because of Their International Activity---An Analysis of the 
Packer System, its Magnitude, its Efficiency, its Method 


OR the past twenty years, the five big packing enter- 
prises of the United States have been collecting fac- 
tories and new businesses at an alarming rate—’tis 

said. The method has been to buy-them outright or to 
control them by the purchase of their common stock. 

Speaking collectively, the packer has followed the trail of 
the animal’s carcass wherever it goes, in fact, the marvel is 
that also 655 unrelated companies could be brought together 
under such control plus an additional minor interest in 85 
others. A wholesale grocer has made the declaration that 
the packer has extended his interest into 9,000 commodities, 
none of which are directly related to the meat businéss. 

Thus, the kings of industry have built up a business, 
American in identity, but world wide in scope, that is 
the marvel of the world—the centre for mych heated 
opinion and the problem of many an investigating 
committee. Now, mere bigness and activity and ini- 
tiative is not to be discounted because of its compre- 
hensive activities. The thing that is to be considered 
is the efficiency of it all—and we fail to find in the 
report of the Federal Trade Commission one bit of 
evidence pointing to inefficiency. Therefore, this 
story of ours on the packer and the relation he bears 
to the high cost of leather can hardly be assailed on 
the grounds of wastefulness. 


We Start a Study 


Numberless letters from readers of the “‘Recorder’’ started 
us on the study of the big packer and no one reason prompted 
us more than the thought that an unparalleled publicity cam- 
paign to influence public opinion has been going on at the 
cost of much money. These paid advertisements and the 
special articles in the newspapers of the country have not 
been what you might call “‘selling copy” in the sense of aid- 
ing in the sale of some commodity— instead they have been 
undoubtedly designed as ‘“‘good opinion’’ builders. 


Not a Muzzle to the Press 


We want to refute here and for all time the charge that 
these advertisements have been for the purpose of muzzling 
the press, for never in the history of our country has there 
been such independence of the American press and its intelli- 
gent devotion to the public welfare. As to the justification 
of the expenditure of such a huge advertising fund, we have 
no comment to make except that it seems to serve as rebuttal 
to the tremendous amount of printed matter issued by in- 
vestigating committees, viz., the Committee on Agriculture 


and Forestry in its hearings covering 2,922 pages on the 
government control of the meat packing industry plus the 
printed matter issued by the Department of Interstate and 
Foreign Commerce covering a total of 4,683 pages and the 
summary of the report of the Federal Trade Commission on 
the meat packing industry covering 341 pages.. All of which, 
by the way, has been read in the hopes of finding a clue to the 
high cost of léather in a study of joint interests of the big 
five packers, Wilson, Armour, Swift, Morris and Cudahy. 


Comprehensiveness Not an Expensive Feature 

We have studied the organization of the packing company 
and their branching into all corners of the globe in he 
slaughtering of cattle and the distribution thereof and we 
fail to find today that the comprehensiveness of their organi- 
zation adds more to the cost of the raw material from which 
leather is made than what the cost would be under small 
and independent organizations. This is a broad statement 
to make. It in no sense justifies the monumental activities 
of the packers but it centers down to the only thing that we 
are considering—the raw leather. 


From One Heifer to $1,000,000,000 

It has been marvelous to trace back to the stirring chapter 
in American industrial history when Gustavus F. Swift 
started his career on Cape Cod by buying a heifer for $20. 
He killed and dressed it and peddled the meat on the Cape 
and made a profit of $10 on the venture. That was the 
largest profit he made per head of cattle during his business 
career. Today their profits are spread over a thousand and 
one by-products and ‘services rendered. The village tanner 
undoubtedly got the skin and in all probability the leather 
was made into shoes in the same town. 

Taking a jump of fifty years, the Swift business alone will 
in all probability exceed $1,000,000,000 and the hide and 
leather end of it is but incidental to the whole. 

Last year the Swift people segregated their foreign business, 
establishing the “Swift International” for handling their 
business in Argentine, Australia, and New Zealand. Let it 
truthfully be said that the American method of killing 
cattle and refrigeration has swept around the world just the 
same as American shoe machinery, harvesting, electric 
motors and the movies. 


Size Obtained—Not Our Problem 


Now in brief we have touched upon two points: first, that 
of efficiency and the lack of waste; and second, upon the 
(Continued on page 46) 
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Hide Prices Not Dependent on Cattle 


Prices 


The Process of Buying “in the Live’’ Is Consideration of “Meat First??— 


Then the By-Product 


nically by hide dealers, tanners and shoe manufacturers more or less reflected in the price of the hide or skin because 


6 he: definitions of “skins” and of “‘hides’”’ as used tech- It is true, however, that the price of the live animal is 


are not generally understood by retail merchants. the market price of hides and skins is considered by the buyer 


Skins 


“‘Calfskins’”’ properly run from 7 to 
15 pounds, cured. 

‘Kips’ run from 15 to 25 pounds. 

“Overweight kips’” from 25 to 38 
pounds. 

All of the animals under these latter 
classifications are killed for veal. Ex- 
cepting for nearby trade-or where the 
carcasses are to. be cut up within a short 
period of time after killing the skins are 
left: on these animals. and.are removed 
by the butcher who put.the carcasses on 
the ‘block. .% 


Hides ‘- 


The term “‘hides’’ is used to designate 
the ‘heavier and larger animal covering. 
For instance: ‘‘Heavies’’ run 60 pounds 
and upwards. ‘Lights’ run 50 to 60 
pounds:.: ‘Extreme light” or “extremes,” 
as the term is generally used, means 
these under 50 pounds, running down 
to 35 to 38 pounds. 

From these hides are’ made sole 
leather, harness leather, trunk and bag 
leather, automobile and heavy up- 
holstering leather, and such other 
leathers as are heavy in weight. and 
_generally used in large pieces, Such 
hides before tanning are usually split in 
the middle of the back, tanned in two 
pieces and designated as “‘sides?’’ 

Very few hides enter into shoe con- 
struction, other than as outer soles, 
inner soles, counters, etc. 

Some of the lighter weight by more 
spready hides is tanned into leather 
that is used for the heavier and coarser 
grades of shoes. 


Hide Prices Not Dependent on 
Cattle Prices 


Whenever the hides or skins are re- 
moved from the animal then such hides 
and skins become a separate commodity 
and the price depends not upon the 
price paid for the live animal but is 
regulated by the law of supply and 
demand as it pertains to manufactured 
leather. 








/ 


r7 


wooe® 
. 


om = oo 


= 
oa ao eo ee © © 


i PECULATION, 


/. «n 
» ACW 





se eee BF Be eee eaeee®? 


v 
a 
[SHOE man | 








Jos ERN9 





EVERYBODY SHOULD STOP SPECULATION 
It is not an easy matter to point out any offender against the laws of supply and 
demand when all are equally guilty or innocent—the leather man puts on the re- 
placement valuation, the’ manufacturet does likewise and the merchant is not less 


ambitious to get the extra profit. Such manipulation aids high prices, but remember 


it also decreases public demand. Is it worth it? 
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in naming the price on the live animal. Frequently, how- 
ever, the demand for hides is heavy while the demand for 
meat may be light. In this event hide prices are relatively 
higher than meat prices. The reverse is also frequently 
true, and meat prices have been known to be quite high 
while hide prices were comparatively low. 

The cattle buyer takes particular note of the condition of 
the hide when he names the price on the animal. He notes, 
for instance, whether or not the hide is tick bitten, whether 
or not the hair is extremely long and whether or not the hide 
is weighted down with manure and mud. He also considers 
whether or not the animal is properly fatted. It is a known 
fact that the hide from an improperly or poorly fatted 
animal does not have the life and tensile strength that is 
found in the hide of a properly fatted animal. 

Such skins and hides are designated by hide buyers as 
“lean and hungry,” and are avoided by tanners producing real 
high grade leathers. 


THE SKIN ON THE AMERICAN MEAT ANIMAL 


What Effect Has It Upon the Price of the Finished 
Leather 


The effect of the increased price of hides, skin and ulti- 
mately of the manufactured leather as reflected in present 
day shoe prices is a topic that has been widely discussed 
and yet has not been satisfactorily settled. Nor is the 
solution ia sight. 

There seems to be a general feeling among the retail shoe 
merchants, especially those in the smaller cities and country 
districts, that for several years back there has been undue 
discrimination against country hides and undue favor given 
to packer hides, and that the price spread between packer 
hides and country hides has been wider than is fair and just. 


Many Packers Besides ‘“‘Big Five’’ 


Contrary to the general definition given to the term 
“‘packer hide,”’ hides that come in this class are not all pro- 
duced by the five big packers. As a matter of fact only a 
small minority of such hides are produced by the “Big Five.” 
The term is one which has come into general use within the 
last decade or so and relates more to the manner of removing 
the hide from the animal, the skill employed in the removal 
and the consequent condition of the hide or skin when it 
reaches the hands of the tanner than to the location or size 
of the concern that produces it. 

There are certain comparatively small packers in the 
country who have become so expert in the process of skinning 
that the hides produced by them are more sought after and 
bring a higher price in the market than does the product 
of any of the five big packers of Chicago. 

And so after all, the price of hides depends not so much 
upon who produces them but as to how they are produced 
and prepared for market. 

There is a wide difference between the prices obtained for 
top country grade hides and low grade country hides of the 
same weight. This wide spread is due from the fact that some 
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of the small butchers are more expert in removing the hide 
of the animal than the average. They show fewer cuts and 
blemishes, are cleaner and freer from blotches of flesh, are 
more carefully and expertly salted and cured. 

Another element that enters largely into the price of 
country hides is the districts from which they come. Ohio 
and Indiana hides, for instance, are regarded as better grade 
than are the hides from the Carolinas, or even from West 
Virginia and Virginia. 


Bought Because of Better Selection 


Our investigation among some of the best tanneries of 
the country developed the fact that the reason they buy 
packer hides is because the hides are more carefully sorted 
and they can buy just the grades and weights that they want 
inf the quantities that they need. For it should be borne in 
mind that the average tannery confines its activities to a 
limited area of weights in hides and skins. 

The average country shipper may have a hundred hides 
and skins on hand and these will range all the way from 
small calf skins, weighing 7 or 8 pounds, up to bull hides 
weighing 60 to 70 pounds. Very few tanneries can use as 
wide a range as this. Conséquently the butcher must 
usually sell this bunch of hides and skins to a dealer in 
country hides who in turn must sort them up and sell the 
various weights and grades to the tanneries demanding 
such grades. Very often these hides do not go direct from 
the country hide dealer to the tanner but go through the 
hands of a jobber. Since each one of these men must have a 
profit, the result is that either the country butcher must 
receive what seems to him an unnecessarily low price or else’ 
the hides ultimately cost the tanner as much-as would 
packer hides. 

Another reason given by tanners for buying packer hides 
in preference to country hides is because they know exactly 
what to depend on in way of grades. And also upon the 
condition of the hides when they reach the tannery... Many 
country hides when they reach the tannery are practically 
worthless. They have become spoiled through ignorance 
of proper method of salting and handling, or are badly cut 
and scored by the butcher’s knife. 

There is now on foot a movement to educate country 
butchers in better methods of take-off, which will in time no 
doubt, raise the standard of country hides so that the spread 
between the price of these hides and packer hides will be less 
than at the present time. 

One large Chicago tannery which depends entirely upon the 
small packers and country hide dealers for its output says 
that the spread between packer hides and country hides is 
usually figured at 1 per cent. Consequently when the hide 
prices are high as they are at present the difference between 
prices are low. 


Selling Conglomerate Lots of Hides 


The tannery referred to above relates this instance. A 
short time ago a dealer in country hides offered them quite a 























May 31, 1919 








quantity of hides running all the way from light calf skin 
up to heavy bull hides. Since their business is confined to 
tanning of calf skins and kip skins they were not in position 
to handle the heavier weights of this man’s conglomerated 
assortment. The country hide dealer sold the whole lot to 
a jobber. The tannery in turn bought the calf skins and 
kip skins out of the lot for a lesser price than they had offered 
the dealer for them. The country dealer apparently was 
not in position to hold the heavier hides until he had ac- 
cumulated a quantity of them that would be attractive to a 
tanner, consequently sold the whole lot to a jobber at a lesser 
price than might have been otherwise obtained. 

In years past when leather. business was bad and the 
demand was slow, hides and skins would accumulate in the 
hands of the packer. Many tanners made a practice at that 
time of tanning leather for packers. The finished leather was 
a safer investment and far less perishable than raw skins and 
it was, therefore, good business judgment on the part of the 
packers to have the hides tanned into leather and carry 
the finished product until a market could be found. It was 
also good business judgment on part of the tanners to keep 
their plants going even though they were only making a 
profit on this labor and not on the leather which they were 


turning out. 


No Accumulation of High Grades 


Today there is a big demand both for the raw hides 
and the finished leather so there is no accumulation 
of either, except possibly in the cheaper grades of 
hides and the lower grades of leather. One fact should 
be borne in mind and that is that the largest and most 
rapid advance in the leather market has been on the 
calf and lighter weight kip leather. As a general 
rule these skins come from butchers and small packers; 
while the large packers kill a good many calves they 
are usually sold to the butchers as whole carcasses 
with the hides on them. This is because the meat 
is more perishable and the skin is a protection to it in 
transit and while it is in the possession of the butcher 
before it is cut up. 

The investigation of the hide and leather situation which 
is being conducted by the ‘‘Recorder’’ is intended to be 
broad enough to cover every phase of the situation. We 
even got in touch with a number of prominent shippers and 
obtained from them statements of conditions as they found 
them in the Chicago stockyards and other stockyards of the 
country. 

We came in contact with dealers in country hides and 
small packers. We obtained ideas and statements from a 
great number of tanners and leather dealers. We spent 
considerable time in the stock yards and the large packing 
houses of Chicago. 

No One Branch Chargeable y 

As a result of all our, time and effort we are thoroughly 

convinced that no particular branch of the industry is 
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chargeable with the present high prices of leather or of 
manufactured footwear. Two facts are significant as being 
productive of present price levels. In the first place, labor 
prices have increased any place from 50 to 150 per cent within 
the last four years. Even farm labor is not an exception to 
this rule, and wherever labor has in any way entered ia the 
calculation, prices have shown a material advance from this 
one item alone. 

In the next place there has been a marked widening of prof- 
its in practically every line of industrial endeavor. 

Feed prices and farm labor prices have both shown 
material advancement and yet the farmer and cattle producer 
has made more money than ever before. He has widened 
his profit. The country stock dealer who goes from farm . 
to farm and gathers up a few head of cattle here and a few 
there has had to pay more for drovers, has had to pay more 
for feed, more for transportation, and yet he has made more 
money than his predecessors in business. He has widened 
his profit. The butchers and packers who produce the raw 
hides and skins have paid more money for labor, have paid 
more money for materials to preserve the hide, have had 
added cost for storage and yet they have been making more 
money. They ‘have widened their profits. The tanners 
have paid largely increased wage advances, their tanning 
materials have advanced in many instances several hundred 
per cent, their selling costs have been very. materially in- 
creased, and yet tanners as a rule have made more money 
than in former years. They have widened their profits. 
Shoe workers have never received as high wages as they are 
receiving today. Their wages have increased by leaps and 
bounds during the last two and a half years. 


Higher All Along the Line 


Shoe manufacturers have generally increased the rate of 
commission to their traveling men, they like all other classes 
of business have paid heavier taxes, both State and National, 
and yet on an average shoe manufacturers have made more 
money in the last two and a half years than in any like 
period in their history. They have widened their profits. 
Shoe wholesalers are paying more money for labor in every 
department than ever before. Their shipping clerks, their 
office men, their traveling force, every man on the job has 
received increase in wages. All of their expenses have 
increased, and yet shoe wholesalers are more prosperous to- 
day, their credits are better and they have made more money 
than in former years. They have widened their profits. 

The retail shoe merchant of today is entirely a new pro- 
duct. His system of doing business and his methods of 
calculation are not at all to be compared with what they 
were a few years ago. He is paying higher wages to his help, 
he is paying larger rents, he is paying increased freight and 
drayage charges, every expense item in his business is larger 
than in former years. He has learned to figure his profits 
as he must necessarily figure his expenses on the selling price 
of his merchandise. He is consequently getting the profit 
to which he is justly entitled for the effort and capital in- 
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vested in his business. He is a better credit risk than ever 
before. He is paying his bills more promptly, is a more 
prosperous and happy individual. He is making more 
money than he ever made before. He has widened his 
profits. Y 


The High Cost of Trading 


It is not possible, therefore, to lay a finger on any one man 
or class of men, any one of the branches of the industry and 
say “You are to blame for the high price of shoes.” Every 
commodity that enters into the general living expense of |) 
average family has advanced in price and very few of them 
show a smaller percentage of advance than shoes. 

Apparently the law of supply and demand has been the 
big factor in placing all commodities including labor on the 
price level it now maintains. Some times prices have been 
low with an indication of an advance. In such instances men 
whether in the hide business, tanning business, shoe manu- 
facturing business, or shoe retailing business have bought and 
have held the articles which they bought for a future rise 
in price. This is a law of trade, which always has been 
observed and probably always will be observed. When 
prices are good and business is active, men in every line 
trade, and trade fast. This is the condition of business 
today. There is no evidence that any packer or country 
hide dealer, any manufacturer, wholesaler or retailer of shoes 
is buying and hoarding stock. They are endeavoring to 
make as rapid a turnover as possible of the commodities in 
which they deal. It is to be hoped that this condition will 
longer continue, for today it is not so much a question of 
price, but a question of demand, that regulates the volume 
of business. 





ARE THE FIVE PACKERS RESPONSIBLE? 

(Concluded from page 42) 
magnitude of the industries under consideration. How they 
achieve their size is past history. We leave to government 
investigation the revealment of methods legitimate and 
illegitimate in attaining it. There they stand—huge busi- 
ness institutions with ramifications, the itemizing of which 
would fill a book. 

Is it true that they squeeze the farmer in the price paid for 
the cattle “in the live?” We have in the ‘“‘Recorder’”’ office 
a big bunch of letters from shippers of cattle who sell in the 
stock yards a tremendous volume of meat animals. From 
all the cattle raising centres, we receive practically the same 
sort of letter, saying: 

I will say that it has been my experience that 
prices were not governed or controlled by the 
packers, but prices were governed by the receipts of 
cattle at the different points. If these receipts 
were in excess of the needs of the packers, prices 
would necessarily be lower for the reason that the 
excess would have to be carried at an extra expense 
with the daily depreciation in values, and as far as I 
have been able to judge, the buyers for the packers 
are governed the same, as buyers everywhere are 
governed, by the supply and demand, as well as by 
shortage or excess of supplies. 

A trained “Recorder” investigator straddled a gray horse 
and accompanied cattle buyers around the stock yards and 
saw the process of buying and selling. He saw no indica- 
tions of manipulation and buyers seemed intent on filling 
orders at best possible prices which is ‘‘good business.”” He 
did find some speculators who purchased cattle in the Chicago 
yards and shipped them to Pittsburgh, Cleveland or other 
markets when those markets show a better price than that 
quoted in Chicago. 





May 31, 1919 





WANT MORE LIGHT ON SPECULATION 
Is There Manipulation of World Supply 


And now we come to the one point upon which we wish 
there were some way of getting “more light.”” To what de- 
gree is the packer interested in the finished leather and of 
that finished leather, what measure of speculation in supply 
exists? There is a big storehouse of finished leather not far 
from us and the thought strikes us, is the shortage of leather 
a manipulated process, and if so, who does it? We can get 
no real information from the many men who “talk packer” 
but don’t give facts to justify. 

We know full well that high grade leather has a world- 
wide sale at excellent prices and we know that all leather is 
scarce in the market places of the world. If the leather 
shortage continues, it naturally aids in boosting the price and 
we give thought to speculative increases today apparent. It 
is on this one point of speculative interference with the laws 
of supply and demand through a close contact with the 
leather reservoirs of the world that makes the one possible 
point of vulnerability in the present status of leather and its 
relationship to the packer. Does it exist? It is absolutely 
impossible to find out. Therefore the case stands without 
proof. Frankly, we haven’t found a single clue that would 
show us that world speculation by manipulation were so. 
Not a single man can give us an indication of such manipu- 
lation. We can but come to the belief that the high cost of 
shoes is a process extending along the line by the new scale 
of costs in all commodities and all activities and that specu- 
lation as such is the menace of the day in all lines of business. 
and in our industry from the cattle man to the retail shoe 
store and that practically everybody is responsible who has 
any stock on hand and raises it to the “market” price be- 
cause of the new valuation. 

It is not an easy matter to point out any offender against 
the laws of supply and demand when all are equally guilty 
or innocent. The balances of supply and demand of the 
public itself in this country and in the wide world is of 
present concern because the world has become so small a 


community in the last four years. 





Probable Successful Bidders 


On 260,000 Pairs of Russet Shoes 


Washington, May 27—It is no longer the practice of the 
Leather Rubber Branch to make immediate announcement 
of awards on shoe and other openings as was done during the © 
war but the regular course which includes approval by the 
Board of Review has been resumed and it will be approxi- 
mately a week before it is known who the successful bidders 
are. 

Accordingly, firms to whom contracts will be awarded for 
the 260,000 pairs russet shoes on which bids were opened 
yesterday will not be known for some time but it is probable 
that the following concerns will receive them: 

R. P. Hazzard Co., Gardiner, Me., 40,000 at $6.1214 per 
pair; Rosenwasser Bros. Company, Brooklyn, N. Y., 50,000 
at $6.49 per pair; Bradley & Metcalf Co., Milwaukee, Wis., 
30,000 at $5.99 per pair; Joseph M. Herman & Co., Boston, 
30,000 at $6.47 per pair; J. D. Murphy Shve Company, 
Natick, Mass., 10,000 at $5.94 per pair; B. A. Corbin & Son 
Co., Webster, Mass., 100,000 at $6.38 per pair. 

It has been announced that bids for a quarter of a million 
pairs of russet shoes to be opened June 2 will be on speci- 
fications of April 15 instead of those of March 1 as stated in 
original announcement. 
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. LYONS FAIR 


MARCH Ist to 15th, 1920 


AMERICAN EXPOSITION fg 











IN THE SHOE AND LEATHER SECTIONS 


LYONS SAMPLE FAIR, 
LYONS, FRANCE 


| INKING America with France industrially Judging from the success that the Lyons Fair has 





is the basic reason for the participation of the had in the Spring exhibit, it is easy to foresee that 
shoe and leather industry in the Lyons this custom has come to stay, and that every new 
Sample Fair. At the same time, this Fair serves as gathering will be a greater success. 
an international meeting place for buyers and the The industries of the fair are grouped and there 
Fair itself is backed up by the French Government. are as many as 55 groups, our industry coming 
This Fair is nothing less than the renewal of an under groups 30, 31, 32. Group 30 embraces the 
ancient custom which was going on in the principal shoe and everything connected with the shoe in- 
business cities and towns of Europe during the dustry from the last and counter down to the last 
middle ages, only today it is inspection of samples, hook and eyelet. Group 31 is devoted to exhibits of 
not bartering. tanned products, comprising several types of leather, 
Modern complications having entered into the either for shoe manufacturing or belting or any 
fields of commercial activity, the majority of other kind of purpose. Group 32 is meant for 
buyers and sellers thought erroneously that fairs leather products that go into the making of traveling 
were no longer of any use, with the exception of the bags, suit ‘cases, saddles and the like. 


German business man who has clung with all his 
tenacity to the Leipsic fair. The present develop- 
ment of the Lyons Fair makes positive its premier 
place as the Buyers’ Fair of the world. 


It is a capital occasion for the American tanner 
and shoe manufacturer to go to Lyons to show the 
products that we are able to produce. 


The war has taught the French business men their France welcomes the foreign exhibitors because 
lesson. The present movement to take up again she is glad to establish international business rela- 
the fairs has a patriotic and practical purpose. tions with her allies. 


The ‘Boot and Shoe Recorder’ is making arrangements for the participation of American shoe and 
leather firms in this great Lyons Fair. We are obtaining options on fifty exposition spaces which 
will be centrally located and under competent American and Continental management. 


Reservations will be made in order of receipt. 
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PINION prevails that the heavy exports of leather 
O together with prospective foreign purchases will so 

deplete this market as to cause another advance in 
shoe prices. Such a draft on the leather supplies must cer- 
tainly have an influence and it is a part of the whole situation 
which is operating to create feverish excitement. 

Never have such conditions been known as exist now in the 
leather and raw materials markets. 

The question today is not one of price, it is a matter of 
getting the material and no one well"posted predicts the end 
of the present movement. 

While it is true that the supplies of domestic and foreign 
hides are below normal we are in line to get greater supplies 
from abroad than we could during the war or while the strike 
was in progress at River Plate points. Most of the real 
shortage has been felt in the best grades of calfskins and 
goatskins and in these the price of the finished leather has 
shot up to record prices. Calfskin leather has sold up to 90 
cents a foot for colors and higher prices could be obtained for 
the right selections and one of the best tannages of colored 
kid is selling in Havana Brown at $1.15 for the top grade. 

There is recourse, however, to other leathers for the 
makers who wish to produce a less expensive shoe. Some 
excellent finishes of side leather are on the market and they 
move about as readily as produced. Horse fronts with a 
handsome glazed finish are used for a shoe, resembling kid, 
being soft and. smooth and possessed of excellent wearing 
qualities. Prices for this leather range from 45 to 55 cents 
for the better grades. 

As we view it, the points of interest in the leather situation 
to retail shoe men are the likelihood of stability to the market 
and the outlook for the future with respect to its effect on 
shoe prices. It is not good market ethics to predict either 
lower or higher values but give the situation as it exists. 
Conditions, however, incidental to and arising from the war 
have made anything like stability very uncertain. Shoe 
manufacturers are not anxious to get large orders on any 
lines of goods at existing prices owing to rapid advances in 
leather values and uncertainty as to the future. 

No one can tell the outcome of the present drive on hides 
and skins. Packers do not like to name prices on May and 
June stocks for fear of being below the market on latter 


deliveries. 
Sole Leather 


The sole leather market shows exceptional strength and 
extreme high prices are demanded for finders’ grades of oak 
bends which run up as high as $1.02 a pound. The market is 
also very firm in Texas bends. Hemlock dry hide sole leather 
sides and bends are also strong and union backs are bringing 
up to 82 cents with 80 cents reported paid. Choice tannages 
of union sole are offered at 78 to 80 cents for cows, 74 to 76 
cents for steers. 


ober Market 
kly Review of Leather 
Supplies and Prices 
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Oak sole has been generally steady with Texas oak bends 
sold at 98 cents down to 89 cents. Philadelphia tannages of 
light scoured bends are quoted at 98 cents for prime, with one 
tannage of No. 2’s selling at 96 cents. The last quotations 
for dry hide plump weight hemlock good and good damaged 
were 49 to 50 cents, with poor damaged at 44 to 46 cents, and 
rejects at 35-40 cents. 

Offal leather market is very strong and large satis have 
been going forward to export consignments. There has been 
a general tendency to firmer prices all throughout the sole 
leather market and now that the European embargoes are 
lifted further advances are considered as probable. 


Upper Leather 


There is prevalent a demand for practically all kinds of 
upper leather. Shoe manufacturers are unable to obtain the 
grades of the better leather which they desire, and there is no 
apparent way out of the difficulty but to use larger quantities 
of side leather. 

The calf leather situation is the feature of the trade with 
an active demand for all finishes. Colors are wanted by the 
producers of fine shoes and prices range from 65 to 85 cents a 
foot and even 90 cents a foot has been paid for the quality 
shown. 

Black calfskins are not so popular. The demand 
for them is active, ,however, and the market, is well 
cleaned up. Prices of blacks range from 55 to 75 cents a 
foot. 

Side leather has come into its own more prominently than 
ever before. This is due to the scarcity of calf and goat- 
skins and also to the excellent finishes which are being pro- 
duced on side leather. The leather is, tough and the hand- 
some finish does not peel and is generally an excellent leather 
for the better grade of shoes. The price also brings it within 
the range of the average pocketbook. Comment is freely 
heard to the effect that side leather must bring a higher price 
if present conditions continue. It has been hoped that a 
conservatism would affect the present movement of markets 
but with hides and skins in the raw at their present high 
values, which are declared to be not speculative, and also 
taking in conjunction with this the great advance in labor and 
other productive expenses, what other course has the shoe 
manufacturer or retailer than to meet the prices demanded 
of them if they are to stay in the shoe business? 

For glazed kid, patent leather, sheep leathers and all other 
upper leathers of good finish and durable qualities there is a 
healthy demand and at this writing there seems little to 
warrant any prediction for easier conditions. The greatest 
relief seems to be for shoes of medium grade, and for the 
masses, in the greater use of leather which generally went into 
a much cheaper shoe but which leather is now rendered more 
pr..cticahle by greater care in tannage and finish. 
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STYLE 413 — Silk cord embroidery on 
cuff. Silk pom-pom ornament. Soft pat- 
eS sole and spring heel. All shades. 


























| “Sun-Bleached’ Wool }’ 
~ elt, Used Exclusively 
In CosyToes Feltwear, Excels 


All wool, after it is scoured, must be bleached and dried before entering 
the carding machine to be manufactured into felt. In our factory we bleach 
and dry the wool fibres by the hot, direé& rays of the California sun— 
Nature’s way. This accounts for the remarkable resiliency and life in Stand- 
ard Felt and the lasting brilliancy of the colors. Months of bright sunshine 
are ‘‘woven”’ into every pair of Cosy Toes Feltwear. Ours is the only factory 
in the country where the “sun-bleach” method can be utilized successfully, 
owing to its ideal location. 


You are assured of the finest grades of material and better workmanship. 
An inspection of our line will make you a CosyToes enthusiast. 


The novelty styles we are showing this season far excel any previous offer- 
ing. They will excite the admiration of every visitor to your store. 
Our representative in your particular locality will call and submit nae en 
upon request. 





Ask for Ready-to-Ship Catalog 


Standard Felt Company \ 


FaGtory and General Offices West ALHAMBRA, CALIFORNIA 
New York, 117 East Twenty-third St. Chicago, 404 South Fifth Ave. San Francisco, 417 Market St. 
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Important Figures on Leather Supplies 


Leather Stocks om Hand and in Transit in the United States for the 
Quarter Ending March 31, 1919 


Washington, D. C., May 26, 1919 


HE results of the census of 
T leather stocks on hand and in 

transit in the United States for 
the quarter ending March 31, 1919, 
have been made public by Director 
Sam L. Rogers, of the Bureau of the 
Census, Department of Commerce. 
The work was done under the super- 
vision of Eugene F. Hartley, Chief 
Statistician for Manufactures. The 
expert services of Mr. Arthur B. But- 
man have been valuable in the prepara- 
tion of this report. 


The leather stocks reported to the 
Bureau of the Census do not include 
stocks held by tanners who make 
monthly reports to the Tanners’ Coun- 
cil. Data in regard to these stocks 
have, however, been obtained from the 
council and are presented in the follow- 
ing summary, which gives the total 
finished leather on hand and in transit 
as reported to the Bureau of the Census 
and to the Tanners’ Council combined 
for the third and fourth quarters of 
1918 and the first quarter of 1919. 


The report for the quarter ended 
March 31, 1919, shows thirteen de- 
creases and eleven increases in the items 
covered, as compared with that for 
December 31, 1918. Some of the more 
important increases are: Sole offal 
leather, 14,668,331 pounds, or 15.2 per 
cent; sole leather, 1,270,246 backs, 
bends, and sides, or 24.6 per cent; calf 
and kip skins, 519,964, or 10.3 per cent; 
sheep and lamb skins, 335,486, or 3.6 
per cent; side uppers, 1,093.107, or 20 
per cent; splits, 1,195,286, or 17.5 per 
cent. The greatest rate of increase, 
63.2 per cent, is shown for belting butts; 
and the greatest per cent of decrease, 
39.2 per cent, is that for colt, ass, and 
mule skins. Other important de- 
creases appear for goat and kid skins 
and harness, bag, and strap leather. 


The quarterly statement of imports 
and exports of leather was compiled 
from data collected monthly by the 
Bureau of Foreign and Domestic Com- 
merce. This table shows pronounced 


increases in the exports of the various 
classes of leather, except glove leather, 
and in leather imports, with the ex- 
ception of harness and saddlery leather, 
during the first three months of 1919 as 
compared with the last three months of 
1918. 








TOTALS OF LEATHER IN 


UNITED STATES 


Total Finished Leather on Hand and in Transit as Reported to the 


Bureau of the Census and to the Tanners’ 


Quarters Ended Sept. 30 and 


Quarter 

Kind of leather ended 
March 31, 

1919 
Goat and kid, skins.... 15,580,838 
Cabretta, skins........ 2,512,138 

Kangaroo and wallaby, 

CE ee 535,031 
Calf and kip, skins..... 5,544,593 
Deer and elk, skins..... 421,066 


Colt, ass, and mule, skins 112,179 
Horse, fronts.......... 525,320 
Horse, butte............ 597,198 
Sheep and lamb, skins.. 9,550,816 
Shearlings, skins....... 208,543 
Skivers and fleshers, skins 888,590 
See GOUeNS........... 6,553,175 
eee 8,025,256 
Sole leather, backs, 

bends and sides...... 6,436,262 
Sole offal, pounds...... 110,989,324 


Council for the 
Dec. 31, 1918, and March 31, 1919 


Quarter Quarter Per cent of in- 
ended ended crease! 
Dec. 31,1918 Sept. 31, Dec. 31,Sept.30, 
1918 Mar. 31 Dec. 31 
16,548,138 19,805,248 —5.8 —16.4 
2,469,248 3,073,909 1.7 —19.7 
504,516 524,945 6.0 —3.9 
5,024,629 5,842,630 10.3 —14.0 
440,412 621,118 —4.4 —29,1 
184,554 144,178 —39.2 = 28.0 
-601,852 647,971 —12.7 —7.1 
472,058 417,912 26.5 13.0 
9,215,330 9,188,110 3.6 0.3 
273,671 255,496 —23.8 TA 
1,007,339 883,808 —11.8 14.0 
5,460,068 6,031,909 20.0 —9.5 
6,829,970 7,165,574 17.55 —4.7 
5,166,016 5,391,675 246 —4.2 
96,320,993 101,891,988 15.2 —5.5 


14 minus sign (—) denotes decrease. 


LEATHER IMPORTED AND EXPORTED 


Quarterly Statement of Imports 


and Exports for July 1 to Sept. 30 and 


Oct. 1 to Dec. 31, 1918, and Jan. 1 to March 31, 1919 


Imported 


pa ee Pa re rer 


Goat and kid, square feet...... 
Ms issis a cerea gnats gscceeee 
Grain and split, square feet... . 


oe Sere re 
Patent leather, value.:............ 
All other leather, value............ 


Jan. to Mar. Oct. to Dec. July to Sept. 


452,002 112,969 902,507 
$224,454 $51,168 $383,580 
152,319 61,253 377,999 
$303,884 $124,410 $270,930 
66,285 47,592 195,233 
$167,031 $97,760 $100,954 
1,336 147 20 
$4,701 $192 $24 
70,503 11,904 5,832 
$117,719 $25,367 $9,798 
14,195 1,610 176,914 
$14,433 $1,091 $160,154 
26,722 7,536 35,251 
$59,214 $15,225 $47,123 
$1,161,509 $2,625,006 $4,117,913 
13,341,058 6,413,473 10,701,322 
$8,647,668 $3,383,296 $5,766,409 
7,565,676 4,688,243 2,438,524 
$4,355,900 $2,656,588 $1,339,861 
14,841,592 8,546,170 4,540,922 
$6,969,389 $3,513,985 $1,803,064 - 
3,545,366 2,705,419 1,464,758 
$1,080,761 $801,724 $356,294 
$4,750,931 $2,023,647 $2,292,381 
$2,416,645 $1,150,603 $1,140,309 
$3,637,283 $1,959,629 $2,301,579 

















BOOT AND SHOE RECORDER 


A Shoe Factory Welfare Plan 
A Contented Worker Is the Best Asset to a Business 


Providing a hot and nourishing meal for 500 healthy, 
active men and women every noon is no mean problem. Add 
to that, the problem of serving that meal at 20 cents a person, 
and the problem has been tripled or quadrupled. 

That, however, is the daily problem in a restaurant main- 
tained by the Nunn, Bush & Weldon Shoe Co., Milwaukee, 
Wis., and it is daily solved to the delight of the employes. 

In a big, light room on the seventh floor of the Nunn, Bush 
& Weldon Shoe Co. plant is the employes’ restaurant— 
maintained by the company. 

Tables seating six persons are provided. Clean linen, 
fresh every noon, is on the tables and an orchestra furnishes 


music while the meal is in progress and after the meal for - 


dancing. 

The meal served is distinctively not a lunch. It is a 
thoroughly satisfying and tasty dinner. A typical menu, 
the one served on Friday of this week, was as follows: 

Vegetable Soup, Halibut Steak, Scrambled Eggs, Scalloped 
Potatoes, Halved Peaches, Bread and Butter, Coffee, Milk. 

The menu is entirely different each day. 

The meal is served at 20 cents per person and the menu 
for each day posted on the bulletin boards, so employes 
know in advance just what the meal is to consist of. Em- 
ployes are not compelled to take their meals in the restaurant 
every day. They come, or go elsewhere, just as their tastes 
dictate each day. 

This is just one of the employes’ welfare methods in force 
at the Nunn, Bush & Weldon plant. 

““We believe that contented employes can and do accom- 
plish more and better work,”’ said an official of the plant. 
“The loss sustained in operating this restaurant is really a 
profit in quality of work and results in a low labor turnover. 
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Every effort is made to make employes feel that the Nunn, 
Bush & Weldon plant is their work home—that here every 
effort is being made to make it a pleasant, as well as a profit- 
able, place of employment." 


John W. Martin of Belfast, Ireland 


A Visitor to the Export Recorder 


The “Recorder”’ office had the pleasure of a visit during 
the week from John W. Martin, of J. W. & D. Martin, Belfast, 
Ireland, who has just arrived in the United States for the 
purpose of making certain purchases. Mr. Martin will go 
from Boston to New York, Atlanta, Chicago, and Vancouver, 
B. C. Mr. Martin stated that the American shoe is highly 
regarded in Ireland, especially for light, Summer use. He 
stated that for Winter use a heavier shoe was required than 
the American product, adding that the shoe must be so 
strongly built as to be re-soled three times. 

The trip across was not pleasant, since it consumed eleven 
days. The vessel landed at Halifax, and Mr. Martin was so 
bored with the sea that he traveled the rest of the distance 


by train. 


A New Bucklé Holder 


Practical Device for Pumps 


One of the most practical devices for attaching ornaments 
to pumps is the new Victory Detachable Buckle Holder man- 
ufactured by the Fleming Keevers Company of Northamp- 
ton, Mass. This new idea permits the woman customer to 
change the ornaments on her pumps without in any way 
marring the shoe. It is being handled by several of the large 
wholesale houses throughout the country. 





An English Class of Workers at the Pfister & Vogel Leather Company, Milwaukee 
—Thirteen Different Nationalities Represented 


Americanization Work 
at Milwaukee 


The Pfister & Vogel Leather Co., 
Milwaukee, has instituted among its 
tannery workers an educational system 
with applications for enrollment, which 
according to P. E. Pope, head of the 
Labor Department, will reach the 1,000 
mark. 

Enrollment is voluntary with the 
workers. They attend instruction every 
morning, spending one hour a day in 
the class room on full pay. The school 
work is conducted from 8 A.M. to noon. 

The successful carrying out of the 
experiment works a double benefit. 
The employes gain an understanding of 
English and the employers benefit by 
the greater efficiency that will be at- 
tained by a more intelligent corps of 
workers. At the present time there are 
thirteen languages spoken in the Pfister 
& Vogel plant. 

Dr. Winthrop Talbot is in charge of 
the work, the teaching corps consisting 
of six persons. This is surely an 
important feature in the work of 
Americanization. 
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Silk Topped Boots 


Stylé today is progressing towards a use of fabric and 
leather in the same boot. Here we have a silk or 
satin top over patent vamp—a winner for Fall 
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Greatest Low Shoe Year in Footwear 
History 


The Oxford Comes First---Then the Pump and Buckles Are in General 
Demand 


ington at the present time. The high shoes appear to 
have entirely disappeared from the streets. This in 
spite of the fact that the weather is cool, the air sometimes 
frost laden and biting. The people seem to have plenty of 
money for pedal comforts. Many persons, who at the open- 
ing of the season in former years were glad to be able to buy 
one pair of shoes, now purchase two and even three pairs. 
Of course the oxfords are a good deal higher in price than 
in previous years, but that appears to have very little in- 
fluence on the buying public. Brown and tan are the favor- 
ites. It is a rare thing to see a foot adorned by a black shoe, 
though a large number of pure white shoes are to be seen on 
the streets. 


() seion: shoes seem to be in great demand in Wash- 


Shoes Bought by Calendar, not by the Weather 


Merchants who had prepared for a large trade in oxfords 
were early in the month somewhat fearful that the cool 
weather would retard sales. Instead of retiring their high 
shoes to the gear of their stores they pushed them to the front 
shelves. It soon was shown, however, that the residents of 
Washington in their selection of shoes would be governed by 
the calendar rather than by the state of the weather. 

“I believe if snow were to fall in May, the people of Wash- 
ington, especially the women, would select low shoes just the 
same,” said the manager of the shoe department of the Palais 
Royal. ‘They have acquired the habit of retiring their 
high shoes at the latter end of April, when they don their 
Summer footwear. They are not fearful of catching cold. 
They laugh when this peril is suggested to them.” 


A Shortage in Supplies — Late Deliveries 


There is considerable fear that Summer supplies of foot- 
wear, especially of the kind purchased by Washington citi- 
zens, will run short before the season is much older. Strikes, 
shortage of labor, augmented demands and other causes 
contribute to the rather unsatisfactory condition of the 
market. Many merchants who ordered their Summer sup- 
plies six or eight months ago have not yet received them. 

Other merchants who found that they had not accurateiy 
anticipated the market are finding that it is simply impossible 
to obtain supplemental supplies. Scores of thousands of 
shoe makers are still with the American expeditionary forces 
in France and many factories are still devoting their entire 
energies to the production of shoes for the Army and Navy, 
so that the outlook is by no means encouraging. 

“Deliveries are far behind,” said the manager of the shoe 
department at the Palais Royal. “But the same complaint 
is made in every part of the country. This is the best season 
. in the history of the nation for the shoe merchant. But if 
the demands can’t be met I don’t exactly see how we are 
going to cash in on it.” 


Big Demand for Pumps of Patent with Silver 
Buckles 


There has been a big demand for dancing pumps recently. 
Some merchants have sold their entire supplies of this kind 


of footwear and others have announced that their supplies. 
have reached the zero point. The patent leather pump with 
silver buckles has proved the most popular. The demand 
for this species of pedal gear has been enormous. 

But the vici kid has found a large class of admirers and has. 
been in pretty generous demand. Practically every woman 
in Washington dances. The negroes even insist that before 
they trip on the light fantastic toe. they be supplied with foot- 
wear of which a white woman would not be ashamed. 

Indeed, some merchants say that the colored woman is. 
even more fastidious than the white woman in her selection 
of shoes. The colored woman is especially discriminating in 
her choice of walking shoes. 


2,000 Pairs of Slippers Sold for S. A. Ball 


It is estimated that at least two thousand pairs of choice- 
slippers were bought by Washington women who attended 
the Salvation Army ball which took place here during the- 
“Sallies’”’ drive. This function is unique in the history of 
social functions at the Capital of the Nation. It was en- 
gineered by women of the highest social rank and figures 
among the peculiar paradoxes of history. 

Though The Salvation Army is a humble, useful organiza- 
tion, ministering to the needs of lowly mankind, this event 
was marked by all the pomp and ostentation which charac- 
terize a function designed to catch popular fancy. Of course 
it need hardly be said that The Salvation Army neither con- 
ceived nor conducted the pageant. It was promoted and 
conducted by society women who chose this means of pro- 
viding financial aid for the organization. 

Robert Berberich, the: leading shoe merchant in the city, 
said he was literally swamped by persons who wanted shoes. 
that would be appropriate for such an entertainment. — 

“For several days there had been an unprecedented demand 
for evening dress shoes,” said Mr. Berberich. ‘I was fearful 
that we would not be able to meet the demand, but we: 
managed to pu!'l through. I was puzzled for a time about 
this demand when a customer called my attention to The 
Salvation Army ball. Of course this explained it. Every- 
body wanted to attend the ball, but a whole lot of people 
hadn’t the necessary foot equipment.” 





New Shoe Stores 


Quality Shoe Shop, 518 Congress Street, Portland, Me.,. 
shoes. 

Charles O. King and Walter J. Obrien, Crabbe Block, 
Norfolk, N. Y., shoes. 

National Self Serve Shoe Company, Cleveland, Ohio, shoes. 

People’s Bargain Store, 318 and 320 Spruce Street, Scran- 
ton, Pa., shoe dept. 

Colodny Bros., White River Junction, Vermont, cloth: 
shoes, etc. 

Slater Shoe Store, 21 Tremont Street, Boston, Mass., shoes. 

Endicott Johnson Company, 601 Main Street, Syracuse,. 
N. Y. (reported will open here.) 
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Meeting Extraordinary Demands of a 


Great Emergency 


ini Report of the President of the United Shoe Machinery Corporation 
Touching Upon War Service and Legal Decisions 


INCE the meeting a year ago the great industry which 
S this corporation serves has like other industries been 

called on to adjust itself once more to the demands of 
peace, after having been engaged for months in the activities 
imposed upon it by the war. The corporation has responded 
to these changed conditions as readily as it responded to the 
changes which the war made necessary. Throughout the 
war its officers believed that they could give best service to 
the Government by holding it in constant readiness to aid 
in every possible way American shoe manufacturers who 
sprang so splendidly and promptly to their country’s call for 
the immediate equipment of an Army and navy of extra- 
ordinary size. Its officers did not seek direct Army contracts 
which might have netted it large profits, although they held 
all its facilities at the disposal of the Government for any use 
which the military establishment might see fit to make of 
them. Not only were the factory at Beverly and some of 
the subsidiary plants utilized at times for purpose of experi- 
ment by the Ordnance Department, but in spite of handicaps 
due to the difficulty in securing labor, material and trans- 
portation, the corporation maintained the service essential 
to shoé manufacturers and others of its customers, many of 
whom were engaged on government business in whole or in 
part. 
During the war the corporation’s machines were used 
not only in the manufacture of shoes but also to a large 
extent in the manufacture of military uniforms, harnesses 
and other military equipment. The greater part of the 
output of certain of the subsidiary companies during this 
period also consisted of articles of military necessity, such 
as grommets, tacks, eyelets, nails, dies and other imple- 
ments and accessories used in the manufacture of. equip- 
ment and supplies for the Army and Navy. 

Early in the war the corporation’s officers foresaw the 
call for a heavier Army shoe for service in the trenches which 
came to be known later as the Pershing shoe. They set at 
work without delay to refit and produce in large quantities 
machines, the demand for which had for some time been 
limited but which came at once into general use by manu- 
facturers who had contracts for making the Pershing shoe. 
In many other ways plans were made thus in advance to 
serve our customers and through them the Government. 
Besides making Army shoes there also devolved upon the 
shoe manufacturer the duty of supplying the great secondary 
army of civilians engaged in activities having a direct or 
indirect relation to the successful prosecution of the war. 
It is not. too much to say that in meeting the daily require- 
ments of the trade the United Shoe Machinery Corporation 
through the manufacturers of shoes served the military 
establishment as effectively as if it had been employed directly 
and exclusively on Army and Navy work. It was no less 
essential to military success that the men and women em- 
ployed in munition factories, on farms, in shipyards, in coal 
and iron mines, on railroads, on docks, on cargo ships and 
transports, on Red Cross work and in the war work of 
similar organizations and in innumerable other activities 
should be adequately shod than that our Armies in the field 
should be equipped. It is a source of satisfaction to the 


corporation’s officers that, owing to an organization and 
service developed during many years of experience and a 
system of doing business which has stood the test of time, 
they were able to meet the extraordinary demands created 
by a great emergency without adding to the burdens imposed 
upon our customers by new and strange conditions. Methods 
which had worked successfully through years of peace did 
not have to be modified in order to meet war necessities. 

In the annual report for 1918 mention was made of special 
service rendered the Government by officers of the cor- 
poration. Such services as these continued through the 
war and were enlarged. Your officers have been called into 
frequent consultation in matters relating to military prepar- 
ation and to readjustment since the armistice. When the 
armistice came the corporation through its Beverly factory, 
its administrative and branch offices, and its subsidiaries 
was represented in all branches of the military and naval 
service by over fourteen hundred employees out of a total 
working force of approximately ten thousand. In the Cana- 
dian, English, French and Italian armies, the foreign com- 
panies with which the corporation is affiliated were repre- 
sented by approximately fifteen hundred men. Every one 
of our men who since the armistice has been discharged from 
the military service has been employed again by the cor- 
poration, if he desired, and those to be discharged later will 
have a like opportunity. 

Throughout the organization in all parts of the country 
the men and women in the employ of the corporation were 
active in promoting every kind of patriotic work for the 
advancement of the war. In one office alone a Red Cross 
Auxiliary Unit of one hundred members was organized among 


the women employees and did effective work. Not only 


did the corporation subscribe for its full share of successive 
government loans, but approximately two million dollars 
in“ Liberty and Victory Loans was subscribed by its 
employes. 

The business outlook for the period of peace which now 
seems near at hand is good. Signs multiply that the shoe 
industry is entering on prosperous times. There is evident 
an increase in the demand of the consuming public for shoes 
of higher grades. @ur organization in all departments has 
never been in better shape to satisfy the requirements of 
our customers and there is manifest a healthy spirit of 
co-operation among all branches of the trade. 

The volume of domestic business for the year, including 
shipments to affiliated companies abroad, was fifteen per 
cent greater than the year preceding, with a substantial 
increase in earnings. From these earnings your Finance 
Committee has reserved each quarter $250,000 for Income, 
Excess Profits, and War Taxes. © 

All business abroad is so unsettled that it is not practicable 
to embody in this report a comprehensive statement of 
conditions affecting our affiliated companies in the European 
countries which have been at war. Our vice-president 
having supervision over our foreign activities is now in 
Europe engaged in a careful investigation of the situation 
and the reports he sends from time to time as to the outlook 


there are encouraging. 
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In-Stock Men 


P. J. Harney Shoe Co.’s In-Stock Department with 
Walter W. Nichols in Charge 


Walter W. Nichols has assumed the management of the 
P. J. Harney Shoe Company’s Boston Office at 78 Lincoln 
Street. Mr. Nichols is devoting his entire time to the wel- 
fare of the local-in-stock distribution station, where goods on 
the floor await the orders of the retail shoe merchants of the 
country. 

Michael J. Harney and George L. Fahey will continue at 


the Boston office as assistants to Mr. Nichols. These two 
young men took charge of the Harney In-Stock Department 
in January, last, and so rapidly has this business grown, that 
it was necessary to increase the personnel of the manage- 
ment. 

Mr. Nichols is well known to the trade of New England. 
Previous to his new affiliation, he was connected with the 
Daniel Green Felt Shoe Company for about four years— 
first as production man at the Worcester factory and then as 
New England representative of the Worcester Slipper line. 

M. J. Harney left Boston this week with the Harney in- 
stock line to cover New England territory. 





The suit of the Government under the Sherman Act, 


brought in 1911, seeking the dissolution of the company 
and complaining of its leases and business methods has, 
since the publication of the last annual report, been decided 
on all points in favor of the company. On May 20, 1918, 
the Supreme Court of the United States handed down its 
decision affirming the favorable decree of the District Court. 
The representatives of the Government filed a petition in the 
Supreme Court asking for a re-hearing, but on October 25, 
1918, the Supreme Court denied such petition. 

Thus, with the favorable decision of the highest court of 
the land, ends one great phase of the litigation against us 
inaugurated by the Government in 1911. 

The following quotations from the opinion of the Court, 
which was delivered by Mr. Justice McKenna, show the 
view of the Supreme Court upon some of the important 
questions considered in the case, viz: 

“The company, indeed, has magnitude, bul it is 
at once the result and cause of efficiency, and the 
charge that it has been oppressively used is not sus- 
tained. Patrons are given the benefits of the improve- 
ments made by the company and new machines are sub- 
stituted for the old ones without disproportionate 
charge. There has been saving as well.in the cost of 
manufacture of shoes. These are some of the results 
of the organization of the United Company. Others are 


testified to and the means of their accomplishment; but 
time will not permit their statement, and we pass to the 
leases. 

“‘It approaches declamation to say that the lessees 
were coerced to their making. And, as we have said, 
there was benefit to the lessee. It is easy to say that 
the leases are against the policy of the law. But when 
one tries to be definite one comes back to the rights and 
obligations of the parties. There is no question in the 
case of the use of circumstances to compel or restrain; 
the leases are simply bargains, not different from 
others, moved upon calculated considerations, and, 
whether provident or improvident, are entitled never- 
theless to the sanctions of the law. We have said this, 
indeed, with iteration, but sometimes propositions which 
have become postulates have to be justified to meet ob- 
jecltions, which, if they do not deny their existence, 
tend to bring them into question. 

“Besides, it is impossible to believe, and the court 
below refused to find, that the great business of the 
United Shoe Machinery Company has been built up 
by the coercion of its customers and that its machinery 
has been installed in most of the large factories of the 
country by the exercise of power, even that of patents. 
The installations could have had no other incentive than 
the excellence of the machines and the advantage. of 
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Officers of the Wisconsin Shoe Retailers’ Association 
Elected at the State Convention, May 8 and 9, at Milwaukee 


WILLIAM C. SCHLAEFER 
President 
Wausau 


RAYMOND J. RIPPLE 
Secy-Treasurer 
Milwaukee 


M. FITZSIMMONS 
Past President and Director 
Fond du Lac 





their use, the conditions imposed having adequate 
compensation and not offensive to the letter or the 
policy of the law.” 

The second suit under the Sherman Act which was brought 
against the company in the District Court of the United 
States for the District of New Jersey has also been dismissed. 

The suit brought by the Government in October, 1915, 
against the company in the District Court of the United 
States for the Eastern District of Missouri under the Clay- 
ton Act is still proceeding, notwithstanding the decision in 
the Sherman Act suit. Many hearings have been held 
before the Special Examiner appointed by the court to take 
testimony, and the taking of such testimony is now believed 
to be practically completed. The suit is set down for argu- 
ment at Little Rock, Arkansas, before Judge Trieber in 
the early Fall. 

On March 1, 1919, there were 11,106 stockholders of record 
in the corporation, a larger number than ever before, an 
increase of 758 during the year. Of these 6,202 were holders 
of common stock only, 3,189 were holders of preferred stock 
only, and 1,715 were holders of both preferred and common 
stock. 

Elmer P. Howe, general counsel of the corporation, a 
director and member of its Executive Committee from the 
beginning, legal and business adviser of its executives for 
twenty years, has died since your meeting a year ago. He 
was one of the men who organized the United Shoe Machinery 
Company in 1899, having previously been an officer of the 
Goodyear Shoe Machinery Company, one of the constituent 
companies out of which the United Shoe Machinery Com- 
pany was formed. His death following so quickly upon the 
death of Sidney W. Winslow and William Barbour has been 
a heavy blow to those who were associated with him for many 
years and upon whom the responsibilities of conducting the 
business of the corporation have recently fallen. He was a 
lawyer of ripe experience and great ability, a recognized 


leader in his profession, a wise, honorable and far-seeing 
counselor. He rendered service to your corporation the 
value of which cannot be adequately told. 
E. P. BROWN, President. 
Paterson, New Jersey, 
May 24, 1919. 





Industrial Map of New England 


Of Interest to Merchants and Manufacturers 


The First National Bank of Boston, through its Commercial’ 
Service Department, has published a very interesting indus- 
trial map of New England, showing by symbols and cuts the 
leading industries located geographically in the respective 
cities and towns. 

A key to the symbols is also included in the map which 
enables one to locate at a glance the various industries. 
There is also included a carefully worked out table of the 
industrial towns arranged by states,’and the leading indus- 
tries in each city and town are shown. This will be of great 
interest and value to merchants and manufaeturers through- 
out the United States. 

To further the development of foreign trade and to enable 
the foreign buyer to become familiar with the products 
which New England manufactures, this map will be pub- 
lished in other languages for distribution in the foreign 
markets of the world. ’ 


To Organize Wholesale House 


Boston — Harry Cohen of Cohen Bros., Lancaster, Pa., has 
been in the Boston market preparatory to the organization of 
the Lancaster Wholesale Shoe House. This wholesale house, 
in the center of a very prosperous Pennsylvania section, will 
handle everything from cacks to brogans but specializing on 
women’s fine footwear. 
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The 
/CAMBRIDGE 
» OUTING SHO 


OUR CLUB LINE — 
surpassin 
achievemen 
in shoemakina 





thE’ New England Skill and Craftmanship E505" 


~ “OPFL2100 Our Own“Tredflex” Fibre Soles and Heels "008 2300 
5 Selected Sea Island Duck Uppers 


An Unbeatable Combination For Style and Quality 
ORE. desirable outing shoes are be- 


4 yond ite imagination. There’s no 
alternative for man or woman but to buy, 
if good taste, personal comfort and the 
saving instinct is gratihed. 
In the ‘““Cambndge™ Outing Shoe, New 
England skill and craftmanship has gone 
over the ie} 8) and delivered results of great- 

KERNW@) v est benefit to the trade and public. 

C 

" ‘2 ; The ‘Cambridge Process” is entire!) 
neze in the line of low price footwear. 
eS Neve making, not shoe baking. 
Ready as we are to make deliveries, we 
solicit sample orders trom every progressive 
shoe merchant. 


““We’ll Back Your Buy”’ 


CAMBRIDGE RUBBER CO. 


Exclusive Manufacturers of ‘‘Cambridge’’ Outing Shoes 


O74, 15). 4) DB] @) Se MASS. 
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The Real Diplomat Is the Shoe Merchant 

















TAKE THESE UP TO 


PURANOY SIMPKINS = SHES 
S/MPHINS'S ON SLATE AVE. 


Att. SET OW STYLE- ITS GO 

TO BE SOMETHIN ' NEAT AN 
SNAPPY — SHE'S =~ 
OT A FOOT LIKE 

A BURGLAR. 

THOUGH — GUESS 

ILL SEND UP A 

PAIR OF THOSE. 


JUSSUS SIMPKINS VUST 
CALLED UP ~ SHE WANTS A 
NEw PAIR 0 SHOES = GOIN’ TO 
CORN CAKE YUN CTI 

ON THETEN 











SIZE SI¥ -SUNSE ° 
BRANO- SPECIALS So 























WHAT'S THE, *-— 
MATTER ?- DONT, 
THEY Fit? 


a 











YES, THEY FIT Five 
SHE SAYS — BUT TWESE 
HERE 4S SIZE SIx's 

















Baseball League in Operation 


Milwaukee Shoe Manufacturers Promoters 


Milwaukee Shoe Manufacturers’ Base Ball League is in 
active operation. The constitution and by-laws as sub- 
mitted by the committee have been adopted. 

The officers of this League are: President, J. O. Humbert, 
Nunn, Bush & Weldon Shoe Co.; vice-president, G. E. 
Musebeck, Edmonds Shoe Co.; secretary-treasurer, C. A. 
Dickens, Edmonds Shoe Co.; publicity manager, W. S. 
Caswell, Alb. H. Weinbrenner Shoe Co. 

The Board of Directors is composed of the following: 
Gus. Kannenberg, F. Mayer Boot & Shoe Co.; Charles 
Manes, Milwaukee Shoe Mfg. Co.; E. J. Cassidy, Harsh & 
Chapline Shoe Co.; C. S. Teeter, Edmonds Shoe Co.; Louis 
Karl, Nunn, Bush & Weldon Shoe Co.; Jake Feinberg, 
Weyenberg Shoe Mfg. Co.; .W. S. Caswell, A. H. Weinbren- 
ner Co. 

The Board of Governors is made up as follows: W. M. 
Lee, F. Mayer Boot & Shoe Co.; Max Schweiger, Milwaukee 
Shoe Mfg. Co.; H. H. Kersky, Harsh & Chapline Shoe Co.; 
Paul Coligny, Edmonds Shoe Co.; Michael Klassa, Nunn, 
Bush & Weldon Shoe Co.; W. F. Rudolph, Weyenberg Shoe 
Mfg. Co.; H. F. Kuehl, A..H. Weinbrenner Co. 

The Shoe League will be composed of seven. uniformed 
amateur teams. -All. games are scheduled to start at 2.30 
P.M. and National League Rules will govern play. Fourteen 


games will be played and each team will play with each other 
team twice during the season or in accordance with the 
games which will be provided in the league schedule. 





Instances of Prices 


A shoe manufacturer of Lynn has kid leather, which he 
bought at 46 cents a foot. It is now quoted at 60 cents. 
He has soles which he bought at 36 cents a pair. They are 
quoted now at 50. The rise in the upper leather is 14 cents 
a foot. It amounts to 42 cents for a boot taking three feet 
of leather. The rise in the soles is 14 cents a pair. The 
total increase on the leather per pair is 56 cents. 


James P. Orr Acquires “Burnet 
House’’ 


James P. Orr, president of the Potter Shoe Company, 
having recently become a large stockholder in the Havelin 
Hotel interests, through the purchase of the property by 
a syndicate of prominent Cincinnati financiers, of which 
Mr. Orr is a member, this week became further involved in 
the ownership and development of valuable down-town city 
property in the purchase by the syndicate of .the his- 
torical ‘“‘Burnet House” at Third and Vine Streets. The 
transaction is estimated at $220,000. The Burnet House 
has been open to its patrons since 1850. 
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Stock Keds 
FULLY 


Be sure you 


have ENOUGH 





Sell Themselves 


IGH prices don’t hit Keds. They’re 
not only immune from the cus- 
tomer’s argument of “too expensive,” 

but they are the comfortable, stylish, every- 
where and at-all-times serviceable Summer- 
time shoe—with all the trimness, smartness 
and social equality of other kinds of high 
grade footwear. 


Bit this space is not taken to tell you of 
Keds’ selling points. Keds Sales—greater 
and greater every year—are sufficient on 
that point. But to say, in time, that the 
least doubt in your mind as to whether you 
are fully covered in all your Ked styles may 
mean lost sales later on. 

Do not take the chance of “going short” on 
a line so tremendously popular and active as 


Keds. 


Large and Well Assorted Stocks Carried by the Prin- 
cipal Wholesalers and Rubber Stores Everywhere 


United States Rubber Company 


New York 
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BOOTS AND SHOES 
Boot Demand Stronger than Usual 


While the retail trade is having 
comparatively little call for rubber 
footwear, there is still something doing. 
The unusully rainy weather in the 
entire northern belt, up to and including 
last week, has resulted in a marked call 
for light rubbers and footholds in 
women’s and misses’ sizes, and besides 
this there is noted, especially in the 
country districts, a good call for rubber 
boots, while there is the usual Spring 
call for sporting—that is to say, fisher- 
men’s rubber boots, and this, with the 
call for garage and stable wear, and in 
the industries, makes up, in part, for the 
loss of trade the past year or two, 
because of the Government’s demands 
for boots for soldiers. The factories are 


busy, and some, if not all, have orders . 


enough to carry them through till the 
Summer shut-downs, and in some lines, 
especially heavy overs and boots, there 
are orders enough to keep forces busy 
well into the Fall. 


TENNIS LINES 


Pleasure, Street and Work Shoes 
Selling 

There is nothing new about the condi- 
tion of the market for tennis lines. The 
present is much the same as for the last 
several months. The factories are still 
busy, and orders are coming in with 
fair activity, considering the fact that 
few, comparatively, of the tennis lines 
ordered since last Fall and Winter have 
yet got upon the consumer’s feet. Shoe 
merchants generally are certainly confi- 
dent of a big season for this line of foot- 
wear, if their demands at this time are 
a criterion. The work shoe trade is 
assuming proportions, owing to the high 
price of leather footwear and _ the 
extensive national advertising of these 
lines by the manufacturers. 


CRUDE RUBBER 
Prices Recede, Then Recover 
‘The crude rubber market has been 


quiet for a week or two, owing to the 
seeming indifference of buyers, who 


Weekly 


The Rubb er Realm | 
Market Review of Rubber 
Footwear, Supplies and Prices 
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. have been watching the gradual lower- 
ing of prices for spot, and the steady 
receipts of plantations. There is no 
doubt that dealers have plenty of stock 
on hand, and are anxious to get rid of 
some of this stock to make room for 
near-future arrivals. However, during 
the week more buying has been noted 
and as a consequence prices have firmed 
up 2 little, with first latex, spot, quoted 
at 4614c; ribbed smoked sheets 45)4c, 
while July-August quotations are Mc 
above these, and September-December 
another %c advance. Singapore and 
London markets steady. Paras firm, 
with some slight advances. 

We quote spot prices: 
Upriver fine para 
Islands fine 
Upriver coarse 
Islands coarse.............. 
Caucho ball upper 
Caucho ball lower 


First latex pale crepe 

Smoked sheets 

Brown crepe 

Centrals and Mexicans 
Guayule (20 per cent moisture) 
Guayule washed and dried 
African Massai 


SCRAP RUBBER 


Continued Dullness and Low 
Quotations 

The scrap rubber market shows no 
signs of improvement, and dealers who 
are watching the crude rubber market 
see no reason to expect much demand 
for scrap boots and shoes until crude 
quotations are considerably higher. 
Reclaimers who have contracts are 
taking some stock right along, but as 
most dealers are heavily stocked, and 
competition consequently lively, prices 
remain low. Collectors who have been 
holding for a rising market are unable to 
see any profit in the immediate future, 
and are not likely to pay more than the 
lowest. possible prices for such lots as 
retail shoe dealers may have on hand. 
Dealers’ buying prices are nominally as 
follows: 

Serap boots and ahioes: $6.70 to 
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$6.95 in Boston; $6.60 to $6.90 in 
New York; $6.50 to $6.80 in Phila- 
delphia, and $6.25 to $6.75 in Chicago. 

Trimmed Arcties: $5.00 to $5.25 in 


Boston; $4.75 to $5.25 in other markets. 


Untrimmed Arctics: $4.00 to $4.25 
in Boston; $3.75 to $4.25 in other 
markets. 


Enright, Branch Store Footwear 
Manager, Moves from St. Paul 
to New York Headquarters 

W. F. Enright, formerly manager of 
the branch stores of the United States 
Rubber Company at St. Paul and 
Minneapolis, has been appointed Foot- 











W. F. ENRIGHT 


wear Manager of all the branch stores 
of that company, from Boston to the 
Pacific Coast and from Texas to the 
Canada line. He will have his head- 
quarters at 1790 Broadway, New York 
City. Thomas H. Young, formerly of 
the Sales Promotion Department of the 
United States Tire Company, has been 
made supervisor of the footwear sales 
promotion in the branch stores of the 


" United States Rubber Company. 


Rubber from Desert Weeds ? 

Washington, D. C.—An appropria- 
tion of $5,000 has been asked of Con- 
gress by Representative Raker, of 
California, to be used “for the investi- 


gation and study of methods and testing 


sagebrush and greasewood which may 
be used for producing rubber.”’ 
‘ 
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INSURE SUMMER PROSPERITY 





PUMPS 


gt a POSNER’ KY 


SHOES 


for = and 
Young Ladies 


CANVAS from our enlarged 


100—No Heel, DW Ocaccne ceakscaden $1. 
102—Spring Heel, eS Sea 
104—Spring Heel, 814- “ll (ied wenn ¥ 
106—Drop Heel, 11}4- 2...........+.+50. ¥ 


PATENT LEATHER 


56—No Heel, D. @Eiiscoccntvensseens $1.60 
58—Spring CN Un ownencenetd 1. 


85 
60—Spring Heel, 814-I1........-..-++.++: Be Send for Catalogue showing our 
300 styles of money-makers 2642—No Heel, 


62—Drop Heel, 1134- 2............0e005- 2.7 
Also in GUN METAL and TAN VICI 


IN STOCK  ecce "we 


202—Spring Heel.3 — &............sc000 1.60 


DEPARTMENT 204—Spring Heel, By6-11 ooo 2 occas 2:00 


642—No Heel, ae Rdseteccikcscscccdesed $1.75 
644—Spring NO cc iicnecinnsins- id 2.15 
GENUINE BUCK 


Rae $2.15 
2644—Spring Heel, 3-8 
Alco in LACE 


DR. A. POSNER, SHOES, Inc. 
OFFICE AND SALESROOMS 
MARK ‘438-140-142 WEST BROADWAY _ TRADE 


NEW YORK CITY 
Factory: 141-151 Roebling Street, Brooklyn, N. Y. 























“*The Welt Stitchdown 
that has made good.’” 


They Make a Friend of Every Customer. 
Foot Form Lasts—Smooth Tread—No Nails—No Tacks—Oak Bend 
Quality Outsoles—a business building line for the progressive shoe store. 


Order a Sample Pair or a Sample Dozen 
Net 30 Days, 2 per cent 10 days 


TRUITT wren Inc. 


Binghamton New York 


DIRECTORY 


‘OF 


Wholesale Shoe Dealers, 
Wholesale Findings, — 


Department 
Stores 


Part I—Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. : 


Part II— Wholesale Findings 
A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


Part III— Department Stores 
A list of Department Stores selling shoes, including 
the Large General Stores. 
Gives names and addresses of firms and names of Shoe 
Buyers in nearly all cases. 
Three parts bound in flexible red leather to fit vest 
pocket. About 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 


683 Atlantic Avenue, Boston, Mass. 
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{| The aim of any enterprising, modern shoe manu- 
facturer should be to give all possible value to his 
customer. | 


| His vision should include his customer’s large suc- 
cess, knowing this inevitably must mean his own. 


{{ The extra value we crowd into our product beyond 
what you expected it would carry is the reserve 
power that moves it off your shelves with ease 
and profit. 


{| Why compromise with lesser values? 


§ Why not let us serve you with the full value you 
expect, plus that extra reserve? 


{| “The Shoes. You Order Are the Shoes You Get” 
—Plus! 


P. J. Harney Shoe Company 
Factory and General Offices: 
LYNN, - MASSACHUSETTS 


IN STOCK DEPARTMENT —’78 Lincoln Street, Boston 
BOSTON OFFICE—183 Essex Street 
COAST DISTRIBUTORS—H. S. Bell & Company, Los Angeles 
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Dress Welts of 
Honest Value 


LUNDIN SHOES are a 
source of satisfaction to 
every wearer, and trade 
builders for every mer- 
chant who handles 
them. 


Good materials, good 
workmanship and fault- 
less styles—these are the 
cornerstones of LUNDIN 
SHOE excellence. 

* 


The LUNDIN SHOE is 
right all through 


LUND-MAULDIN Co. 


MANUFACTURERS 
St. Louis, U. S. A. 
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a LESS UME 


FALL STYLE T will pay you to see oni line of women’s 


welt, turn and McKay shoes for Fall. 

Field Mouse Kid Top, Havana Brown ti Footwear of character; material of the 

Kid Whole Vamp, Eight-inch High is better quality; and workmanship of the 
Lace Boot, Seventy-four Long Vamp ® highest standard at very moderate prices. 

Last, Turn Sole, Seventeen-eight Cov- ‘oe There is an air of individuality in all DUT- 

ered Louis Heel with Plate. Uae TENHOFER STYLES which appeals to 

PF women who know the art of dressing in keep-' 

ing with the times. Beautiful two-tone 

effects in subdued shades, all the popular 

colors as well as our high-grade BLACK 

SATIN KID line which has proven a big 


success. 


The Val Duttenhofer Sons’ Company 


Cincinnati 


OS 
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Our new home will 

be strictly up-to- 

date and modern 

in every particu- 

lar. It will contain every 
possible equipment and 
facility that could enable 
us ‘the more quickly and 
efficiently to handle your 
orders. 
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ST. LOUIS ON JULY FIRST 
BIGGER AND BETTER THAN EVER 


Our entire organization is looking forward to our move to St. Louis 
with a spirit of enthusiasm that promises mighty well for the Very 
Best of Service to our customers. 














Closer to our factories, the advantages of the remarkably central loca- 
tion of St. Louis in connection with al/ our trade, our beautiful new 
building, spick and span new equipment -throughout, wider selling 
territory, bigger business—don’t you catch our spirit in this big thing? 


CENTRAL SHOE CO. 


Manufacturers : 


KANSAS CITY, MO., Till July First 


| 


















































Until July lst we 
will continue to 
.ship from our 
ready-to-ship 
stocks on the floor 
at Kansas City. 
Write for the 
catalog 








’ . 1262—Girls’ Gun Metal 8-inch Lace, Imt. 

1671—Boys’ Gun Metal Bal, Single Sole, PD - ~ : %, 
l-inch Heel, Welt, Norfolk Last, ¢ Fae Te. Soe St, oe a 
and D 24/6 : : MT. ardwalk Last, B 3/7, C an 


1672—Same in Brown Mahogany Lotus. 1261—Same in Mahogany Lotus. 


J 





















































TANNERY AND GENE RALOFFICES 
THE OHIO LEATHER. CO. 
GIRARD OHIO. 


BOSTON 


THE OHIO LEATHER CORPORATION 
33 SOUTH ST. 


NEW YORK . 


OSCAR SCHERER AND BRO. 
29 SPRUCEST. 


HARRISBURG 
S.B.ROMBERGERS SONS CO. 


65 SO. TENTH ST. 


MILWAUKEE 
A.R.MUELLER COMPANY 


258 4TH ST. 


ST.LOUIS 


~ ARTHUR S.PATTON LEATHER CO. 
1602 LOCUST ST. 





GB FOR QUANT 
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menor Easy Reference Directory 





made another 
stride forward{in 
q the acquisition of a new 
\ factory in Haverhill,jMass., 7% 
& which will be injopera- 2Y 
tion about July Se YY 
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‘Welt Footwear i 
forWomen jy : 
WELCH, MOSS & FEEHAN CO. i 
HAVERHILL, MASS. 
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Fashion’s Last Word 
IN STOCK 


Top Grade Sterling Late 
Rochester Hand Lasted, Extra 














$6.00 


Same in Top Grade F. 
White Washable $6. 35 














Same in High Grade — 2 Be. : 

















PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 
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Its superiority is so 
generally recognized 
that our market is be- 
ing constantly widened. 
Customers are amon 
most discriminating judges of 
leather values. Useful wher- 
ever kid can be used. 
Expert attention to 
wl \ 
Ne PING 
ittin uF 


export trade. 
WOc ii 
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, Bancroft Walker Company. 


Famous for CLEAN shoes 
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CORDO TAN DYE — 


A Oye nt gd an me 
ail ce Wl 2 Gia, a an brown, clare ng 
today. 


CORDO TAN is the result of exhaustive 
absolutely guaranteed to ey} my +e 


Light Bevelléd Welt, Full Louis research, and is 
Covered Heel Send for trial 50c package with eee NOW 
AtoC. 2% to7 % Pints 90.75 $1.50 
3.00 % tf Gallon 5.00 


ARISTO PRODUCTS 
602 Myrtle Ave. 


bs 

















Me scseansesed> 
BROOKLYN - - - - NEW YORK 
No. P740 SCHINDLER 
SHOE co. (Ine.) WRisTo “Brae DYE aa p olgaay 4 fo Lyne By 
99 Duane St. black. 
= Sample Pairs Cheerfully Submitted NEW YORK CITY 
"aRnaneaae a LT td 
ESTABLISHED 1884 = Our Motto— 
° ° i Children’s Shoes of 
Everything in : Quality 
Wood Heels : “es 
/ Welt Scuffers 
Our experience and time at your service oe 
BEST WORKMANSHIP Gan Metal 














Prices on request 


Kalt-Zimmers Mfg. Co. 


MILWAUKEE, WIS. 
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For the customer who wants the heat 


De Luxe spats are absolutely all that the name implies—the very 
finest spats possible to produce. 

They are made for the fine trade only. 

Fit, style, quality and workmanship leave nothing to be desired. 


IC Ic 

















Oooo. 


Made in all the prevailing colors for Fall— 
fawn, tan, brown, beaver, taupe, pearl, 
black, bisque, chamois and white. 


IIc 1 
x 


Place your Fall orders now for De Luxe 
Spats and you know that your spat question 
is settled most satisfactorily. 








oe ee oe eae 








IIo 
IOI Ic or. 


American Gaiter Company, Inc. 


THE PREMIER MANUFACTURERS OF HIGH GRADE SPATS DE LUXE 
Acknowledged the best fitting and finest made spats in the world ig tome y nt my 


FACTORY . NEW YORK OFFICE 


129-133 Grand Avenue Room 602 
BROOKLYN, N. Y. MARBRIDGE BLDG. 




















| a ae aes 
3c s occ 





























THENORMANS# THE NORMANS 


Tr. Norman line carries only 
Men’s High Grade Dress Welts 


—styles to meet the most critical 
men’s trade—in all the demanded 
leathers and fine fitting lasts. 

There is Style, Quality and Service 
in every pair. 








MADE BY 


Noyes-Norman [Shoe Co. 


Manufacturers 
No. 2212 
. St. Joseph - - Mo. 
Brown Kid Bal; Kent Last. 6-11, A to D 


THE NORMAN THE NORMAN sto 
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E or Jall are 
triumphs of the : 
designer's arl- 
Jdistinduished b 
| ini lines va 


beauty of finish. 


Firmly es tablished , 
in the minds ro) 
the best rit 











Johkn Kelly, Inc. 


Rochester x y 


Mew York City : Reem 10S Greham B Bidg 
Church € Deane Ste: Pe Jahn C. Halliwell. 
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Model 0163. Dark Russia 
Vamp. Light colored 
top. Corded tip. On the 
“Best Bet” last. 


RO N,— MASS. 


C.S.MARMHALL COMPANY 
a. ' TO 








———— BL IAA i> ls 


A CRETONNE he PATENTED SHOCK ABSORBER! 


of COMFORT NAIL-LESS HEEL SEAT! 
NERVE-RESTING BOTTOM! 


These “exclu- 


WONE GENUINE sive features, 
UNLESS, STAMPED which built up 


S wonderful sell- 
ing records for 
a our Dr. Som- 
mer’s 
Dawn Shoe for 
Men,’ are now 
embodied in 
this New Dawn 
Shoe for girls. 
The most de- 
sirable shoe for 
the merchant to 
. . sell, and _ the 
A beautiful, luxuriously com- sect comnferte- 
ble for the cus- 


fortable house slipper. It has am tomer to wear. 
ee ee all orders now 
a padded sock lining, fibre REA for this shoe on 
=” two popular 

lasts—modified 


matting sole and silk pompom. 
English last and 

modified Foot- 
form last—12 


Choice of blue, pink, or lav- 
to 2—B, C, D 


> No. 974—Select and E widths. 
ender gualit - Mahog- Price $3.50 per 
. . any alf upper, pair. 
Ladies’ sizes 3 to 8 full chrome tannage, Cus- (Send for cata- 
tom twill lining, outside log of our in- 
Custom back stay, Modi- stock line of 


Price $10.50 dozen. fied English last, Triple vies re n’s 
shoes). 


wear oak leather outsole. 


K. M. Stone Importing Co. Maiathon Shoe Co; 


12 E. 22nd St. *,¢ NEW YORK, N. Y. WAUSAU WISCONSIN 


« 



































“TRIMLINE” 











HE 
“Standard” Spat—is 
“Talked of’ 


for” 


“TRIMLINE” — a new 
the most 
and most “Asked 
model in the market today. For 
utility wear over shoes either high or low, 
it is cut in flowing graceful lines which 


emphasize the trimness of the foot. 











NEW “STANDARD” STYLES 


presenting the “Trimline” and “Ful- 

- — will be my in our 
ig advertising campaign for S 

and Fall. Watch for the “Stan ae 
announcement as a guide to the latest 
and most advanced style ideas in 

spats for men and women. 


i, oe 





Made in cloth, silk, satin and linen 
in white and all the fashionable shades. 
Fawn, Light Fawn, Dark Fawn, Drab, 
Brown, Leather, Tan, Champagne, 
Chamois, Smoked Gray and Pearl. 














peek 
gueent 
yout 
que 


PATS, today, are. universally worn 
by well-dressed women—a pair to 
match each costume. “Standard”’ 

spats, of course, are chosen both by 
dealer and by wearer because they are 
better made, better looking, better fitting, 
and better known than any other make. 


In 1918—a difficult year for everyone to 
supply their trade—the makers of “Stand- 
ard” Spats filled all of their customers’ 
orders 100 per cent. That is one advan- 
tage in dealing with the world’s largest 
and foremost spat manufacturers. An- 
other lies in our extensive advertising 
bigger, stronger and better this year 
than ever before. 


BUY DIRECT FROM THE MANUFACTURER 


—in quantities either small or large. Write 
NOW for “Standard” prices and samples of 
both “Trimline” and ‘“Fultop” models for Fall 


delivery. 


S. RAUH & COMPANY 


The largest and foremost manufacturers of Spats in the World 
310 SIXTH AVENUE ::: : NEW YORK CITY 
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For Every Buyer 


The retailer who wishes the trade of the buying public 
must handle shoes bearing the Union Stamp. 


Union Stamp footwear alone appeals to one hundred per 
cent of the’ buying public. 


Union Stamp footwear may be secured in all grades and 
all prices, for every member of the family, and we will 
gladly send you, on request, a list of manufacturers of 
Union Stamp shoes. 


Boot and Shoe Workers’ Union 


A ffiliated with the American Federation of Labor 


246 SUMMER STREET - - BOSTON, MASS. 
COLLIS LOVELY, Gen’! President CHAS. L. BAINE, Gen’! Sec’y-Treas. 


WORKERS UNION 
HHO OU HOO OE 


UNION/¥|STAMP 
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There is more sole leather between the 
wearing surface of the sole and the 
thread that holds the sole to the shoe 


UGer e ct Dodge- - Path singh ect shoe than in any other 


Sexle 264 ~~ ioe 
: ong vamp blac 
For All Occasions satin Oxford. 4-in 


vamp; 5 silk- 
MY 


| N STOCK worked eyelets; 244 
inch full Louis heel. 
Price $5.00 


“at once” 
deliveries 


The demand for an article is proof of its 
worth and popularity. The demand for 
good turn shoes is marked evidence. The 
most desired shoe made today~is a good 
turn. A good turn shoe is the best shoe 
made today to answer the purposes of foot- 
wear in certain classes. 


The fact that a shoe is a turn is evidence, on the face of it, that it is made of 
superior materials and in a superior and skillful manner—or else it could 
not be a turn shoe. 


In The Correct Dodge turn shoes it is the aim to make a shoe which will 
not only be a good shoe, but a credit to the system of turn shoe-making. 


Owing to embarrassment of orders we cannot accept orders for less than 12 pairs 
of any one style, and no samples submitted. 





The Correct Dodge Shoes can only be obtained from our agents at 
their offices as published here or direct from us. 








Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Boston - New York Philadelphia Chicago San Francisco 
183 Essex St. 851 Marbridge Bldg. 600 Denckla Bidg. 20 W. Jackson Blvd.* 417 Pacific Bidg 
reat ern Bidg. . 


Mon , Ala. Kansas . Mo. Philippine Islands 
20 sn roa Taig 537 Ridge " 304 Roxas Bidg., Manila 


All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25c a pair extra. the ; 








1 
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GPECIALIZATION injhigh quality and ability in choosing 

serviceable styles; practical knowledge and Far-Reach- 
ing Organizations; Vigilant Care in the materials and prod- 
ucts we produce—these are the things which assure you 
**Quality First’? Service! All Ways! 


The “Quality First’’ market can be depended upon for 
prompt deliveries and it can be trusted to fill Emergency 
Orders. Our tanners and shoe manufacturers Successfully 
Advertise their products and Co-operate with their 
customers. We aim to do the best that’s known today, and 
still seek for the better tomorrow and do it. 


‘“‘The Milwaukee Leather Industries Use Daily the 
Hides of 40,000 Animals.”’ 


MILWAUKEE 


EDMONDS SHOE CO. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT AND SHOE CO. 
MENZIES SHOE CO. 
OGDEN SHOE CO. 
PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MFG. CO. — 
ALBERT TROSTEL & SONS CO. 
BRADLEY & METCALF CO. 


sa fe 
S 
> 


Se cuapusts Albert H. Weinbrenner Co. 
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Albert H. Weinbrenner Co. 


<& With This Giant Industry 


Right at our doors we are 
able to get the cream of 
selection for the manufac- 


ture of 


‘Thorogood Shoes 


For work and semi-dress. Lined and 
unlined, in men’s and boys’. 


Made only by 


Albert H. Weinbrenner Co. 
Milwaukee, Wis. 





" | 





_ 
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OUR trade on children’s 

shoes will grow rapidly 

with this line of New 
Process Stitched-Down Shoes 
in stock. The line is thor- 
oughly complete and includes 
handsome shoes for dress as 
well as for rough play days. 





HONORBILT 


No. 207—Chocolate Elk Lace, 
Imitation Tip, Loxole, New 
Process Stitched-Down, Un- 
lined, D to E, Misses’ 11 1-2 to 
2, Child’s 814 to 11, Infants’ 
5 to 8. 


No. 204—Button, same as 
No. 207. 


ADE in buttons and laces, in regular heights, oxfords and 

M strap sandals, in black, tan, chocolate and patent leather, 

and in big girls’, misses’, child’s and infants’ sizes. Send 

for Booklet showing entire line and offering advertising suggestions 
that will be of service in selling the shoes. 


F. Mayer Boot & Shoe Co., Milwaukee, Wis. 
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We Invite All Shoe LS pies SEE i : 
Merchants to 
Visit the 


CHICAGO NATIONAL {ea = 
SHOE EXPOSITION (Beagee,” *"" ae 
JULY 7th to 11th Bitte Rae a Oe r 


See Our Displays. Visit Our Showrooms. 























x 
Love > 
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‘pees, SHOE CO. 

») NOVELTY SHOE CO. 

GEORGE E. HARRISON SHOE CO. 
HARPER & KIRSCHTEN SHOE CoO. 
SINSHEIMER BROS. & CO. 

J. W. CARTER CHICAGO CO. 
NO-AKE SHOE CO. 

HENRY KLEINE & CO. 

THE STANWEAR SHOE CO. 
HARRY M. HUSK SHOE CO. 

R. P. SMITH & SONS CO. 

THE A. S. KREIDER CO. 

THE AMERICAN SHOE 


POLISH CO. 
S. FREEHLING. & SON 











3 
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The Big National Shoe 
Event of the Season 








CHICAGO 
NATIONAL 
SHOE 
EXPOSITION 








| July 7th, 8th, 9th, 10th and 11th 


Every merchant should attend. 

Mark these dates on your program. 

If you visit markets to buy, this Exposition pre- 
sents the best opportunity for buying by com- 
parison. wT 

For here will be displayed many lines. 

They will be together, so that you can compare 
them side by side. 

The exhibit will not be confined to any par- 
ticular styles or lasts. 

You will see on display women’s shoes, men’s 
shoes, boys’ shoes, misses’ shoes, children’s shoes, 
first steps. 

There will be laces, buckles, spats, polishes and 
other findings. 


Also window display fixtures and store equip- 
ment. f 

It will be an exposition of immense benefit to 
every enterprising shoe merchant. 

The lines will be represented from all the leading 
shoe markets of the country. 

Styles for present selling. 


Styles for Fall. 
And Styles for next season. 


The object of this Exposition is to concentrate 
the country’s shoe production into a central, con- 
venient display for the benefit of the merchant. 


Dealers from the Central West and other parts 
of the country can see all styles of shoes from all 


the markets. 








MORRISON HOTEL 


Headquarters of the First Semi-Annual Exhibit of 
THE CHICAGO NATIONAL SHOE EXPOSITION 


JULY 7th to llth 








An independent, non-profit Exposition. 
of Chicago. 


Held under the auspices of the Shoe Travelers’ Association 
Write to Dave Davis, Secretary, 35 S. Dearborn St., Chicago, for full particulars. 





May 31, 1919 


May 31, 1919 
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Dealer Comment on Dr. Scholl’s Foot 
Comfort Week in 1918 


Brings “Results’’ to This Ohio Store 


: \ 7 E can highly recommend a display of this kind, as 
it brought results. 

‘‘People came to our department that did not 
before know we had a shoe department. One peculiarity. we 
noted was the fact that although we carry women’s and 
children’s shoes here only, great numbers of men were brought 
to our department through this window.” 

The Home Store, Dayton, Ohio. 





Their ‘‘Number of Customers’’ Is ‘‘Surprising!’’ 


“It is surprising the number of customers who, having read 
the notice in our local newspaper, have made inquiry and have 
been fitted. 

“I hope to send you shortly a picture of our window, 
crammed full of arch support and bunion pad boxes, the 
contents of which have all been sold since June Ist. 

“I might also say, these results are the fruits of liberal 
advertising, and constant displays; also to the fact that we 
now have our own first-class Foot Specialist and, above all, 
have the right goods to deliver, for our six clerks are all Scholl 


boosters.” 
H. Grey Hodges, Chatham, Ont., Canada. 





‘Should Be an Annual Affair!”’ 


‘‘We are pleased to report a very successful week, and 
believe that this should be an annual affair.’ 
Raymond A. Hutmacher, Waltham, Mass. 





Week Was a ‘“‘Grand Success’? in Minneapolis 


“During our demonstration, brought about by your won- 
derful idea of Foot Comfort Week, we had a waiting list of 
people with foot ailments, from early morning until closing 
time. In every way the Foot Comfort Week was a grand 
success. 

“TI take this time to thank you for my prize and con- 
gratulate all concerned in the way this Foot Comfort Week 
has been put over. Wishing you greater success in the 
future.” 

L. S. Donaldson Company, Minneapolis, Minn. 





**Fullest Co-operation’? from Wichita, Kans. 


“‘We are glad to report that we experienced a very nice 
week’s business of Dr. Scholl’s Appliances, and we heartily 
indorse Foot Comfort Week, which you have made national. 

“‘We wish to assure you of our fullest co-operation in trying 
to make the next Foot Comfort Week a vigorous success and 
trust our window trim will have your careful consideration.” 

Brosius’ Walk-Over Boot Shop, Wichita, Kans. 





Brings Trade ‘‘From a Radius of Twenty Miles!’’ 
““‘We are getting trade from a radius of twenty miles, telling 
us they want service that they can depend on, and reading 
our ads feel sure we are in position to give them the needed 
help. 
““We are pleased to connect up with this nation-wide 


advertising and are taking advantage of it.” 
J. W. Durbin ¢ Son, Williamsport, Pa. 





**Kept Busy all Week Fitting Supports’’ 


“After having a big week from our window displays and 
advertising, we are sending you a picture of our window. 

“Mr. H. E. Allen, who has charge of our Foot Comfort 
Department, was kept busy all week fitting supports. 

““We have a constantly increasing demand for our Ortho- 
pedic Department.” : 
The Crews-Beggs Co., Pueblo, Colo. 





**Brings Me a Lot of Shoe Sales,’’ Says Albany Dealer 


“I wish to thank you for the idea of your Foot Comfort 
Week, as I am selling more arch supports now, and especially 
the last week, than I have sold in the past six months. 

A. Corbat, Albany, N. Y. 


Brings New Customers to Their Shoe Departments 


“Foot Comfort Week was a big success both from a financial 
standpoint and also it brought new customers to our shoe 


department.” 
Johnson § Corde, Ballston Spa, N. Y. 





Foot Comfort Week Was a Grand Success 


“I am sending you, under separate cover, picture of Dr. 
Scholl’s window during Foot Comfort Week, which was a 


grand success.” 
The Riedesel Shoe Store, Crookston, Minn. 





**Best Trade Getter We Could Get’’ 


“The past week was very good in selling your appliances 
and also in the boosting of our sales. 

“‘We trust that we will be able to participate in next year’s 
contest, as we believe it one of the best trade getters we could 


get.” 
Dinberg Bros., Ogdensburg, N. Y. 





Brings ‘‘Good Increase in Our Business”’ 


“It is with pleasure that I acknowledge receipt of your 
letter and prize in Foot Comfort Week Window Contest. It 
not only pleases us to think that our window won a prize, but 
we are glad to report a wonderful success in taking care of 
foot sufferers by Dr. Scholl’s methods. 

“We are glad to report that Foot Comfort Week and our 
Prize Window gave us a good increase in our business.” 

Chamberlain-Patten’s Temple Shoe Store, Nashua, N. H. 





*“*Window Attracted a Great Deal of Attention’” 


“This window attracted a great deal of attention, being 
before the public for ten days, and there is not a day passes 
that we do not sell some of Dr. Scholl’s Appliances, and we 
expect to be able to handle a considerable amount of your 
appliances before the year is out.” 

The A. W. Miles Co., Livingston, Mont. 


—_Adn —— 
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You must realize that a Fibre organization backed 
by 17 mills will only produce the best, and when you 
demand West Virginia Fibre for your counters and 
we you eliminate an inferior product in your - 
shoe. 





West Virginia Pulp & Paper Co. 


Pulp Products Dept. 
200 Fifth Avenue : 732 Sherman Street 


New York Chicago, Ill. 














Sf 


seen eaeat's IN CHICAGO 


Scams tomned water. IT’S THE 
‘Morrison Hotel 


RIGHT in the heart of 
the loop—close to the 
wholesale and retail centers. 


More than 1,000 rooms, 
with bath, circulating ice 
water, and the most modern 
comforts. There are large, 
well-lighted, dustlesssample 
rooms. 


It is the Home of the 


f TERRACE GARDEN 
E Chicago’s Wonder Restaurant 


‘Morrison Ffotel 


Madison and Clark Streets 


CHICAGO 
Personal Management Harry C. Moir 








STAUNCH AS A BOOT 
FLEXIBLE AS A MOCCASIN 


® Here—Mr. Dealer is the boot your true sportsman wants—so light 
and pliable that you can tramp all day in it without getting footsore, 
ee yet built to give years of gruelling service. 


= Russells “Ike 
Walton” 


Made from pa — =! Gane of 
terproofed cowhides, wi exible, long- 
woarlag Maple Pac Soles. 
Advertised consistently in leading jouting pa- 
pers—for the dealers’ benefit. 
Write for Dealers’ Prices and Catalog S 


W. C. Russell Moccasin Co. 
Berlin, Wisconsin 
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The Coming Convention of the National 
Leather and Finders’ Association 


Store Fronts and Window Fixtures as an 
Index to Merchandise 


Teaching Findings Through the Window 


Problems of Equipment 


Is Hosiery Advertised Enough? 


Blacking Box Tops 








An Interview with the Lace 











Findings, Equipment and Repair Notes 














*‘A Perfect Dressing for Every Shoe’’ 


“EAGLE BRAND” 
WHITE POLISHES | 


For White Canvas 
NOVA 


The popular because proven cleaner 
for White Canvas—Removes instead 
of covering the dirt. In two sizes. 


For White Leathers 


NUWAY 


Cleans and refreshes all White Shoe 
Leathers. Free from any harmful 
ingredients. 


Rs ss phdn ca weomane $2.00 
Per Gross 


Here are two big selling white cleaners that every merchant should have a complete 
stock of. The name “EAGLE BRAND” on every carton will prove a powerful attrac- 


tion that will take them off your shelves. 

NOVA and NUWAY will be your two big passwords this Summer to bigger cleaner 
profits. Thousands of merchants have found this out. Your findings jobber can supply 
you. Do not delay—prepare early. 


The American Shoe Polish Company 


CHICAGO, U.S. A. 
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| fig, is nO indication of any de- 


cline in prices. 


In the meantime, it behooves every 
dealer to sell merchandise that re- 
turns the service the consumer 


should expect. 
“Onyx” 


is that sort of merchandise. 





You cannot link up your store to 
a brand that will more completely 
command public confidence. 





Emery & Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 
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Boston Office: Philadelphia Office: Chicago Office: 
$1 Bedford Street 1088 Chestnut Street The Lytton Building 
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eeping Silent When They Purchase 


Goods Unadvantageously Is Not Serving 
Your Customers Faithfully 


Your customers cannot be expected to be experts or authorities; they 
rely on you to furnish them with what is best. 


You should tell them when they purchase shoe laces of 


sot LACES 


The Shoe 
Lace that 
Outwears by 
Months Or- 
dinary Laces, 
Stays Tied 
and Never 
Looks 
Shabby. 


The Cordo-Hyde lace is unlike any other lace—a 
new found material capable of resisting wear. 
Cordo-Hyde is in no sense a substitute for a leather 
lace. It is the scientific answer of what a shoe lace 
should be. 

Cordo-Hyde outwears many pairs of any other lace. 
Cordo-Hyde excels the leather lace, for, as a manu- 
factured product, it has uniform strength, and posi- 
tively stays tied. 

Cordo-Hyde has the look and feel of leather, blend- 
ing with and looking a part of the shoe. 
Cordo-Hyde can be dressed with the shoe and 
*‘smartens” with polishing. 


Made in flat and round—aAll colors and lengths. 
In addition to our regular packing we have the 
special Display Box—it has proven a salesmaker. 
Also permits you to find out just how much this 
lace is appreciated before buying in quantities. 
The Display Box holds one gross of laces, has four 
compartments so that you can have the four popu- 
lar colors—Black, Tan, Mahogany and Cocoa. 

We pack the assortment to suit you and bill at 
regular gross price—no extra charge for the special 
packing. We suggest that your order includes both 
flat and round laces. 








PRICE LIST 
Lengths oo" a 98"' 30” 36” 38” 40” 45” 54” 63” 72" 
O316 Round .........'. 3.75 4.05 4.20 4.50 5.40 5.70 6.00 6.75 8.10 9.45 10.80 
890 Flat............4.25 4.59 4.76 5.10 6.12 6.46 6.80. 7.65 9.18 10.71 12.24 
Samples and complete price list if you prefer. 
Prices subject to change without notice. 


LACE DIVISION 


O. A. MILLER TREEING MACHINE 
BROCKTON, MASS. 
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The Annual Convention 


By HENRY E. BRAGG, President National Leather and Shoe Finders’ Association 


VERY year we meet in annual convention to renew 

old acquaintanceships, to discuss our common busi- 

ness problems and to inaugurate new forward move- 
ments that we hope will bring benefits to our members. 

This year we will meet at Cincinnati. The dates are 














HENRY E. BRAGG 


June, 16, 17, 18 and 19. The headquarters for our meeting 
will be at the Hotel Gibson. 

Never before have we had better headquarters. The 
Hotel Gibson is one of the most convenient hotels in the 
country for a convention. Centrally located in a central 
city, with large ballroom that can be used also for our daily 
sessions and equipped with numerous committee rooms on 
the same floor with the convention hall, we will be ideally 
set for a pleasant and most successful meeting. 

Your association has always held good annual conventions. 
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They have been growing better every year, and this year 
will show progress over the previous years. It is to be a 
business convention. Our members from all over the United 
States are coming to spend three days in earnestly talking 
over the problems that confront us, with the one object 
of surmounting them and bringing into our trade more ideal 
conditions. No one can afford to remain away. 

Monday, June 
16, will not be a 
convention day, 
strictly speaking. 
On that day we 
will register, re- 
new old _ friend- 
ships, make new 
ones, and in the 
evening meet at a 
social dance which 
will really start 
the good fellow- 
ship that is going 
to prevail all 
through the days 
of the meeting. 

The Executive 
Committee will 
meet on Monday 
afternoon to make 
final arrangements 
for the business 
sessions that are 
to follow. The 
Trade Promotion Bureau will hold a short conference to pre- 
pare for the special Trade Promotion Session which will be 
held on Wednesday morning. No other business meetings 
will be held on this day. 

Tuesday, June 17, will see the convention proper opened 
at 10.00 A. M. His Honor Mayor Galvin, Edwin C. 
Gibbs, president of the Chamber of Commerce, and 
Geo. H. Mugavin, president of the Shoe and Leather Club, 
all of the city of Cincinnati, will extend us a welcome. To 
these addresses of welcome we will respond through 
W. H. Potts for the regular members; Erskine Wilder 
for the associate members, and Mrs. Susan Heys Bogert 
for the ladies. President Bragg’s annual address will follow 
and then Frank W. Whitcher will deliver an address 

(Continued on page 94) 
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Hotel Gibson, Cincinnati 
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The Foundation of a Display 


The Modern Shoe Window and Its Building 









By FRANK P. TAYLOR, Display Manager W. L. Douglas N. E. Stores 





even more so. Study out your plan thoroughly—know just 


T is almost needless to say D . : 
what effect you are after. The result will almost invariably 






that shabby windows are ; A , 
as unnecessary as shabby be a well balanced, attractive window trim. 
clothing. So much depends ‘ 









upon appearance and after all 
smart looking windows can be 
made at very low cost and 
made in such a manner that 
they will be a source of pride 
as well as profit. 

Of course you are advertis- 
ing in your local newspapers. 
Then back up that advertis- 
ing with a clever, attractive 
window display and increase 
your sales. 


















Figure Three 
















FRANK P. TAYLOR 
PP se Re ce pte: el We have arrived at a time now when window dressing is 
dow display. If boot tops hang over—if oxfords are poorly really easier than ever before. Trims can be made simple 
laced—the graceful lines of the shoe are lost and the eye yet artistic. Merchants eo do a employ a i 
appeal of the entire trim is gone. Shoes must likewise trimmer should select from t m sales force ee 
be well cleaned. really likes to do window trimming—one who is enthusiastic. 
Figure one shows He oe og be able to get results if he will but study the newer 

V; methods. 





the first suggestion 
—in either wood, 
metal or glass—of 
the use of fixture 
units. 

Layout plans of 
single, double and 
corner windows are 
shown in figures two, 
three, four and} five. 
These layouts’ have 
been successfully 
used by the writer 
and have invariably 
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Figure Four 






Put “life” into your windows through the use of color. 

Figure One A permanent inlaid wopd floor is of much value—its rich 
: appearance blending well with both black and tan leather 

Many better grade stores feature a panelled wood 

































































































brought results. The shoes. 

small circles are for the pedestals, the large center circle for removable background from three to four feet high. This is 

the display card, the panels represent glass shelves whereon also very effective. A ribbon border along the window base 

merchant has his display. is frequently used 
with telling effect. 

(sheur] (Csnece] | 0O°R | Corer (csnecr With the buying 

3 ii opportunities that to- 

@ 3 day presents—it is 

frankly a matter of 

Figure Two judgment and taste 

/ in selecting—the ap- 

Placing the pedestals as shown in diagrams will give the arene of your 

needed foundation which is in turn built up upon with the ©) windows simply re- 

[SHELF] [SHELF | [SHELF] flects the character of 


glass shelves. And it is important that enough small glass 
your store—of your- 


shelves and units be carried to allow for a change each time a 
‘coon self and your busi- 


new display is featured. Frequently trouble occurs due to . 
vibration. Shoes and fixtures can be kept in the proper place ness attitude. 
by the use of rubberized matting or cloth placed beneath ’ Figure Five Yes—by all means 
the fixtures or between the pedestal and the glass shelf. pay attentionto 
A good foundation means a good window trim, therefore every detail of window display—use the same thought and 
care you would in any other department of your business and 


too much care cannot be taken in getting the right basic start. 
Choice of window fixtures is important—skill in arrangement you'll be agreeably and financially surprised at the result. 
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An Interview 


He Tells His Places in Shoes and 
Real 


¢ HAT’S the matter with you?” 
W\ The Lace looked up from the box and said: 
“T’ll give you a tip, if you'll listen.” 

“‘A tip you will give,”’ said the shoe man. ‘‘Well, it ought 
to be a good one. I paid good money for extra fine tips 
on your ends. Now what’s your tip?” 

“T’m a maker of styles,’”’ said the Lace. 

“Go ‘long with you,” said the shoe man. ‘You’re the 
style. But you may not be long. Buttons are coming along.” 


ri give 
youa GH 


A 
Viktor 


QZ. 


“You don’t get me,” replied the Lace. “I didn’t say 
I am the style. I said I make the style. There’s some differ- 
ence between being and making, isn’t there?’’ 

“Sure there is. But‘Vou can’t make anything. You're 
only a lace. Your only mission in life is to hold shoes onto 
feet. And many shoes can get along without you. And 
many & man cusses you, when you break. You’re only a 
lace; keep that in mind. Don’t get too bumptious around 
this shop, or I’ll put you out.” ‘ 

“Oho! Put me out, will you!’’ exclaimed the Lace. ‘Well 
I’ll come back, I’ll be here long after your name is crossed 
off the door. I’m a maker of style, I tell you, not just an 
ordinary style, that you can sell over the bargain counter 
and then forget. If anybody is bumptious around here, 
it is you. But then, I suppose you have an excuse. You're 
so busy fitting shoes. ‘and making sales you don’t have 
a chance to understand how I make styles in my own slow 
and silent way.” 


a hagas 


with the Lace 


Convinced the Shoe Man He’s the 
Thing : 


‘‘What are you driving at, anyway?” asked the shoe man. 
“I can’t see that you’re any good, except for holding shoes 
onto feet.” 

“That’s base ingratitude from you,” retorted the Lace. 
“I’m the biggest money maker you’ve had in your shop. 
And no thanks do I get from you.” 

“Rot and nonsense,” says the shoe man. “I don’t get 
enough profit on you to buy gasoline.” 

“Is that so?” says the Lace. ‘Well, if it weren’t for me, 
you couldn’t sell a single pair of lace boots. And you know 
as well as I do that high lace boots have earned you the 
biggest money in your career.” 

“True enough. I have made money on lace boots. But 
where do you fit? You only hold the uppers together.” 

“You fool,’’ said the Lace. “If I weren’t around to hold 
the uppers together, women would be going around with 
Congress boots on their feet, and men might be wearing 
jack boots. If I and my friend, Mr. Eyelet, weren’t around, 
you couldn’t lace up a nine-inch boot any more than you can 
light a cigar without a match. And if you couldn’t lace up 
nine inch boots, you couldn’t sell them, could you? And if 


you couldn’t sell them, you couldn’t make money, could 
you?” 

“Righto! friend Lace,” admitted the shoe man. “I cer- 
tainly never realized what a good friend you. aré to me. 
Come out and have a drink.” 

“No! Dry are these times, you know. But you can treat 
me handsomely, nevertheless. Show me up. Put me in the 
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window. Tell your friends about me. Boost my reputation, 
and I'll boost your business.” 

“That looks a good proposition,” said the shoe man. “I'll 
play you for g winner. I'll advertise you.” 


ure a 
yood 


“Just think what I’ve done for you,” said the Lace. 
“Time was when I wasn’t around. Then men wore leg 


boots, or buckled shoes, because they had no laces with 


Blacking Box Talks 


which to fasten on light boots. It was impossible to make 
boots as fine as they are today before I was around. And 
look at what I’ve done for the women’s trade. Up to recent 
times, women’s shoes were homely, you know, like Congress 
boots, or ugly, low cut shoes, pulled together with a ribbon. 
Now you have nine-inch boots that are beautiful. I'll leave 
it to you if they are not the handsomest boots that you ever 
offered your customers.” 

“They certainly are,” said the shoe man. “I'll have to 
admit it. But tell me, what are you going to do for yourself?” 

“I don’t know for sure,”’ said the Lace. ‘I’m pretty classy 
as I am now. But maybe I can be improved. Time was 
when I was made in pretty colors, of blue, green and red, 
sometimes matching the dresses of those who wore boots. 
At another time, I was trimmed with silver and gold. I 
was real royal stuff those days. If you fellows keep on grad- 
ing up your shoes, I expect to land in the jewelry class, 
like buckles.” : 

“Well, I would like to see something like that. I used 
to give laces away, and I haven’t got over kicking myself 
for that yet. But you are merchandise that pays a profit 
these days. I realize now that you are a style maker. So 
I'll play you strong in the future. I'll tell my customers 
what a good fellow you are, and you bet your life I will 


grade up my laces.” 
“It’s good business to do so,” concluded the Lace. “Thank 


” 


you 


He Convinced the Findings Manager That He Should Have a Front Place 


in the Shoe Shop 


took a look around. 
“Well! What’s the matter with you?” asked the 
Findings Manager. 

“Oh! I’m tired of hiding in this cavity,” answered Black- 
ing Box. 

“You stay there,”’ said the Findings Manager. “It’s 
the place for you. You can come out when called for.” 

“But I’m the biggest and best bet you’ve got in the 
store,”’ responded the Blacking Box. ‘‘I ought to be up in the 
front row of your merchandise, instead of down in this 
dark hole.” 

“You're a shine proposition, that’s all,’ observed the F.M. 

“That’s a punk joke,” retorted Blacking Box. “And a 
punk joke is a sign of a punk business method.” 

“For half a cent I would fire you out of the store,” de- 
clared the F.M. 

‘‘And with me would go one of your best business propo- 
sitions,” answered Blacking Box. “‘I’d better go over to the 
nickel and dime emporium, anyway.” 

‘“‘Well, we strike all kinds of sales arguments,’”’ pleaded 
the F.M. ‘‘What’s yours?” 

“Simply this,” answered Blacking Box. ‘One hundred 
million people in this country wear shoes. If tney had a 
shine a day, at a dime a shine, they would spend $10,000,000 
a day for shines. For 300 working days of the year, :hey 
would spend $3,000,000,000.” 

“Some business that. But I’m not a shoe shine artist,” 
interrupted the F.M. 

“No. Neither are you awake to the possibilities of the 
blacking business,”’ retorted Blacking Box. 

“Sure I am. Don’t I sell blacking to everybody who asks 


err BOX bobbed up from the carton, and 


for it. I might give it away, you know. My predecessor 
here gave a box with every pair of shoes.” 

“Say! I’m not talking about giving myself away,”’ retorted 
Blacking Box. “I’m talking about selling merchandise at 
a profit. Supposing you figure, as did I, that a shine a day 
would cost $3,000,000,000 a year. That’s a tremendous 


NY) 


\ 
\\ 


\\ 


yn 
pil 


{ pena 
though 
of that 


=a 
TOA 

/ CRO 

Sy) 
oat: 


/ 


+ 








sum. Much of it might be saved if people shined their shoes 
at home.” 

“If I told that to my customers, they would call me a 
first class liar.”’ 

‘Perhaps they would,” said Blacking Box. “But on second 
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thought many of them would figure their own shine bills, 
and then come back to you and buy a box of blacking, and 
start to save their own shine money.” 

“By gracious, so they would.” 























“Certainly, they would,” said Blacking Box. ‘To make 
people buy. you must first make then think.” 

“And if I sold blacking, I would also sell brushes.” 

“Of course. One sale helps another. But you haven’t 
yet mentioned the biggest saving of all!’ 


“What is it?” 
“Just this: If you can get your customers to shine shoes 
daily, it will make shoes wear longer, and that will add to 











the contentment of your customers and the reputation of 
your goods.” 

“‘Righto!”’ concluded the F.M. ‘‘You’re certainly a friend 
in need. You get a front place in my shop from this time 
on.” 


Is Hosiery Advertised Enough? 


An Inspection of Advertisements of Shoe Merchants of One Large City Shows 
They Are Not 


sufficient publicity? Are shoe merchants making the 
most of the growing trade in'stockings that are in 
fashion? 

One answer to these queries was sought this way: An 
inspection was made of the newspaper advertisements in a 
city with a trading population of 100,000. This iaspection 
showed up just two advertisements of stockings. 

One of these advertisements offered ‘“‘children’s stockings, 
good wearing, principally in. black, and a few white, 19 cents 
a pair.” It was by a clothing store. It was an inch block 
in a half page advertisement. 

The other advertisement was this: ‘‘Women’s pure silk 
hose, plain and fancy colors, seamless, 79 cents a pair. On 
sale from 9 to 12, Wednesday morning.” This was an inch 
block in a quarter page advertisement of a- women’s wares 
store. 

These two advertisements were the only two mentions of 
stockings in any part of a newspaper, of 14 pages, eight of 
advertising and six of news matter, published in a trading 
center of 100,000. Just think of what neglect of publicity 
for stockings this instance shows. 

A trading population of 100,000.people indicates a possible 
sale of 1,000,000 stockings a year. That is an average pur- 
chase of ten pairs a year. Say the average price of stockings 
is $1 a pair. There’s a business, a possible business, of 
$1,000,000. 

And just two inches of newspaper publicity devoted to a 
possible business of $1,000,000! 

Now how did it happen? Well, it just happened. That’s 


SG “raticient are in fashion. But do stockings get 


all there is to it. So an investigation shows. When mer- 
chants selling to 100,000 people do a thing, or don’t do it, it 
is fairly safe to gamble that thousands of other merchants 
will do likewise. 

This city, of 100,000 stocking wearers, is rich, prosperous, 
has enterprising stores, generous advertisers, and, singularly, 
a stocking factory nearby. Yet it ran only two inches of 
stocking advertising on a big advertising day. | 

The leading department store ran a full page advertise- 
ment, mentioning most everything but stockings and flying 
machines. It even carried a quarter page extra advertise- 
ment of hats. Yet no mention of stockings, though foot- 
wear rivals headwear in women’s fashions. . 

The leading shoe store carried a quarter page advertise- 
ment of women’s oxfords. But no mention of stockings. 
Yet the style of the stocking is half of the looks of the oxford. 
A leading men’s shoe store also used a quarter page. It 
advertised oxfords. But it made no mention of stockings. 
Likewise was it with other shoe store advertisements. They 
mentioned shoes in all their varieties. But not a word about 
stockings. 

People of the city commonly pay $10 up for shoes. They 
buy classy styles. They wear shoes every day, and stock- 
ings, too. The shoe merchants advertise shoes every day, 
but not stockings. Yet stockings, these days of short 
skirts, and out of door life, are half the fashion of footwear. 
Can it be that shoe merchants are not making the most of the 
opportunities to sell stockings, and to grade up styles in 
stockings, the same as they have graded up styles of shoes? 
It looks that way. The case of one city so shows. 
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Are You Ready 
With Your 


Aivlemores 
Shoe Polishes 


When Every Request 
For Them Is Made? 


Watch your stock and see that it does not 
get down to the point where you have to say 
“sorry, but we are all out of “Whittemore’s’.” 














A Big White Seen | 





is going to make a big demand for white shoe 
polishes. Same with colored shoes. You want 
to be prepared to make the most of your oppor- 
tunities. Whittemore’s Quick White, Shuclean, 
Albo, and White Bag Powder provide ample 
choice of dressings for white shoes. Our Nobby 
Brown Paste, Peerless Ox Blood Paste, and 
Bostonian Cream will enable you to serve 
customers asking for tan shoe polishes, satis- 
factorily. 


Whittemore Bros. Corp. 
| BOSTON, MASS. 


‘QUICK, 
WHITE) 
| MAKES DIRTY | 
|CANVAS SHOES 
CLAN WAIT 


SEO | 
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Problems of Equipment 


They Change with the Circumstances of the Trade; the Specialist Has the 
Best Answer to Them 


HAT are your equipment problems? 
Many they are. Trade conditions change much. 
Shoes are worth more. Styles are more varied. 

Findings are more important. Clerks are on commission, 
plus salary. All these things force changes in equipment, 
great and small. So your equipment problems are now many. 

Let’s answer them all together. Whatever they are, ask 
a specialist about them. Study them over in your own 
office, at your pleasure. But before spending your money, 
ask the specialist. 

For the specialist is the fellow who studies equipment 
problems everywhere. He knows them in theory and prac- 
tice. He knows how the other fellow has answered his 
problems. He can tell you how to answer your problems. 

If you were building a Summer camp, you might take the 
plan of the village carpenter. But if you were building a 
home, an honest-to-goodness 365 days in a year home, 
including evenings, you would ask the architect for his best 
plans. Being a specialist, the architect would give you the 
best plan, and at the same time criticise all other plans. 
He would develop and perfect your ideas of a home. 

It’s the same with a store. Ask the equipment expert. 
He will tell you what is best for your store. You have your 
own ideas, of course. But to be sure they are right, ask 
the specialist. He has other ideas, the bad as well as the good, 
and he will tell you what to avoid, and what to develop. 

Some day the specialist will plan the standard store. 
He will draw a blue print of it, and itemize its floor area, 
and describe its furnishings. Then you can take this standard, 
and from it develop your own ideas. 

A standard store is difficult, almost impossible, to plan 
these days. The surge to and fro of the tide of trade is too 
much. Trade centers shift. Store methods change. Store 
arrangements that were good ten years ago are obsolete 
today. So a standard store plan is difficult. Each store has 
its own individual problems. The business of the specialist 
is to study and solve them. Out of his work will come event- 
ually the standard store. 

- First problem of equipment is that of service. It’s the 
foremost problem, too. It is the task of ‘‘getting more shoes 
sold right.’”’ The notion that shoes bought right are nalf 
sold is correct up to a certain point. At that point equipment 
comes in to display, fit, pack and deliver shoes, together with 
‘the most important point of all, tne collection of the pay 
for the shoes. . 

Pages have been written, and re-written, about fitting 
shoes right. The truth they tell. But how in thunder can 


a clerk fit shoes right unless he has the facilities for his work. 
No sane man would give a carpenter a pile of lumber and 
tell him to build a house, would he? No! Of course not. He 
would also provide him with a kit of tools. And the better 
the tools, the better his work. 

Now we'll leave it to the trade if many a shoe clerk isn’t 
provided with a stock of shoes, and told to sell them, and 
yet has not at his right hand the tools with which to work 

First thing a clerk needs is a first class window. That’s. . 
to show shoes to prospective customers. How much easier 
is it for the clerk to make a sale if the customer comes in 
and says, ‘‘I want a pair of shoes like those in the window.” 
So window display is the first problem in equipment. It’s 
a real problem. Shoe values have shifted. Finer windows 
are needed to sell finer shoes. The equipment specialist 
will tell you all about them. 

Next thing a clerk needs is a proper fitting stool. Volumes 
have been written about the proper posture for walking. It has 
been proven beyond a reasonable doubt that people can do 
more walking with less fatigue by assuming a proper posture. 
Yet nobody has yet said a word about the proper fitting stool, 
that will enable the clerk to fit more shoes with less fatigue. 
However, the equipment specialists have information about 
it. Ask them. — 

Next thing a clerk needs is good light. Shoes are finer 
these days. The colors are more varied. The right light 
is essential to showing the goods. Maybe the customer 
stands for the dull light, and maybe he doesn’t? But it’s 
about the clerk we are speaking. If the light is bad day 
after day, it gets on his nerves. It takes the pep out of him. 
The equipment expert will demonstrate it to you. 

Likewise it is all the way from the fitting stick to the 
cash register, and from the cash register to the delivery of 
service. If the equipment is right, it facilitates the work of 
the salesman, and the more his work is facilitated, the more 
he boosts the sales. Furthermore, the more shoes he sells 
right. And that’s the true warranty of business, as good a 
title to an established retail shoe enterprise as is a deed to a 
lot of land. 

To look upon equipment as merely a matter of style, 
or show, or vanity, may have been all right the last century, 
but it doesn’t stand the test of today. Equipment is service. 


. It is as essential to shoe merchandising as machinery is 


to shoe manufacture. 

_,“The manufacturers of shoes who have been most. suc- 

cessful are thosé who have been prompt to install the latest 
(Continued on page 97) 
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BUCKLES— 


Our line includes all wanted kinds, metal enamelled, color effects—and properly priced’ 
The style illustrated is an imitation beaded effect, striking in design, brilliant in ap- 
pearance, in colors, jet, steel and dark brown, $6.00 to $7.50 per dozen pairs—other 
styles to $18.00 per dozen pairs. Prompt Delivery—Sample Dozens on Request. 


THE H. L. HYMES COMPANY 


19 East 17th Street 


We carry a complete line of Findings Specialties, including Lambs’ 
Wool Brushes, Polishing Sets, Tongue Pads, Heel Cushions, etc., etc. 



















Detachable Rubber Heels 


Outdoor weather means greatly increased 
interest in walking—and in things that make 


walking more enjoyable. 


A “U-Put-On”’ sign in your window will 
mean many new customers for you. 


and see. 


Made in black, tan, gray and white to fit 
Retail at 50c 


all sizes French or Louis Heels. 
with liberal trade discounts. 


If not supplied, ask your jobber, or address, 


ROBT. E. MILLER, Inc. 


Sole Manufacturers 
11-13 Broadway 
NEW YORK 





IT WON’T SLIP— IT CAN’T SLIP— | 
IT IS GUARANTEED NOT TO SLIP 


THE GILLIAM NEVERSLIP 
HEEL PROTECTOR 


Will positively prevent all low shoes and pe slipping at the heel. 
The narrow piece of soft felt attached to the top of the NEVERSLIP 
does all the work, and is guaranteed not to hurt the foot. It has been 
tried out and proved right. THE GILLIAM NEVERSLIP has a gummed 
surface to attach it to the shoe, and when it is in, it stays there. Unlike 
other kinds, it will not pull away at each end. Packed each pair in waxed 
envelope, 12 pairs to a carton—$1.65 a dozen pairs. $19.80 a gross, 
pairs, less 5 per cent trade on full gross orders. Terms 2 per cent, 10 
days. Sells for a quarter and practically doubles your money. Patented 
July 14, 1913. : 





NEW YORK, N. Y. 


These buckles have a metal tongue 
on the back which allows for quick, 
easy attachment to pump at any 
one or position desired. 








SURE FIT 
SPATS 


have. become -the most 
popular of all Overgaiters 
since their introduction. 

They are pleasing to the 
eye and sell readily because 
‘of their neat, trim appear- 
ance. 

This style embodies ten 
years of effort in designing and manufacturing 
Overgaiters and is the finest Gaiter we have 
produced. It has an invisible buckle, and is 
Sure to Fit. 


GOODWEAR OVERGAITERS 


For Men and Women 


Made of Felt and Broadcloth in all popular 
colors—10 and 12 buttons. 


IMMEDIATE DELIVERIES 


Established 1908—Manufacturers of Over- 
gaiters—Leggings—Children’s Shoes and Bath- 
ing Shoes. 

GOODWEAR LEATHER MFG. CO., Inc. 


65 West Houston St. New York City 








Try it 
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No. 110 . 
12, 18 and 24 inches high. Each $4.00 


Wood Shoe Fixtures 
For Artistic Displays 


These Colonial fixtures will give to your windows 
that compelling dignity that attracts desirable 
trade. The designs shown here are a few typical 
examples of the hundreds of distinctive fixtures that 
comprise our complete line. Used by the country’s 
best shoe stores with splendid results. 


Write for Catalog 


Shows many shoe window trimming suggestions. 
Shoe fixtures of all periods—finished in mahogany, 
walnut, ivory or any other styles to match wood- 
work or background. This book should be in the 
hands of all window trimmers and shoe merchants. 
Send today. 





PLATEAU 
No. 335 
12x18 top, 10 inches high. 


Each $12.00 


THE DECORATORS SUPPLY CO. 
2547 Archer Avenue, 
CHICAGO. 
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YOUR BIG 
DEMAND 


Volume trade can best be taken 
care of with Premier Spats. 


They are the most perfect fit- 
ting, stylish, up to the minute 
and thoroughly made that are 
moderately priced. 


In Felt and Kersey cloths—all 
heights and styles—colors, fawn, 
castor, taupe, pearl, brown, 
black and white. 


Place your Fall orders now. 
Samples upon request. 


The Findings Jobber in search 
of quality spats at a moderate 
cost to be sold in large volume 
will find Premier spats the most 
satisfactory in every way. 


Premier Gaiter Co., Inc. 
129 Grand Ave. Brooklyn, N. Y. 


Premier Gaiters are guaranteed the best 
fitting and best made at the price, . 





- 


- successful convention. 
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THE ANNUAL CONVENTION 
(Concluded from page 85) 


on the “Past, Present and Future of Our Association.” 
This program will be interspersed with music and song 
and will, no doubt, prove a most interesting opening to a 
In the afternoon, the jobbers will 
hold their group meeting while the different trade groups 
are holding separate meetings at the Hotel Gibson. 

The subjects to be dis- 
cussed at this afternoon 
session are: ‘‘Prepaying 
Freight on Drop Ship- 
ments,” introduced by 
Mr. J. H. Wilensky; “The 
Credits We Give,”’ intro- 
duced by Mr. Peter Nutz, 
and “Back Orders and 
Returned Goods,” intro- 
duced by Mr. Albert A. 
Strauss. All of these are 
trade topics that are im- 
portant and upon which 
our members need more 
knowledge in order that 
we may re- 
move’ some 
of the abuses 
that have 





GEORGE A. KNAPP 


crept into our business. 

Wednesday, June 18th, will be given up to 
two business sessions. At 9.30 A. M., we will 
discuss the all important topic of “Trade 
Promotion.”” Addresses will be made by Chair- 
man Albert J. Ehlers, W. S. Anderson, and 
Secretary-Director Knapp. We will also endeav- 
or to procure. the presence of one of the 
leading shoe repairers in Cincinnati to tell his 
side of the story. This will be a very import- 
ant session. 

The afternoon session will be given over to 
a discussion of the question of “Loyalty,” 
which will be introduced by J. H. Martin, 
past president of the association. This, today, 
is a very leading question in our trade and 
one on which we all need a great deal of edu- 
cation. 

The final session will be held on Thursday 


Kessler. 


morning, June 19, at 9.30 A.M. At thissession all committees 
will make their reports; we will elect officers for the coming 
year; select the meeting place for 1920 and transact all 
unfinished business of the convention. This is a brief out-* 
line of the business program as it has been prepared to date. 

Now, before you start for Cincinnati, we ask you to look 
over the report of last year’s convention held at Pittsburgh. 
Refresh your memory with what was accomplished at that 
splendid meeting. “This year, we meet to continue the 
Forward Movements already started and to inaugurate 
more.” Come to Cincinnati. Let’s make this the 
Banner Year! 





Rugs for Store Windows 
A Unique and Much Appreciated Decoration 


A novel departure in rug designs is being introduced by 
the Hecht Fixture Co., Medinah Bldg., Chicago, Ill. These 
rugs are made up in a varied assortment of rich colors in 
silk velour with fancy border effects and fringe and are in- 
tended for use on the floors of windows. The colors comprise 
old rose, green, brown, silver, red and royal blue and gold. 
The idea is something entirely new. The art borders are 
pronounced very unique. Their introduction has met with 


great interest by the shoe trade. 





MEMBERS OF THE CINCINNATI CONVENTION COMMITTEE 
Bottom Row, Left to Right: Eugene Broering, F. Schlochtermeyer, Gus 
Middle Row: M. Singer, Geo. W. Stevenson, A. F. Ratterman, 
F. J. Fischer. Top Row: B. Tauf, Robt. Graefe, Chas. Pauli. 





HIGH GRADE SHOE BUCKLES 


CUT STEEL BUCKLES We are now showing the largest line of imported cut 
steel buckles in the country, ranging in price from $1.00 a pair to $20.00 a pair. 


RHINESTONE BUCKLES Our line of rhinestone buckles consists of 600 
styles ranging in price from 85c. a pair to $18.00 a pair—all set in platina with 
finest quality of rhinestones. Would advise requests for sample selections early. 
METAL BUCKLES Our metal buckle line consists of 75 styles ranging in 
price from $4.50 dozen pairs to $12.00 dozen pairs in oxidized, gun metal, and 


nickel finishes. Beaded buckles in jet, steel and bronze. 


FICHTMAN-ALEXANDER CO. 





36-38 EAST 20th ST. 
NEW YORK, N. Y. } 
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E-Z WALK ARCHES 


SHOW QUICK RETURNS and BIG PROFITS 































$18 per Doz. 














The Spiral Spring Arch pictured above is the most modern and scientific 
development and the last word in Arch Supports. 


The Spiral Spring is a Real Spring Arch Support. It requires no breaking 
in, and is self adjusting. 


THE E-Z WALK MFG. CO., INC. 


62-70 West 14th Street New York City 
SPECIAL INDUCEMENTS TO JOBBERS 




















CRYSTAL GLASS SH'OE DISPLAY FIXTURES 
Used by the best shoe merchants 
with splendid results. Crystal Glass 
Shoe Fixtures display the shoes— 
not the fixtures. Tas 

Send for New Catalog— 
just printed. Shows 
many sizes and 
styles. Write 
today. 


Small units with big display possi- 
bilities. These bright glass fix- 
tures permit splendid trims 
without crowding. 
Simplicity is their 
big feature. 








CRYSTAL FIXTURE CO. 359 Monadnock Building CHICAGO 
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WE have opened more 
new accounts the 
first four months of this 
year than in any pre- 
vious four months in 
our history. 


Such is the quality of 








Gordon 
HOSIERY 


that has the reputation and 
power to build up weak and 
run-down hosiery departments. 












The consumer enjoys the at- 
mosphere of a store featuring 
Gordon Hosiery. It means a 
satisfactory purchase of a com- 
fortable fitting stocking dur- 
able beyond compare, -and 
selected from a wide variety of 
fabrics and colors for men, 
women, boys, girls and babies. 














ebrownDurrel (0 


New York 





Boston ° 








‘ Metal Fixtures 





DONT FORGET 


The Date The Place The Event 


DISPLAY MEN’S CONVENTION | 
Hotel Sherman—Chicago 
July 14-15-16-17 


Our Exhibit Will Exceed all Previous 
Efforts. . 


Novelties 


Wax Figures Galore Draped or Gowned 
in the Latest Creations Will Lend a Touch 
of Color and Beauty to the Display. 


You will also have an opportunity of 
visiting the Finest Salesroom in the West 
Devoted Exclusively to Display Equip- 
ment. 
204 West Jackson Boulevard 
C. E. Smiley In Charge 


J. R. PALMENBERG’S SONS, INC. 


A Consolidation of é 
Palmenberg Norwich Kindlimann 
63.65 WEST 36th ST., NEW YORK 
BOSTON CHICAGO BALTIMORE 
26 Kingston St. 204 W. Jackson Blvd. 


Wood Fixtures _ 


108 W. Baltimore St. 








A TRUFIT 


IS THE BEST 


SPAT 


The fit is guaranteed and 
the line is made of supe- 
rior quality materials. 
Felt and Cloth 

all 
Standard Colors 


PROMPT DELIVERY 


Samples and Prices on request 


PHILADELPHIA]} 


ing, Harrar & Chamberlin}. 
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PROBLEMS OF EQUIPMENT 
(Concluded from page 91) 
and best machines. They quickly find they can afford to 
use only the best, and that it pays them well to discard 
any machine not fully up to date.” 

That is from a foremost American concern, old established, 
rich and prosperous. Transpose it, to apply to merchandis- 
ing, and we get this: 

“The merchandisers of shoes. who have been most success- 
ful are those who have been prompt to install the latest and 
best equipment. They quickly find they can afford to use 
only the best, and that it pays them well to discard any 
machine not fully up to date. ”’ ) 

That’s the reason for new equipment. As for the proper 
installation and use of equipment, ask the specialist. 





Finer Shoes; Finer Equipment 

Do you realize that American shoes are finer in quality 
and higher in price than ever? 

The grade up movement has advanced securely to a new 
notch. And it is still going. 

Do you believe that the finer the goods, the finer should 
be the equipment of the store in which they are sold? 

Of course you do. That is only a common sense view. 

So do all the live men among the 50,000 shoe merchants 
of the land. 

These shoe merchants are wage more money than 
ever before. 

They are in greater need of finer store equipment than 
ever before. 


SRI MMVANNUULL tiowgWw gwWvVWVWU TCA AACONRNNES 


This Kawneer Store Front Put New 


“CC 







HNN 


7 





Let us Show You How a Kawneer Store Front Will Pay a Big Profit 
for YOUR STORE. 


Do not overlook this coupon. Send it at once. GI” 


eq NILES :: 


KAWNEER MFG. CO 


SL en ¥ ‘ 


Also, they have more money to invest in store equipment 
than ever before. . ; 

And chiefly, fine store equipment is more essential to the 
merchandising of shoes than ever it was before. 

Let us talk over with you a plan for increasing the sale 
of your equipment, especially the finer grades, among shoe 
merchants of the country. 





Careful Repair Work Necessary 
Expert Workmen Should Be Employed 


Here are some valuable suggestions from a man who has 
studied repair work conditions in the South: 

“Good repair work is a necessity. It is impossible to build 
up a repair department unless the customer gets what he 
desires; unless his instructions are followed, and a duplicate 
of the original, new shoe is very nearly produced. Repair 
work should be so carried out that the finished job is an 
artistic one, even in spite of the fact that a heavier sole 
may be added or a different style of heel is attached. 

““A few points of good work may be emphasized—Soles 
and heels should always be carefully sanded. On men’s 
shoes, with flat heels; straight side, .or slightly tapering, 
do not over-concave them—preserve their original lines; do 
not sand into the stitching. On women’s shoes, sole rips 
after being mended should be beaten down, so as to avoid 
any danger of blistering tender feet. 

‘‘Where taps are renewed on women’s shoes, the same 
thickness of leather should be used, unless otherwise specified; 
the sander should also be very careful not to cut through 
the kid.” 





Sales Life 
intoanOld 
Building. 

More than 60,000 


merchants have 
proven the value of 
the KAWNEER 
WAY of Moderniz- 


ing their stores. 





KAWNEER MBG. CO. | 
1313. FRONT ST. 
NILES, MICH. — 


Send me a copy of 
FORGING AHEAD 
your new booklet for 
merchants. 

Pin this to your letterhead. 


1313 FRONT STREET 
MICHIGAN 
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[ MEDALIA 
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HOSE 
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Duplicate Orders Are Proo 
Conclusive That | 


MEDALIA HOSE 


(————————— 








GIVE SATISFACTION 


G. & A. WI SE Distributors 


130 FIFTH AVE., NEW YORK 





Tis cieneniiiieeteieiiemensiaunsiall 











THE ADVANTAGES OF 


2) 


P erfection 


Circlettes 






With the Sharp Shoulder and Broad Wear- 
ing Surface 
They don’t ecratch floors They do protect 


They don’t wear slippery They do stop uneven wear 
They don’t drop out The do prevent runover heel 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 32, 














Make Buyers Out Of Passersby | 


Our supplementary catalogs pre- 
sent most attractively our latest 
designs in display fixtures. 

Included are our William and 
Mary, Queen Anne, Adam and 
Chippendale designs. 

Let us send you a complete set 
of the catalogs today. 


HuGH LYONS & COMPANY 


MAKE BUYERS OUT OF PASSERSBY 


LANSING -—- MICHIGAN 


CHICACO SALESROOM 


NEW YORK SALESROOM 
234 S. FRANKLIN ST. 


35 WwW. 32nd STREET 




















NATHAN ANKLET SUPPORT CO., , 





Here’s An Arch Support That’s 
Wonder! 


Selling the NATHAN *Arch"Sup- 
port is simplicity itself once_you 








demonstrate its comfort- 
giving, pain-relieving qual- 
ities. 


Wi b ney 10- 


s Fifth Ave. 
Y.C. Dept. R. 





Saregama cig 


Shoe Knowledge That You Need 


You’ll find it all in “*The 

Shoe and Leather Lexicon’”’ 
“The Shoe and Pe we Lexicon” detines and illustrates 
every trade and technical term used in the shoe and 
leather business, from the raw product of the tan 
and mill t hrough all processes to the finished shoe. 
contains correct anatomical drawings of the foot, tables 
of foot and last measurements, standard carton sizes, 
classifications of leather, and standard size lengths of last 
measurements. 


It is, in short, a complete corres: 
one wy ne volume for 


3 copies for $ 


Boot and Shoe I Recorder Publishing Company 
207 South Street, Boston 


denee course in 
ly 50 cents a copy. 
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Make This Test, 
Mr. Spat Seller 


Take hold of any shoe. Compare the 
inside measurement with the_outside 
one. 


You don’t have to be an expert to 
note that the inside measures about 
14-inch more than the outside. 


Now take any ordinary spat you hap- 
pen to lay !your hand on. Examine 
it. You'll see that it is cut straight 
and even on both sides. 


If there is about %-inch differ- 
ence in cutting a shoe, and no 
difference in cutting a spat; 

how in the world can the 
spat fit the shoe the 
way it should? It 


really can’t. , | Thro 
Do you see the | 22 

rn SS io 
Underhill’s ia SEAM 
Foot-Fashioned Spats THAT MEANS 
are cut (in design and all) exactly the same as a shoe. a T 
An UNDERHILVL’S on a shoe fits like a glove on a hand PERFE ECT 


both in the front and back. THAT’S OUR POSITIVE FIT 
GUARANTEE. 

And besides ‘they’re more snappy and becoming than 
others. Is it any wonder that they are demanded by par- 
ticular and discriminating folks everywhere you go? 


, Ge 


It’s a certainty that after making the above test you'll 
immediately write for Samples and ‘Prices, 


SO DO IT NOW! 


G. F. UNDERHILL CO. 


58 Colden Street Newark,” New Jersey 














The whole Wizard sales and advertising scheme is planned (1) to attract 
customers to your store to buy SHOES, (2) to equip your shoe salesmen 
to be better shoe fitters and to detect and correct foot ailments. 


The big foot shown above is now the distin- 
guishing feature of all our advertising. It 
unmistakably suggests feet and foot ease. 


The first big appeal is sounded by pages and 
half pages in Saturday Evening Post and quarter 
pages in the Ladies’ Home Journal. It is echoed 
and re-echoed by the dealers’ free ‘*Ad-within- 
ad’’ Weekly Service, monthly window bulletins, 
cut-out monthly window cards, monthly package 
inserts, and lantern slides. 

The appeal is to everybody whose feet are uncom- 
fortable, whether from a broken down arch, or 
a slightly ill-fitting shoe. They are urged to 
go to the nearest shoe store where there is a 


WIZARD FOOT APPLIANCE CO., 


Wizard expert, capable of relieving their dis- 
comfort, either with shoes or “Wizards.” 


If your clerks are properly trained in the Wizard 
System of Foot Correction, they will be able to 


detect the trouble and correct it. In order that 
your salesmen may become such experts we 
offer our 

Free Course in Orthopraxy of the Foot. 
Seasoned shoe men with years of experience tell 
us that our course is thorough and practical, and 


that they date their real success from the day 
they received their diploma. 


Write for full particulars. 


1674 LOCUST ST., ST. LOUIS, MO. 
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These Oxfords Now In Stock jz 
c 

G 

a 

a 

Two Numbers = 

Wait, Leather Heel, White Enansled Ne z 
240 Last. In Stock: AA to D, 2% 'to8 Ready — 5 
ae For at Once Kid Blucher Oxford, 240 Last, Stock Tip, = 

No. 1460 T—Same as 1460, except made Medium Toe, Flexible Welt, 12/8 Heel. = 
over Combination Last, Model 690. In e = 
Stock: AA to E, 2% to 8. Shipment Price $4.50 o 
Price $4.00 In Stock: A to E, 2% to 8. = 

5 

- = 

J. J. GROVER’S SONS CO. : 

LYNN, MASSACHUSETTS Q 

Boston, 183 Essex St. New York, 127 Duane St. = 

o 
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Special Offering: Tan Chrome Plug Oxfords 


Genuine Goodyear Stitched with Welt Oak Soles 


AT ONCE SHIPMENT 


These shoes are priced at exceptionally 
low figures and are a wonderful buy. 





SOLD NET 
5 to 8 834 to II 1134 to 2 
$ .95 $1.05 $1.15 
E. J. RAMSEY COMPANY _ . 
967 to 973 Atlantic Avenue BROOKLYN, NEW YORK . 

















Detailed Information on Foreign Markets. Registration of Trade Marks in All Lands. 

Foreign Trade Opportunities. Financial Reports. 

Advice on Financing Foreign Accounts. Means and Methods for Forwarding Shipments. 
; Translations from or into any language. Expert Advice for Exporters. 


The Foreign Trade Bureau of the Boot and Shoe Recorder 
For Advertisers 
207 South Street Boston, Mass. 


An Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 
Its Service Includes 





Mediums for Advertising. 
PETTITT 
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Dark Mahogany CORDOVAN 
and Russia Calf Lace Oxfords 


IN STOCK 


UNBRANDED 


and D. 
$7.00 





Mahogany Russia 
Calf Lace Oxford, 
Fuli Quarter Lined. 
ARDMORE Last. 










A, B, C, and D. 
$6.50 







BOSTON, MASS. M. A. PACKARD COMPANY 








SHOE 


Mahogany Tan Cordovan Lace Oxford, Full 


Quarter Lined. CARLTON Last. A, B, c, 


Mahogany Tan Cordovan Lace 
Oxford, Skeleton Leather Lined. 


ARDMORE Last. A, B,C, and D. 


NEW YORK CITY 

































60 South St. Brockton, Mass. 127 Duane St. 
A, 4 \" 
y —1P¥ KG Every Pain. Made te Wear - Se = ; 




































**Live Wire Specials for Quick Action” 


““Cecelian’’ Tongue Pumps 











Black Kid or Chrome Patent 
A $12.00 style, special at 


$3.10 






Width D, 
Sizes 244 to7 


IN STOCK NOW 
The ‘“‘Last Word’’ in New York Style 


Splendid a a of high-class McKay shoe making. Finished to 
please particular ple and justify a good profit. Smooth Black Kid 
or Fine Chrome Patent C Colt. Pressed all around. Black Cabaretta 





Sock and Quarter Lining. Well arched shank. High leather Louis IN isniarssain nintadecodid 
“HONEST WEAR IN EVERY pou 


MARSTON & BROOKS CO. 
HALLOWELL, MAINE | 


Heel with plate. Flexible McKay sewed. Lo vame. “New York” 
Toe. While they last, $3.10 per pair. ACT Q' 


BLEECKER SHOE COMPANY 
“*The Live Wire Shoe House” 
NOVELTY CREATORS 





ONE OF THE LEADING STYLES READY 
IN OUR IN-STOCK DEPARTMENT 


For Boys and Little Men 


Stock No. 15 


Goodyear Welt, 
— 


No. 15—Boys’ Tan Bal, 
Leather Sole, West Point Toe, 























NEW YORK, N. Y. 
Big drive on White Canvas Shoes now—write for catalog. 
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APPEARANCES REFLECT THE 
EACELLENCE. OF THE PARTS 


















































































































































































































































A shoe of Vici Kid on a freak last. Note the ball 
room, enough to satisfy any man when standing or 
walking. The beauty of this shoe is that one does 
not realize it is on even after being worn for hours. 
A fine feature is the formation of the heel, assuring 
a fit that’s right at this point: You'll find _it a good 
seller, repeater and profit producer. P 


P. S.—It is our aim to attract to our factory the 
best obtainable labor, which in part accounts for 
shoemaking that makes our values extraordinary. 
Our manufacturing policy provides for first quality 
silk in uppers; first quality russet leather welting; 
first quality hooks and eyelets, and first quality 
leather toppings. 


NUMBER 806 

CALIFORNIA LAST.—Men’s Vici 
Kid California Blu, made with whole 
quarter. Single leather sole. Leather 
counters. Full sized tongues, fleece 
lined. Leather top facings. In stock 
C, D, E widths. 

PRICE $5.50, LESS DISCOUNT 


i 

































































































































































J. W. CARTER CHICAGO COMPANY 
CHICAGO, ILLINOIS 
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COMPANIONS 


Lace shoes, companioned by Diamond Brand 
Fast Color Eyelets, is a guarantee of the best. 

This particular eyelet is made with more care and 
more pains than any other eyelet in the world. 
The examinations which it goes through, the care 
which is exercised from start to finish, the rigid 
inspection which is given to it before it leaves the 
mill, is greater by far than anything that you 
could imagine. 

In order to put this eyelet into a class by itself, 
we still carry on this line of manufacturing and 
designate the eyelet by the Diamond trade 
mark, which is always noticeable upon the 
face of each and every eyelet. This is a guar- 
antee that you are getting the best — you are 
getting an eyelet that will not wear brassy, and 
dealers who are careful how they serve their 
trade see to it that all orders for shoes are 
specified, “Fitted with the Diamond Brand 

‘Fast Color Eyelets.” 

Whether the shoe is for dress, 
for street, or for tramping through 
the country (good weather or bad) 
the Fast Color Eyelet is the best at 
all times. If the little Diamond ap- 
pears on the top of each eyelet, then, 
and only then, are you getting what 
you are asking for. 


United Fast Color 
Eyelet Company 


Boston, Mass. 
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Sls SON BROS. 


For the Merchant 

Who Wants Not 

Only Styles But 
VALUES 
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fe 
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A Havana = 
Brown Kid 9 Q 
inch Lace = 
Boot with “BREAD AND BUTTER" = 
Brown Cloth = 
_ Top, built on LINE o 
our new 112 = 
last, which = 
carries a Louis = 
heel. Oo 
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A Black Kid Lace Boot, Louis 
Heel on Our New 112 Last. 


A Dongola 9-inch Lace Boot, 
10-8 Heel, on Our New I11 
Last. 


Mag de in He, Pre 


“Tree Sta te 


A nine inch Boot d ith ; 
No. 27 Russia “re 5 Py 5 A Havana Brown Kid 9 inch 

¥ Nu Buck iTop and carries a - Lace Boot with Louis Heel. 

™ 10-8-inch heel Built on the new 112 Last. 


JOHN SON BROS. SHOE MFG. CO. 
Hallowell, Maine. 
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EING combination in both last and pattern, 


“Foot-Fitters” hug the foot all over with- 
out binding or pinching—they fit even the hardest-to-fit feet, 
as they provide for even the slightest changes at heel seat, 
toe, ball or arch! AA to EE—5 to 12 (sizes and half-sizes), $5.50! 

The “‘Foot-Fitter’’ sole-leather box does not curl up 
or cause friction to toes or joints, as it is very thinly 
skived at point of contact with vamp and is set far enough 
back to be caught by both rows of vamp stitching. That’s 


one reason why the “ Foot-Fitter” toe has all the advan- 
tages of a soft toe with none of its disadvantages! 


(SOLID LEATHER ALL THRU) 
EXCLUSIVE SELLING AGENTS FOR NEW ENGLAND 


A. H. BERRY SHOE COMPANY 


PORTLAND, MAINE 
Boston Office: 428-480 Albany Building 
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New York City 


PRESENT PRICES 
Will Not Recede 


Present prices of shoes will not 
recede for at least five years accord- 
ing to Arthur I. Benedict, manager 
of the Shoe Division, in the Bush 
Terminal Sales Building. ‘“‘The high 
prices of today,”’ said Mr. Benedict, who 
has had a long experience as a manufac- 
turer and seller of shoes, ‘are based on 
an actual shortage of leather. It must 
be remembered that most of the leather 
used in the making of shoes in this 
country is imported. The war had 
drained the world of food products and 
many of the leather bearing animals 
have been slaughtered for food without 
due regard to propagation. 
number of leather bearing animals in 
the world is now smaller than normal 
and nature cannot be speeded up in the 
process of propagation.” 

Mr. Benedict said that buyers, for 
shoe retailing establishments had come 
to realize that there could be no reces- 
sion of prices now and were operating 
freely on the new high levels. Many of 
the buyers who visited the show rooms 
and offices of manufacturers in the Bush 
Terminal Sales Building in February, 
he said, had placed orders then not only 
for their Summer shoes but for Fall 
merchandise as well. ‘“‘This year,” he 
said, “buyers who usually do their 
Fall purchasing in June and July, did 
so from February to the present time. 
I think most of the retailers have placed 
their full orders by this time and future 
business will be largely for ‘filling-in’ 
purposes.” 


RETAIL CONDITIONS GOOD 
White Shoes Selling Strongly 


Retail conditions in New York during 
the past week have been exceptionally 
good, despite the rainy weather. On 
the two or three warm and sunny days 
the shoe shops and shoe departments in 
the department stores were crowded 
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with women in search of Summer foot- 
gear. Sales of white shoes, particularly 
sport shoes, have been heavy. 

F. A. McLaughlin, manager of the 
women’s shoe department for Lord & 
Taylor, reports that figures for the 
present month in his department are in 
excess of those of last year. “‘We have 
gone ahead, not only in dollars and 
cents, but in the number of sales,’ he 
said. For the last two weeks his 
department has been conducting a 
May sale of white shoes, which has been 
most successful. He reports that the 
sales of white buck pumps has exceeded 
the sale of other white shoes. High 
white shoes are not in as great demand 
as last year and most of the women are 
buying white buck pumps for general 
wear and white kid for dress wear. 

Retail stocks in New York stores are 
not super-abundant, it is said, and 
salespeople are finding it difficult to 
cater to the wants of all customers. 
Labor troubles in the Brooklyn fac- 
tories continues to increase the shortage 
still further and it is difficult for the 
retail merchants to get shoes on special 
order for particular customers. 


LUXURY TAX PROTEST 
By Local Shoe Merchants 


Further protests against the luxury 
tax oh shoes were made at the regular 


monthly meeting of the Retail Shoe ° 


Dealers’ Association of New York at 
the Bush Terminal Sales Building on 
Tuesday afternoon, May 20. John 


Slater, president of the Association, pre- 
sided and told of his work in connection 
with efforts to repeal the tax. 

C. D. Gibbs, secretary of the Bush 
Terminal Sales Company, addressed 
the meeting on ‘Co-operation and 
Efficiency.” A sum of more than $700 
was donated by the association to the 
Salvation Army Home Fund. 


BUYERS FROM SCANDINAVIA 
Short Vamps in Demand 


Among the three or four Scandinavian 
buyers who have been active in the New 
York wholesale market this last week is 
S. Mathisen, of Moss, Norway, who 
conducts a chain of retail shoe stores 
much after the fashion of the Regal 
stores in this country. Mr. Mathisen is 
also a shoe manufacturer but is unable 
to obtain sufficient supplies of raw 
materials from which to make stock for 
his stores. He has placed several large 
orders in this country, it is said. One 
of these was placed with T. E. Mar- 
connet of the Selby Shoe Company, of 
Portsmouth, O. It called for a quan- 
tity of women’s medium grade shoes, 
with a short vamp, wide toe and high 
heels. This type of shoe, according to 
Mr. Mathisen, finds a ready sale in the 
northern European countries and here- 
tofore has been made there and also in 
France. Shoe styles.in Northern Eu- 
rope, he says, change little from year to 
year. The present American styles 
with the long vamp and narrow toe are 
not wanted there. 


Philadelphia 


CONSTRUCTIVE IDEAS 


Emanate from New Geuting 
Store 
The last meeting of the Philadelphia 
shoe merchants took place in the new 


Geuting store. The meeting was not 
productive of much in the way of for- 
mal discussion or action. It was, how- 
ever, productive of much exchange of 
ideas. 

The interior of the Geuting store, as 
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the trade has been informed by now, is 
bristling with new ideas in construction 
and arrangement of stock and equip- 
ment for both the convenience of the 
customers and the store itself. With- 
out repetition of a general description 
of the store, it might be well to point 
out here a few of the little “kinks” 
which made their impressions on the 
merchants whom Mr. Geuting took on 
a tour of inspection. 

Much interest was evinced in the 
little stock room.of the window trim- 
mer. It is tucked away in the upper 
part of one of the windows, that part 
which is useless for display because it 
is too high. It is, in fact, concealed 
between the panelled ceiling of the 
window and the floor of the second 
story. It is completely equipped with 
its own set of shelves, desk, and a sort 
of collapsible work-bench which may 
be pulled ‘out or folded up flat against 
the wall. The square stairway too, 
goes right out into the window space, 
over the door, on one “‘leg’”’ of its trip 
to the second floor. This, of course, 
is also concealed, just like the window 
trimmer’s room. 


LOBBY OF CONVENIENCE 
A Good Bit of Novelty 


Mr. Geuting is very proud of the 
effect of liis lobby, and rightly so, 
judging by the enthusiastic comments 
of the association members who at- 
tended the meeting. This is a good bit 
of a novelty. It is designed, not only 
for its effect on the customer, but for 
actual convenience. Mr. Geuting 
claims that from this lobby, by means 
of the two elevators, the customer can 
get to the various departments on the 
second and third floors much faster 
than if the same floor space were spread 
over a single floor and it were necessary 
to go through one department to reach 
another. Another advantage is that 
privacy is secured for the customers 
in any one department from the rest of 
the store. 

Even the men’s department, -which 
is straight back from the lobby through 
a big arch, has this advantage, although 
it is possible to see through it. The 
trick is in the placement of a big dis- 
play case at right-angles to the line of 
the store just back of the arch. With 
the bench for the customers this forms 


a big “T,” and while it is possible for. 
any one in the lobby to see the heads of 


those in the men’s department, it is 
impossible for them to see their feet. 


SPECIAL BABIES’ DEPARTMENT 
Much Thought Expended 


Much thought has been expended in 
the babies’ department and the settees 
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have been so arranged that if the child 
is very young, it may, for the con- 
venience of the parents and the sales 
person, be placed upon the back of the 
settee, with its feet on the seat. Mr. 
Geuting has plans for the use of nursery 
rhymes and pictures upon the walls to 
keep the youngsters interested, much 
in the same way that the photographer 
does. 

In the women’s departments the 
settees also have special construction, 
features, with sort of pocket drawers 
underneath them, into which shoes 
may be slipped to get them out of the 
way temporarily if there is some reason 
for not putting them right back into 
their boxes in the walls. 


FOOT MIRRORS OF NEW 
TYPE 


Placed at an Angle 


Foot mirrors throughout the store 
have been placed at an angle, and not 
in the absolute perpendicular. This 
makes it easier for the customer, who 
may observe the effect at a distance, 
or get a “close up” of the shoes being 
tried on. 

Set into the walls in practically every 
department are little show cases, as 
high as the normal vision line. Con- 
cealed lights keep the displays in these 
brilliant. They have the effect of 
picture frames, with the displays them- 
selves as the pictures, and they are so 
placed as to form a part of the archi- 
tectural scheme of the store. 


BUSINESS HOLDS GOOD 
Public Buying Freely 


Retail business continues to show the 
briskness which has marked it here for 
several weeks now. If anything, the 
public is buying more freely than ever. 
The reluctance to buy, due to the high 
prices, appears to have been entirely 
overcome, and most merchants report 
that even the luxury tax is little of a 
sales deterrent except on numbers 
which are at the low end of the taxable 
price range. The tendency on the 
part of the customer here is to go 
fifty cents or a dollar lower and so 
avoid the tax. 


BAD LEGISLATION QUASHED 
Good Works of N. S. R. A. 


As an instance of the valuable work 
which the N. S. R. A. is doing for the 
retail trade, Secretary-Commissioner 
Mirkil calls attention to a resolution 
which was introduced into the legisla- 
ture of one of the States, calling upon 
the Attorney General of the United 
States for an investigation of alleged 
exorbitant shoe prices, and which was 
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killed in committee. Numerous so- 
called ‘‘pure shoe’ bills in various 
States also have been quashed through 
the efforts of the N. S. R. A. 

It makes little difference that there 
has been no basis in fact for the passage 
of such harmful legislation, which in 
most cases is spite work. Incalcylable 
harm would have been done to the 
many honest merchants for the sake of 
“punishing” a few alleged guilty ones. 
The records of other trades is full of 
instances where petty interference of 
State legislatures has hurt business. 
The N. S. R. A. in such matters is 
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operating on the principle that an 
ounce of prevention is worth a pound 
of cure and the call has gone out to the 
retail trade to stand back of it in its 
efforts to safeguard business for the 
merchant. 


Recent Visitor 


Recent visitors in this market are 
John O’Connor of Chicago, and former 
president of the N. S. R. A.; William 
Lane, of J. A. Scott & Co. of Montreal, 
shoe manufacturers, and J. Hamilton 
of the Brown Shoe Company, St. 
Louis. 


Rochester. 


MANY NEW EXHIBITORS 


Style Show at Powers Hotel, July 
7-12 


With the return of the traveling shoe 
salesmen, plans for the seventh semi- 
annual Rochester Shoe Style Show, to 
be held at the Powers Hotel, July 7 to 
12, are beginning to take definite form 
and Clarke B. Rowley, Chairman of the 
Style Show Committee, announces that 
he has already signed up fourteen new 
exhibitors and that practically all of 
the exhibitors at the January show had 
renewed their contracts for the same or 
larger rooms, indicating that the July 
show should be the biggest and best 
shoe style show ever held in Rochester. 


STICKERS READY 
For Letters and Envelopes 


Rochester Style Show stickers and a 
printed announcement for the use of 
Rochester manufacturers and jobbers 
who will give them a wide distribution 
are now ready and are being distributed 
to applicants. The stickers are printed 
in orange and black and can be used on 
letters and envelopes. In addition to 
the Rochester houses, all firms who have 
contracted for an exhibit at the style 
show will be asked to co-operate in this 
feature of the advertising and use the 
stickers on all their outgoing mail. 

The Executive Committee of the 
Style Show is composed of Clarke B. 
Rowley, Sherwood Shoe Company, 
chairman; Roy F. Schneider, John Kelly, 
Inc., treasurer; Clinton L. Clark, C. P. 
Ford & Co.; Ralph Clauser, Wright & 
Peters Co.; Frank W. Rice, Utz & Dunn 
Co.; Charles W. Hellmer, Rochester 
Last Works; T. C. Dieter, Joy, Clark 
& Nier, Inc.; Raymond W. Statt, 
Williams Hoyt & Co.; Eugene E. Con- 
nor, E. P. Reed & Co.; W. J. Moylan, 
The Menihan Co.; David D. Oster, 
W. B. Coon Company, ex officio. 





Exhibits and Rooms—Frank W. Rice, 
Roy F. Schneider, Eugene E. Connor, 
David D. Oster, Clarke B. Rowley. 
Publicity—Clinton L. Clark, T. C. 
Dieter, C. H. Hellmer, W. J. Moylan, 
David D. Oster. Entertainment—Asa 
J. Peck, David D. Oster, Clarke B. 
Rowley. Decorations—Raymond W. 
Statt, Ralph Clauser, David D. Oster, 
Clarke B. Rowley. Executive Secre- 
tary—Fred B. Robinson. 


DISPLAY OF WHITE SHOES 
At Gould, Lee & Webster’s 


Gould, Lee & Webster are showing 
white shoes and oxfords in their win- 
dows and report that although the rainy 
weather of the past week has held back 
the demand for white footwear, they 
have enjoyed good “between shower” 
business in white shoes and oxfords. 

Retail shoe business during the week 
has been somewhat “‘spotty’’ owing to 
the over-abundance of rain, but that 
general outlook is very satisfactory 
and retail merchants look for an 
unusually good white season. 


EDUCATION ON FLOWER CITY 
Wholesalers Go Calling 


Rochester wholesalers to the number 
of fifty recently made a one day auto 
trip through the towns and villages east 
of the city with the object of getting in 
touch with the suburban dealers and 
acquainting them with the fact that the 
Flower City is a great wholesale centre. 

This trade trip of the Rochester 
wholesalers is the first of a series in 
which thirty-seven firms will be repre- 
sented. Much better feeling is expected 
to result by reason of the contact be- 
tween the personal representatives of 
the' firms and the merchants of the 
villages, which will doubtless be _re- 
flected in a greater volume of business 
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and a more friendly feeling between the 
villages and Rochester, their logical 
market. As the Summer goes on the 
territory covered by these trade trips 
will be greatly enlarged so that by 
Autumn, all the western part of the 
state will have been yisited. 

William H. Porter, manager of the 
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L. P. Ross Branch of the United States 
Rubber Company, is chairman of the 
arrangement committee in charge of the 
trade excursions. Other shoe men who 
took the trip are: Harry Heilbrunn of 
J. Heilbrunn & Son; F. W. Hahn of 
F. W. Hahn Company; and W. E. 
Tuttle of the W. E. Tuttle Company. 


Cincinnati 


A BIG VOLUME OF BUSINESS 
So Orders Indicate 


W. S. McKenzie, president of the 
Helming, McKenzie Shoe Company, 
states that his company is being hard 
pushed with respect to the acceptance 
of orders. “The first two weeks the 
traveling men were in their territories,”’ 
says Mr. McKenzie, ‘“‘they found the 
element of uncertainty and hesitancy 
in placing orders. This resulted in 
the booking of orders from many mer- 
chants who had not previously been 
on the books of the company. And 
later when the regular customers de- 


cided to buy it was a case of not being . 


able to turn down old buyers.” 


REPAIR PRICES DISCUSSED 
Increases Based on High Wages 


The topics up for discussion at the 
last two meetings of the Retail Shoe 
Selling Group have been of vital interest 
to Cincinnati merchants. The question 
of repair prices has been thoroughly 
analyzed and a concerted agreement as 
to the general increase in such prices 
has resulted. These increases are based 
on the high wages shoe makers are 
getting and also on the fact that repair 
prices should be in proportion to the 
present day value of footwear as ex- 
pressed in dollars and cents. Investiga- 
tion has revealed the fact that shoe- 
makers cannot possibly make the 
salaries they are getting today if they 
depend entirely upon _piece-work. 
Some repair men are getting as high as 
$35.00 a week in this city. It has been 
figured out by one of the local merchants 
that a certain shoe maker in his repair 
shop working on the piece basis would 
draw about $60.00 a month in the place 
of the $90.00 he now draws. So the 
workers can not earn the salaries they 
are being paid. 

In addition to this the local merchants 
consider an increase in repair prices 
further justifiable because such prices 
should be in proportion to the cost of 
the shoes when new. If it cost $1.50 to 
half sole a five dollar shoe three years 
ago, it is well worth $2.50 to half sole a 
ten dollar pair of shoes today. The 


merchant contends that if it costs a 
man, say, $3.00 to put a ten or twelve 
dollar pair of shoes in virtually a new 
condition by merely having to have 
them whole-soled and heeled, he will 
think twice before deciding to purchase 
a new pair. 

Therefore if repair prices are abnor- 
mally low it will tend to decrease the 
number of pairs per capita purchased 
each year. The local merchants are 
not seeking to discourage repairing but 
to so regulate the prices on it as to give 
reasonable protection to the prices on 
their shoes, and also to stimulate the 
agzregate pairage. 


GOOD BUSINESS REPORTED 
On White Satin Pumps 


John Kipp, manager of the McAlpin 
shoe department, reports a rather 
quiet business during the past week, 
but attributes it entirely to the weather 
conditions. He states, however, that 
he is doing some good business in white 
satin pumps with colonial buckles for 
the graduating classes in the schools 
about Cincinnati. Mr. Kipp is looking 
forward to one of the largest white 
footwear seasons in the experience of 
the retail trade of the city, even though 
the weather has prevented an early start. 


‘RETAIL STOCKS SHORT”’’ 
Says H. R. Rogers © 


H. R. Rogers, manager of the H. & S. 
Pogue shoe departments which repre- 
sents the higher grades of both men’s 
and women’s shoes makes the statement 
that retail stocks are short, and that it 
is hard to get footwear of the desired 
nature in sufficient volume to meet the 
demand. Mr. Rogers has had unpre- 
cedented business in colonial footwear 
this season, thus far. High priced 
buckles have comprised a large part of 
that business. ' 


BLACK KID SHOES 


Are Good Sellers 


Harry McLaughlin of the Potter Shoe 
Company states that they have been 
able to cover all marks made for the 
same time last year in spite of the bad 
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weather, but adds that this is the time 
when the extra pairs should be selling, 
and those in white shoes mainly. Mr. 
McLaughlin expresses the opinion that 
more shoes per capita will be worn this 
this year than for many years past. He 
finds that the black kid has been his 
outstandinz seller this season. These 
in both pumps and oxfords with the 
buckles have sold in greater numbers 
than any other color of leather. 


SHOE AND LEATHER CLUB 
To Retain Present Quarters 


The members of the Shoe and Leather 
Club have learned with considerable 
delight that they will be permitted to 
remain in their present location. It was 
uncertain for a while, as to how soon 
they would have to move into new 
quarters, as their lease on their club 
rooms automatically expires with that 
of the Admiral Cafe on the floor be- 
neath them, and the expiration of the 
Cafe’s lease was also uncertain, since it 
depended on the advisability of re- 
maining in business after the prohibition 
laws go into effect. But owner of 
the property has assured Secretary 
George Mohr and President Al Mugavin 
that they would not have to move,even 
if the cafe does go out of business. 


CINCINNATI NOTES 
Of Men and Factories 


W. H. Taylor, for fifteen years with 
the United Shoe Machinery Corporation, 
recently became associated with the Val 
Duttenhofer Son’s Company, assuming 
the position of general superintendent of 
the entire factory. 

The property of the Sachs Shoe Com- 
pany at Eighth and Sycamore Streets 
was purchased last week by Lester 
Jacobi, Ben D. Sachs and Louis S. Ros- 
ensteil. The deal involved approximately 
$250,000. The business will continue 
as heretofore except for a change in the 
personnel of the management, to be 
completed in a short time. S. B. and 
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Henry Sachs, proprietors of the com- 
pany, are to retire from business. 

The Roth Shoe Manufacturing Com- 

pany is now in its new home at Sixth 
and Sycamore Streets. The exterior of 
the new building has been cleaned and 
painted and aside from the general 
improvements in the various depart- 
ments, an entire new set of offices has 
been installed. This company is now 
equipped for an output of 1800 pairs 
daily. 
The Sachs Shoe Company was 
established 50 years ago. It employs 
approximately 500 workers and has an 
output of 1800 pairs daily. 

Visitors in the market this week 
include: Chester Reith, president of the 
Kaut-Reith Shoe Company, St. Louis. 
Mr. Reith was passing through Cincin- 
nati on his way home after having been 
in the East and at Atlanta, Ga., for ten 
days. J. P. Pedigo, of the Pedigo- 
Weber Shoe Company, St. Louis, was 
also in the city after a trip to the East. 


E. K. Woodrow, sales and advertising 
manager of the Krohn-Fechheimer 
Company, is in Cleveland this week on 
a business trip. 

John Brown, sales and advertising 
manager of the Scheiffele Shoe Manu- 
facturing Company, reported this week 
that they are completely sold, this being 
the biggest season in the history of the 
firm. 


Cincinnati Shoe and Leather Club 


The date for annual outing of the 
Shoe and Leather Club has _ been 
definitely set for June 14, and the place 
selected is Coty’s Farm, near Erlanger, 
Kentucky. Besides the usual buffet 
luncheon, a chicken dinner has been 
arranged by the entertainment com- 
mittee. Furthermore there will be 
many new and different contests staged 
this year, besides the regular old-time 
semi-professional ball game in which 
the shoe boys play against the leather 
boys. 


Columbus 


A TRADE TOUR 
Of Manufacturers and Jobbers 


Outstanding in the trade tour con- 
ducted by the Manufacturers’ and 
Jobbers’ Association of the Columbus 
Chamber of Commerce through the 
Hocking Valley mining district was the 
thrilling enthusiasm aroused at every 
stop by the band of the Old Fourth 
Ohio, Rainbow Regiment. ~ 
Residents of the cities and villages 


seemed to take a personal pride in 
extending to the visitors a hearty wel- 
come and sought to express to them 
their keen patriotic interest in the 
Ohio doughboys who carried their 
banners to the Rhine. 

About 200 members of this associa- 
tion were in the party, which visited 
seven of the cities in this district. The 
Columbus business men went without 
order books. It was an acquaintance 
trip. 
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SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
what to use and where to get it, 
is a part of “Recorder” service to 
merchants. 
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The Columbus men bore good news, 
for they told the people that recent 
decisions of the Federal Government 
would mean increased orders for Hock- 
ing Valley coal. Within a week, it was 
predicted, all mines in this district 
would be opened. 

It was the most successful of the 
nine trade tours held by this associa- 
tion. 


BANQUET OF PITTS BOOSTERS’ 
CLUB 
John J. Baird Toastmaster 


The Boosters’ Club of The A. E. 
Pitts Company gave a banquet on 
Monday night, May 19th, at the Elks 
Club, for the returning soldier boys 
who had been in service. There was 
52 seated around the festive board who 
partook of an excellent seven course 
dinner. 

John J. Baird of The A. E. Pitts 
Company acted as toastmaster. There 
were six of the boys present who had 
been in the service, and who are now 
reinstated with this firm, a captain of 
railroad artillery, a lieutenant of avia- 
tion, a sergeant in veterinary depart- 
ment; and other buck privates told of 
their several interesting experiences 
while in the service of Uncle Sam. Mr. 
Baird told of thirty-five years of pleas- 
ant relations with Mr. Pitts, from his 
apprenticeship with Mr. Pitts and his 
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father, of his early determination to 
make good in the shoe game, of the 
many trials and tribulations which 
they had to face in the early period of 
the business, and finally of his working 
up to an equal partnership in the busi- 
ness. 

Mr. Pitts responded to Mr. Baird’s 
talk, by expressing his delight with the 
services of Mr. Baird, and informed 
his hearers that after thirty-five years 
of hard work, he thought that Mr. 
Baird had more “‘pep’’ today than he 
ever had in the years gone by. Both 
Mr. Baird and Mr. Pitts felicitated the 
boys who gave their services in the 
world war and welcomed them back 
with open arms. 

Dr. Charles Spatz gave a_ very 
interesting talk on harmony, while Miss 
Lora Charleton, chief auditor, and 
Miss Carrie Gunn, credit woman, gave 
very interesting talks pertaining to their 
departments. 

L. J. Bergman, W. E. Russel and 
Frank Evans, department man- 
agers, gave short talks. Mr. Evans 
told of a very interesting happening in 
his early military experience which was 
pleasing to those present. In _ his 
younger days Mr. Evans was a member 
of the Pugh Vedettes, a select organiza- 
tion of local young men, who would at 
times go on outings of a military nature 
to different cities. , 


Lynn 


LYNN SHOES AND THEIR 
STYLES 


Last Makers Busy 


Lynn’s volume of business is pres- 
ently good. White and patent leather 
pumps and oxfords are selling from 
stock. Sizes up to No. 8 E wide are 
selling. Orders for boots for Fall are 
being booked. The last makers are 
busier than for several years. Foreign, 
as well as domestic orders, they are 
handling. One concern is said to have 
sold its product three months ahead. 
Lynn shoe men were lucky enough to 
buy much leather for the recent big 
rise. One concern has on its floor a 
stock of leather for shoes for next year. 

To buyers coming to Boston market 
in July, Lynn manufacturers will show 
a large variety of samples. No major 


changes in styles are yet apparent in. 


Fall footwear. The lines reveal boots, 
both lace and button styles, pumps to 
be worn with spats, and oxfords, to be 
worn with woolen stockings, a college 
girl specialty. 

Lasts continue to show long vamps 


and slim toes. Both high heel and low 
heel models are in the lines. Patent, 
dull black, brown and grey leathers, in 
solid colors and in combinations are 
all in the sample lines. Few fabrics 
are seen in the samples at the presen} 
time. Yet it is possible that, because 
of the advance in the price of leather, 
some manufacturers will try their luck 
with fabric top shoes. 


AN ANGLO-AMERICAN FOOT- 
WEAR ALLIANCE 


Shoes Made in Lynn from English 
Models 


An international venture in shoe 
manufacturing which has some un- 
usual and interesting features, is 
planned by an English wholesale con- 
cern and the Lynch Shoe Company of 
Lynn. ‘A preliminary step in the plans 
is the purchase of the Abbott building, 
a six story brick factory, on the corner 
of Washington and Union streets, 
Lynn. 

The plans provide that shoes of the 
real English styles shall be made in 
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this factory in Lynn, and that they 
shall be distributed in the English, 
European and colonial trade by the 
English wholesale house. This house, 
by the way, has an established trade 
in England and abroad. 

It is purposed that the English 
wholesale house shall have the same 
service, and the same rapid and regular 
deliveries of shoes that Lynn manu- 
facturers now provide to New York 
wholesale houses. 

In order to make sure that the shoes 
shall be of the styles popular in England, 
models will be made in England and 
sent here. The lasts and patterns will 
be made in this country, according to 
the English models. Some English shoe 
experts will come over and act as qual- 
ity men in the factory. Shoes for the 
foreign trade will make up the entire 
output of the factory. No shoes will 
be made for the domestic trade. The 
Lynch Company will continue its usual 
development of the domestic trade in its 
factory at 192 Broad Street. It has 
just enlarged it. 

This new venture in international 
shoe making will be quite different 
from the present way of making Ameri- 
can styles for the foreign trade, and 


sending them abroad to see if the: 


buyers abroad approve of them. 


NEW FIRM MAKES START 


Recently Incorporated— 
$100,000 Capital 


Murphy, Gorman & Waterhouse, 
Inc., successors to James Phelan & 
Sons, are beginning to ship shoes from 
their new factory in the Vamp building: 
They are fitted up to make 1000 pairs a 
day of popular style women’s McKay 
shoes for the wholesale trade. 

The Company was recently incor- 
porated, with a capital of $100,000, 
and the following officers: John F. 
Gorman, president; William H. Murphy 
Jr., treasurer, and Charles E. Water- 
house, clerk. All were formerly with 
James Phelan & Sons. Mr. Gorman 
is sales manager; Mr. Murphy is factory 
manager; Mr. Waterhouse is buyer. 


CHANGING FACTORIES 
Three Concerns Re-Locating 


Bell Bros. Company, shoe manu- 
facturers, are moving from the B. J. 
Mulligan factory on Boston Street, 
Salem, to the Rialto factory, 51 Canal 
Street, Salem. The Rialto Company 
has moved to the Grover factory, 26 
Oxford Street, Lynn. 

B. E. Grover, who makes cartons and 
packing cases, has moved from 26 Ox- 
ford Street to the Phelan factory at 
411 Broad Street, Lynn. 





” electric motor in its base. 
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P. J. Smith Company, makers of 
counters, is moving from the Rialto 
factory, Salem, to the Curtis factory, 
Foster Street, Salem, which it has just 
bought. 


EMBOSSES TOP FACINGS 
Trade-marks in Gold or Silver 


A new Lynn machine embosses trade- 
marks on top facings of shoes. It 
embosses them in gold or silver. It 
does its work in the packing room, just 
before the shoes are put into the carton. 
So there is no chance for the trade 
mark to become soiled, or bruised, as is 
the case when the trade mark is put on 
during the earlier stages of manu- 
facturing. The new machine has an 
So it can be 
moved to any part of the packing room 
that can be reached by an electric wire. 


FROM STOCKINGS TO HEELS 
An Interesting Change 


Martineau & Burke, Boston leather 
merchants, have taken the Essex stock- 
ing factory at Ipswich, and are using it 
for the manufacture of heels. 


A GROUP OF FACTORIES 
of Brick and Steel 


Plans have been prepared by a Boston 
construction engineering firm for a 
group of factories, of brick and steel, 
six stories high, to be built in the North 
Shore district, and to be leased to shoe 
manufacturing concerns. 

Another Boston engineering concern 
is considering plans for a modern ware- 
house, to be built in Peabody, for the 
accommodation of the tanners. 


TWO SHOE MEN 
Elected Trust Company Directors 


Albert N. Blake, of the Watson Shoe 
Company, was chosen a director of the 
Essex Trust Company, Lynn, last 
week. 

Clarence Bell, of Bell Bros. Company, 
shoe manufacturer, was chosen director 
of the Manufacturers’ National Bank of 
Lynn last week. 


APPRAISERS OF WINSLOW 
ESTATE 


The Value More than $1,000,000 


Charles E. Harwood, of the Harwood 
Counter Company, Fred J. Frey, kid 
leather merchant, and Samuel H. 
Hollis, lawyer, are appointed ap- 
praisers of the estate of the late Louis 
M. Winslow, Lynn, kid leather manu- 
facturer, who was recently killed in an 
automobile accident. The estate is 
said to be worth more than $1,000,000 








Wer h Buy 
W Miscellaneous 








RITE-AWAY 


TRADE MARK 


REEL OUTFIT 


PATENT PENDING 
BRAID ON THE REEL 
MANUFACTURED BY 


H. W. RAMSAY & COMPANY 
145 FEDERAL STREET, BOSTON, MASS. 








UNIVERSITY 
TROT a? RY 





MERCANTILE 
AND 
SAVINGS 


ACCOUNTS 
41 BEDFORD STREET, BOSTON 


Fox 2-Ply Shoe 
Tongue Pad as 
The o one having 


the 2-ply Feature. 
Made Exclusively by 


THE FEDERAL OVERGAITER CO. 


16-18-20 E. 12th St., New York, N. Y. 

















mune Losses Turned to Profits { smn: 


Your window-faded shoes restored to perma- 
nent, newest colors by my omey new process— 
NO PAINT! Nothing tike ft lore. 

In 30 yonse we vo saved aliens of factory 


Has up Co Go cme Bir yeu! : 
Rubbers and seas? made 








| ie mark of 


ererere| ny arere buckles 
ever since 05 


L.ALTERSON & CO. San? 


PHONE GREELEY GO6 


102 W 34 St., New York City N.Y. 


o¢ Polishes * 





_™ Shoe 





The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
61-69 Murray St. 
New York 
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Where to Buy 


MEN’S SHOES 








FINE FASHIONS FOR MEN 


PLAIN 
CARTONS 


UNION 
MADE 


FISKE SHOE & LEATHER CO. 


717-719 Atlantic Avenue. Boston 


Men’s Welts 


UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 


ghee Factery Salesroom 
pro *.. Mark Goodkin New York, N. Y. 














-KNIPE BROS.- 


MAKERS OF MEDIUM PRICE 


McKAYS and WELTS 


Specialty of Flexible Welts 
Factory WARD HILL, MASS. 











Where to Buy 


Men’s, Women’s and Children’s Shoes 








ELIAS BERLOW 
Selling Agent 
“FISKE”—MEN’S SHOES 
“ ASBORN” CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 














DISTINCTIVE , 
| RUBBER 
FOOTWEAR 
anamice RUBBER CAMBRIA 





HENRY LILLY CO. 
88-90 Reade Street - New York 
The Only Exclusive 
Shoe Auction House 
Trade Sales Every Wednesday 
and Fridav 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 











EXCELLENT RECORD OF BOND 
BUYING 
$1,263,950 for Five Issues 
The report of the Liberty Bond Com- 
mittee of employes of the A. C. Law- 
rence Leather Company shows that 
3,783 employes bought $1,263,950 
worth of bonds for the five issues. 
In the recent Victory bond drive, 98 
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per cent of the employes in the Peabody 
plant bought bonds. In eight of the 
36 departments of the factory, every 
employe bought a bond. 

The employes of the pigskin de- 
partment won a German helmet as a 
prize for the record high buying of 
bonds. Every employe subscribed, and 
the average subscription was for $167 
worth of bonds. 


Gan Francisco 


SUMMER MODELS IN DEMAND 
Good Quality Merchandise Leads 


San Francisco trade has shown no 
falling off during the last month, 
while it is still a few weeks early for a 
particular call for white goods, the other 
Summer models including pumps of all 
kinds and satin oxfords, are enjoying a 
strong demand, the merchandise of good 
quality continuing in the lead. Very few 
retail merchants reported any notice- 
able decrease in the business during the 
recently closed Victory Loan drive. The 
general condition was “Business as 
usual.” 


AN IMPORTANT CHANGE 


In Management of Shoe Depart- 
ment 

An important change has occurred in 
the management of the shoe department 
of the White House. Harry A. Gibson, 
well known to the local trade as a com- 
petent member of Rosenthal’s staff has 
been placed in charge of the White 
House shoe organization, assisted by 
J. H. Reinhart, who has. been identified 
with the women’s department for some 
time and Harry Polmer who will devote 
his efforts to the men’s footwear. Mr. 
Polmer was formerly associated with 
the White House but for the year pre- 
vious to this latest affiliation, Mr. Pol- 
mer was the proprietor of the Polmer 
Boot Shop in Market Street. 


AT THE EMPORIUM 
Many Good Features 


The shoe department of the Empo- 
rium reports a very satisfactory Spring 
and Summer sales volume. A recent 
advertisement of this house featured 
Colonial pumps with satisfactory re- 
sults. Among other brisk sellers were 
mentioned satin oxfords, gray suede 
pumps and oxfords and bronze footwear, 
this last coming rather strong recently. 
A good line of popular priced buckles is 
on display at all times, and the line 
of hammered silver and copper buckles 
originated and manufactured by G. R. 
Rule, assistant manager of the depart- 


.K Street. 


ment, comes in for a large share of the 
sales. 
DEERING BROS. COMPANY 
Take Five- Year Lease 

* A five-year lease has been taken by 
the Deering Bros. Company of Sacra- 
mento on the store adjoining the present 
location and will be added to the estab- 
lishment, giving a 42-foot frontage on 
It is claimed that the added 
floor space will give the shop the dis- 
tinction of being one of the largest ex- 
clusive men’s and women’s shoe stores 
west of the Rocky Mountains. Deer- 
ing Bros. Company ovened for business 
in Sacramento a little over six months 
ago and have taken this opportunity of 
adding necessary extra space. 


NEWS FROM THE COAST 
Items of Interest 

E. H. Snow, a shoe manufacturer 
of Boston, Mass., was a recent San 
Francisco visitor. 

The Lewis Sample Shoe Company, 
Inc., 821 Market Street, San Francisco, 
is to hold a special meeting July 7 to 
take up the question of increasing the 
capital stock of the concern from $10,- 
000 to $40,000. 

N. Abood, 2315 Mission Street, San 
Francisco, having purchased the Merit 
Shoe Shop, has announced that he is not 
responsible for bills contracted after 
March 8. 

Homer Pray has resigned his posi- 
tion’ with the Sierra and San Francisco 
Power Company at Sonora, Cal., to 
enter into the retail shoe business with 
his father at Sacramento, Cal. 

Briefs from Nevada 

Chas. Berquist of Reno, Nevada, has 
secured a lease on the property at 244 
North Virginia Street and will install 
his business there as soon as necessary 
alterations are.completed. He has pur- 
chased a quantity of modern machinery 
and will conduct a first class repairing 
department. 

Jack C. Elledge of the shoe firm of 
Elledge & Tait, Reno, Nevada, passed 
away some time ago. 
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Utica N. Y. 


BIG INCREASE IN BUSINESS 
Men’s Shoes Selling Well 


Retail shoe merchants of the city in 
general report a large increase in busi- 
ness during the month of April and the 
first three weeks of May this year as 
compared to the corresponding period of 
‘ast year. Men’s shoes take the lead, 
due largely it is believed, to the great 
number of soldiers who are returning 
to Utica with their discharges from 
service. 

There’s a peculiar thing about soldiers 
here. They are not sticking to the wide 
soft-box shoe as was said they would. 
Just as soon as they get their uniform 
off, they purchase the latest there is in 
the English last. Shoe salesmen are 
also finding it hard to fit the returned 
soldiers in this last for the feet have 
spread out more or less from wearing 
army shoes. This is especially so with 
the men who went to France, and were 
attached to Infantry regiments. 


OXFORDS IN DEMAND 
An Early Season 


J. T. Bradley, manager of the retail 
shoe department of the Wicks-Green- 
man store, inventor of the Bradley Time- 
Saving Shoe Fitter and one of the oldest 
shoe men in this section, stated to the 
‘‘Recorder’”’ representative here that 
there seems to be a greater call for 
oxfords than ever before at this time of 
the year. Mr. Bradley says that it is 


usually about June 1 before Uticans 
purchase their oxfords, but the soldiers 
have changed this custom, probably 
because they have worn the high shoes 
so long that they do not mind chancing 
the weather in order to get low-shoe 
comfort once more. 


A REVIEW OF LOCAL SITUATION 
Black Shoes for Men 


In reviewing the local retail situation, 
Mr. Bradley states that the present 
season will without a doubt overshadow 
all others since the United States en- 
tered the war, with the sales for the 
last six months showing great increases. 
The dark tan and cordovan shades in 
shoes he says, are continuing to hold 
their own in Utica, while for men, black 
oxfords are in big demand. Asked to 
give a reason for this, he said: 

“‘Take men as a rule, and they wear 
black socks for the most part. If not 
black, a dark colored sock and you 
can’t make a man believe that a light 
colored shoe looks well with a black 
sock. They figure that on buying the 
black oxford, they will not need to get 
in a supply of colored socks. I am 
speaking for the great majority of my 
trad2. I can’t say much about that of 
the other merchants. 

“*To get back to the local situation, | 
think that with the soldiers coming 
home in large numbers daily, we can 
safely depend upon this being a banner 
season.” 


Grand Rapids 


BUSINESS IS HUMMING 
Better Grades of Shoes in Demand 


Business here is humming and this 
applies alike to manufacturing, jobbing 
and retail. The factories are working 
to capacity and orders are coming in 
in such volume as to make the manu- 
facturers wish the capacity were greater. 
In the retail trade the time is not 
recalled when business. has been so 
active. The greatest demand both 
wholesale and retail is for the medium 
better grades, while the cheap shoes, for 
all ages, are neglected. The farmer trade 
is also calling for better shoes, heavy for 
field work, and almost as dressy as the 
city trade requires for Sunday. In 
women’s wear, the heavy demand con- 
tinues to be for oxfords in blacks and 
tans. The Michigan weather has been 
backward and this has delayed the call 


for white goods, but it is expected 


trade will open about the middle of the 


month and very good business is looked 


for. 
ADVANCE IN PRICES 


The Event of the Week 


In manufacturing and jobbing circles 
the event of the week has been the 
advance in prices. One of the local 
factories puts a horizontal lift of ten 
per cent on prices for the medium and 
better: goods, and other factories have 
advanced on different patterns from 5 
to 10 per cent. The new price lists go 
into immediate effect, applying to all 
future orders. Orders: already on the 
books will be filled at the old prices. 
Still further advances are looked for. 

The advance in prices seems to 
stimulate instead of depressing trade, 
as the orders have heen coming in more 
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Where to Buy 


MISCELLANEOUS 








THE OscaR ONKEN Co. 
1141 W. A t., Cincinnati, Ohio, U. S. A. 











LATEST STYLES IN 


COLONIAL BUCKLES 


Slipper Bows, 
Ornaments, Buckles, ete. 


D. T. DUDLEY & CO. 


66 Washington St. Heverhill. Maes. 











RUBBER TOE-SANdals 
For Modern Footwear 
The Molded heel strap is 
strong and elastic 
WM. SUMNER SMITH 

ales Agent 


NEW YOP« CHICAGC 








SALES LETTERS 


« MULTIGRAPHED- 
FILLED IN--SIGNED-- 
MAILED. 


F. S. ROOT CO. 


BUSINESS pret acrry. SERVICE 
6 BEACON ST., BOSTON 








FURNITURE) 


Write 
ae 


ceeilicaeelll 
1047 Kenner St., Cincinnati, 0, 








QUESTIONS 
ANSWERED QUICKLY 
in “Where to Buy” columns—ea 
growing directory for all the trade, 


presenting answers briefly to eur- 
rent problems in merchandising. 











Where to Buy Srvtzs 


An extra editorial service to ‘‘Recorder” 
readers, free for the asking, with authentic 
information on, current problems. 
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A Mutual Service 


" We show the wholesaler té whom he 
may safely grant credit. 


We show the retailer how he may 
make his account safe for credit. 


Our service is of mutual help to the 
wholesaler and to the retailer. 


Write Us TODAY 


The Credit Clearing House 


“Builder of Better Credits” 
Executive Offices: 440 Fourth Ave., New York City 
Branches in all important cities 














WELT PUMPS IN STOCK 
A-C 


386 White Canvas Pump, 
Fonda, Wood Cuban Heel 


$5.25 
UPHAM BROS. SHOE CO, 
Stou 


Aton, , Mass. 











588—Patent Leather 2 + ae 
588— 
= es pe DwE8 toil. x: 


BACON-ROLLINS COMPANY } 


ESSOR TO GEO. F. DANIELS 
LYNN, MASS. 
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freely since they went into effect. 
Early in the year, the buying was 
largely of the small and often character 
because of the price uncertainties. 
About a month ago a change to more 
liberal orders became noticeable, and 
now the disposition seems to be to 
order pretty close to the limit. All the 
trade reports on material and labor cost 
seem to insure that if prices change 
again it will be upward and not at lower 
levels. In the retail trade customers 
are being told of the prospective ad- 
vance in the Fall and this may be one 
reason for the great activity in trade. 


THE LUXURY TAX 
Not Proving Popular 


The so-called luxury tax is causing no 
trouble here except in keeping the 
accounts. Buyers are paying it without 
any great protest when they under- 
stand that it is a government proposi- 
tion. At first there was some fault- 
finding and customers in some in- 
stances tried to shift the payment to 
the merchant by refusing to take the 
goods. The tax, however, is not popu- 
lar and its early repeal is hoped for. 


LOCAL AND NEARBY TRADE 
Visiting and Co-operating 


The manufacturers and jobbers are 
co-operating with the wholesalers in 
other lines to build up the Grand 
Rapids trade. One week they took an 
automobile trip in a body to Hastings, 
visiting a dozen smaller towns on the 
way, calling on the local merchants, 
getting a line on trade conditions and 
taking a look at the crops. The next 
week the merchants of Greenville visited 
Grand Rapids in a body and were 
entertained with a parade, dinner and 
speech making. These one-day trips 
to the nearby towns, and the visit here 
of the merchants from the nearby 
towns have been found very profitable 
as trade builders. A new stunt that is 
being tried out is for each house to offer 
special bargains on Wednesday of each 
week, but not announcing what the 
bargains will be. The buyers come in 
to take a look at the bargains and stay 
to buy from the regular line. 


TWO NOTES OF INTEREST 
' Regarding Local Firms 


H. S. Johnson and Chas. D. Lathrop 
of the Rindge-Kalmbach-Logie Com- 
pany are in the East on a business trip. 
A. Herold of the Herold-Bertsch Com- 
pany has just returned from Boston. 

The Grand Rapids Shoe and Rubber 
Company is in its spacious new quarters 
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and kept open house to visiting mer- 
chants from Greenville, Wednesday. 
The office and show rooms are on the 
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first floor, with 40 feet frontage, and 
the upper six floors are for warehouse 
and storage. 


St Louis 


BUSINESS CONTINUES GOOD 
In All Branches of Trade 


Conditions in the shoe trade con- 
tinue to show much the same char- 
acteristics as have prevailed for some 
weeks. The manufacturers and jobbers 
are having the same active call for 
goods for fill-in and future delivery and 
the retail stores are reporting a steady 
demand for current merchandise with 
no special outstanding features other 
than those natural to this season of the 
year when Spring is turning into Sum- 
mer. The weather locally during the 
week was somewhat unpleasant with 
its surplus of rain, but this had little 
or no effect upon the aggregate of 
business, so the retail merchants de- 
clare. In the wholesale end of the 
business plants are operating to the 
extent of their labor capacity with 
every prospect of continuing steadily 
through the Summer and even the 
year, save for such shut downs as are 
necessary for the overhauling of plants. 
Consideration of additional factory 
capacity is engaging the attention of 
many of the local concerns and along 
all lines there is an activity which 
promises steady, profitable business for 
a long period ahead. 


A FACTORY ADDITION 


Hamilton-Brown Shoe Company 
Lets Contract 


The Hamilton-Brown Shoe Company 
has let a contract for the construction 
of an addition to its factory at Co- 
lumbia, Mo., 25 x 60 feet, three stories 
high. The addition has been made 
necessary by the increased demand for 
the footwear made in the Columbia 
plant, the Hamilton-Brown Company 
following the practice of specializing 
shoe manufacture in the individual 
plants which it operates. The reports 
of the company’s business show it to be 
steadily increasing and the stock of 
the company, on the market, is steadily 
advancing, being quoted at present at 
165 bid and 170 asked. 


T. R. SAMUELS IN THE 
ORIENT 
Will Return Home July 1 


T. R. Samuels, president of the 
Samuels Shoe Company, shoe whole- 
salers, St. Louis, left for a trip to Japan 


and the Orient, March 10. He is 
expected home July 1. He is bringing 
back with him samples of Japanese 
shoe making and his father promises 


T. R. SAMUELS 


President Samuels Shoe Co. 


that he will have much interesting 
news to give out on his return to St. 
Louis. 

Mr. Samuels is the head of one of the 
youngest shoe jobbing houses in St. 
Louis, having been in business now a 
little less than four years and doing a 
total of business this year of more than 
$2,000,000. 


A Boat Excursion of Shoe and 
Leather Men 


The officers and committees of 
the Shoe and Leather Club are pre- 
paring actively for the annual June 
boat excursion which has proved so 
successful in the past and which is 
expected to add a considerable amount, 
as usual, to the treasury of the club. 
The club continues to enjoy the success 
which has steadily followed its reor- 
ganization a few years ago and the 
membership is continually on the 
increase. 


New Shoe Stores 


Springfield Mercantile Co., Waverly 
Ill., shoes, etc. 

Aaronson & Befkin, Hagerstown, 
Maryland, shoe department about to 
commence business. 
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ALL SIZES and WIDTHS , OUR 
: BEST QUALITY OXFORD 


7 BLACK and BROWN LEATHERS, 
POPULAR STYLES READY FOR 


on these 


IN STOCK TODAY y IMMEDIATE SHIPMENT. 


DREAM Last. 

#486 Black Kid Oxford 
Widths A, B, C, 
Sizes 21/2 to 8, 
Price, $3.35 


#483 Brown Kid Oxford 
With A, B, C, D, 
Sizes 2 1/2 to 8 
Price, $4.10 

(illustrated above) 


KIPPY Last. LISTEN! !!! KIPPY Last. 


#495 Black Kid Oxford THE LARGEST OXFORD SEASON #489 Brown Side Oxford 
Widths A,B,C,D,E, Widths A,B,C,D,E, 
Sizes 21/2 to & FOR YEARS Sizes 21/2 to 8 


Price, $3.35 TS NOW ON. Pric;, $3.40 
Browd Kid Oxford EVERY NUMBER IN STOCK. 
Widths A,B,C,D, HERE REPRESENTED 
Sizes 21/2 to 8 : 
Price, $4.10 a6 ee ees 
(illustrated above) AND SURELY, 
IN STOCK. YOU NEED SOME SIZES. 
DO NOT WAIT; BUT SEND YOUR ORDER TODAY; MANY OTHER STYLES ALSO IN STOCK. 


hy, 
Jy, 





MANCHESTER, N. H. 


See this PLANT grow. 
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New Orleans 


A, BIG WHITE SEASON 
Colonials Wanted by Carload 


New Orleans dealers are enjoying a 
great season in white shoes. Nearly 
every store reports a big demand due 
no doubt to the pleasant Spring 
weather that we are enjoying. There 
seems to be a shortage of Colonials and 
most dealers report that they could sell 
car loads of this style if they were able 
to get them. 

That the public is willing to pay high 
prices for good shoes is the opinion of 
New Orleans dealers. Business is re- 
ported in good condition all down the 
line from the big department stores to 
the suburban stores. 

Phil Schiro, manager of Roth shoe 
store, reports an unusual demand for 
white. Colonials are scarce and, in 
fact, Mr. Schiro reports that they are 
entirely out of them. 


NEWS HERE AND THERE 
Business Never Better 


Louis Sporl says that white pumps 
with buckles and plain pumps are sell- 
ing strong. In fact, he says every style 
in white is going good. 

The Crossett Store reports that ox- 
fords, in dark brown and white are 
selling fast. Manager Wild says busi- 
ness was never better. 

The Walk-Over store reports about 
70 per cent sales in white shoes, with 
oxfords going strongly and Colonials 
and browns holding their own. Black 
shoes are in demand, but not as great as 
whites. 

Ernest Leonhard Sons, in the lower 
section of the city, reports a great sale 
in white colonials and pumps. White 
shoes are going very strongly, according 
to Ernest Leonhard. 


Manager Rene Robert of the Leon 
Godchaux’s shoe department reports 
big sales in white canvas. Godchaux 
is featuring Boyden Shoe Mfg. Com- 
pany shoes as leaders, and according to 
Manager Robert his concern is making 
new friends daily. Godchaux’s is also 
having big sales in children’s high grade 
shoes. White high tops are moving. 

M. F. Duff reports a big rush for 
white shoes for the little tots; this is 
due in a great measure to the First 
Communion classes in our _ local 
churches. 


A GROUP OF FOUR 


Messrs. Stern, Verlaque, Levy, 
Hogan 


Manager Sol Stern of the Maison © 


Blanche shoe department reports a big 
business in white shoes. “If we had 
some colonials we would clean up. 
There is a big demand for them, but 
we are entirely out.” The public is 
asking for high priced shoes and are 
willing to pay the price. 

Alphonse Verlaque is perhaps the 
luckiest dealer in New Orleans. He 
has several cases of Colonials and they 
are going strongly, he says. White 
pumps and colonials are moving well. 
Oxfords are not strong at present in his 
section, according to Mr. Verlaque. 

Ralph P. Levy, manager of the 


Pokorny chain of stores, is in Boston: 


on business. He is expected back in a 
short while. 

Manager George Hogan of Marks 
Isaacs Company, Ltd., reports a big 
demand on oxfords, colonials and 
pumps. “The public is willing to pay 
any price for good shoes,” says Mr. 
Hogan. 


Detroit 


NEW RETAIL ORGANIZATION 
Of Centrally Located Merchants 


The retail merchants of Detroit have 
perfected an organization of the cen- 
trally located retail establishments 
which: will be affiliated with the Board 
of Commerce. The retail merchants’ 
bureau will have the backing of the 
Board of Commerce in both an active 
and an advisory capacity. Two repre- 
sentatives have been elected for each 
trade, 
trade being J. E. Wilson, the Walk- 
Over Shoe Company, and A. O. Day, 


. R. H. Fyfe & Co. 


those representing the shoe . 


Mr. Wilson was 
elected chairman of the executive 
committee and Mr. Day will act on 
the membership committee. 


A NEW PRESIDENT 
Thomas J. Jackson Elected 


Thos. J. Jackson, president Thos. J. 
Jackson, Inc., was elected president of 
the Detroit Retail Shoe Dealers’ Asso- 
ciation to fill the vacancy caused by the 
resignation of Chas. Heath, formerly 
with the J. L. Hudson Company. The 
meeting, which was specially called for 


BOOT AND SHOE RECORDER | 119 


the election, was well attended and the 
selection of Mr. Jackson appeared to 
please all concerned. In accepting the 
office Mr. Jackson said: 

“T would not want to be president of 
this association unless I could have the 
assistance of Steven J. Jay, as vice- 
president. Neither would I accept the 
office if I did not feel that I could have 
the support and co-operation of its 
members. 

“T want to emphasize that the success 
we are, without a doubt, going to have, 
does not depend on the president, nor 
the officers, but it depends on you who 
make up the organization. Therefore, 
we must have definite plans to follow. 
I will try to present at our next meeting 
some recommendations or suggestions, 
of what I believe will be necessary to 
make the association what we all would 
like to have it be. 

“‘As for myself, I pledge you my best 
efforts to help you make the association 
one among the best and most interesting 
in the country. So let us adopt as our 
slogan, four letters, comprising two 
words, ‘GO ON’.” 

Mr. Jackson will advocate a closer 
relation between the employers and 
employes and work out some system 
by which the rank and file can be re- 
ceived as members of the organization 
to the advantage of both. 

D. M. Barrett, father of the World 
Salesmanship Congress, addressed the 
meeting, taking “‘Perseverance” as the 
keynote of his topic. 

The next meeting will be held at the 
Fellowcraft Club and will take the form 
of a banquet. Arrangements, are under 
way to secure an attendance of 400 at 
this banquet. 


WINDOW DISPLAY 
With an Attractive Feature 


Sometimes a very simple thing will 
make a pleasing feature in a window 
display. In one of the J. L. Hudson 
Company windows the display man has 
secured a needed spot of bright color by 
adding a silk settee cushion. The cush- 
ion is circular in shape, puffed silk in 
changeable colors being used as a 
cover. A pair of dainty pumps were 
shown on the cushion. 


TWO SHORT STORIES 
Of Retail Store Happenings 

Some queer incidents happen in the 
retail shoe stores of the country. “I'll 
take these shoes,’”’ said a customer to 
Walter Lawrence, salesman at the 
Emerson Shoe Store the other day, and 
while Walter was at the top of a ladder 
getting the stock-ticket from the carton 
the customer did take them—without 
paying for them. 
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LUG the Holes in Your Stock 
of Dark Tan Oxfords with 
the Numbers Listed Below. 


The three numbers listed below are being called for daily 
by dealers who know the great merchandising value of 


KEITH’S KONQUEROR SHOES 


No. 956 Low Shoe 
“ 750 High Shoe 
** 741 High Shoe . 


Refer to our catalogue for description and prices. If you 
have none, send for copy. 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 


~~ idm nina 


BAREFOOTS 
—AT ONCE 


5-8 84-11 1144-2 
633 Tan Sandal 
652 White Sandal 
673 Patent Sandal 


802 
733 
730 
752 
771 


Tan Grain Sandal 
Tan Lotus Sandal 
Black Sandal 
White Sandal 
Patent Mary Jane 


$0.80 
1.00 
1.00 
1.00 
1.05 


$0.90 
1.10 
1.10 
1.10 
1.20 
1.25 


$1.00 
1.25 
1.25 
1.25 
1.35 
1.45 


721 White Mary Jane 1.10 

5 814-11 111442 214-6 

736 Tan Lotus Oxford, Imt. Tip : $1.25 $1.45 $1.85 
746 Black Oxford, Imt. Tip ; 1.25 1.45 

1036 Tan Lotus Play Oxford F 1.20 1.35 1.75 
1046 Black Play Oxford F 1.20 1.35 
1066 White Play Oxford ; 1.20 1.35 

735H Tan Lotus Oxford, Imt. Tip 1.85 2.15 

5204 Tan Lotus Ventilated Ox. 2.15 


HAGERSTOWN SHOE & LEGGING CO. 
HAGERSTOWN, MARYLAND, U. S. A. 
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In this same store a colored customer 
had purchased a pair of shoes, but 
needing hose, he picked up a box that 
was lying open on the seat beside him. 
One of the salesmen saw the act and 
asked, “Is that your parcel?’ The 
colored man answered, ‘‘Boss, those are 
just what I’se been wantin’,’”’ but left 
without them. 


MUCH ACTIVITY 
At Fyfe’s Shoe Shine Parlor 


The Shoe Shine Parlor of the R. H. 
Fyfe & Co. store is a busy place these 
days. The arrangement of the parlor 
is unique in its many features. The 
patrons are seated on a raised platform, 
the “‘shiners’’ working from the lower 
floor. Running water is provided for 
washing the shoes when necessary, 
while condensed air provides a means of 
drying them. The polishes and other 
necessities are kept in a cabinet built 
under the floor occupied by the patrons. 


To prevent undue tipping of the 
“shoe-shine” patrons are required to 
purchase tickets of the cashier who is 
located near-by, the shoe-shines col- 
lecting the tickets instead of a cash 
payment. 


DETROIT BRIEFS 
Interesting Retail News 


Morray Harris, after an absence of 
18 months with the 33lst Ambulance 
Corps, has resumed his duties at the 
E. & R. store, 78 Woodward Avenue. 

J. F. McNeil, founder of the Thayer- 
McNeil Company, Boston, Mass., paid 
a visit of inspection to their new baby 
store at Detroit. He was accompanied 
by J. G. McNeil, vice-president of the 
corporation. 

A foreigner entered one of the down- 
town retail stores recently and offered 
a liberty bond as collateral for a pair of 
shoes. He was accommodated and 
redeemed the bond next day. 


Lynchburg Va. 


Local Merchants Report Higher 
Grade Shoes Sold 


Local retail shoe merchants state 
that their business so far this year is far 
ahead, in money receipts, of the same 
period last year. The number of sales 
is not quite as great; however, they are 
looking for a pick up in this as the 
soldiers return in greater numbers. On 
the average, a much higher grade shoe 
is being sold than has been the case in 
former years, customers demanding 
quality regardless of the price. This is 
taken as a good sign, indicating there 
is plenty of money in the hands of the 
public and it is believed, also, the satis- 
fying of this desire for higher grade 
shoes will educate the wearers into the 
habitual wearing of better shoes. 

More attention also is being paid to 
style than was ever the case before, it 
is said by retail merchants, the English 
last being much in demand locally. 


Returned soldiers apparently have had 
enough of broad toes and they are 
buying the narrower kind as rapidly as 
they doff their uniforms. 


Southern Conditions Satisfactory 
Throughout Retail Trade 


Conditions in the retail shoe trade 
throughout the South, as revealed in 
reports received from local manu- 
facturers through their traveling sales- 
men, continue highly satisfactory. 
There is such a brisk demand that the 
manufacturing concerns are finding it 
more and more difficult to keep up 
with the orders, although all plants are 
running on full time. Collections are 
above the average for the past several 
years and prospects for a continuance 
of the present highly satisfactory con- 
ditions are considered very bright. 
Orders for future and immediate de- 
livery are piling up. 


Chicago 


Record Breaking Business— 
White Shoes Prominent 

Indications for exceptionally fine 
weather for the rest of the season are 
making all the merchants hopeful; 
many expect that the increase in busi- 
ness will eclipse the drop in last week’s 
trade. 


White shoes have commenced to sell 
this week with a sudden rush. White 
buckskin and white canvas and the 
sport styles were the predominating 
sellers. The manner in which the 
white season is opening promises well 
for the most active white shoe selling 
periods in the trade’s history. 
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PUMPS LEAD 
In All Styles 


All styles of pumps are being called 
for, while novelties such as brown suede 
pumps, etc., are having a most un- 
usual demand. The women’s depart- 
ments report good business. 

The commencement of a siege of 
warm weather has increased the sale 
of men’s oxfords. The darker tan 
colors are the most popular. 


ASSOCIATION OUTING 
In June at Olympia Field 


The annual outing of the Shoe and 
Leather Association of Chicago will be 
held the second week in June at Olympia 
Field. Golf, baseball and races are 
planned. There are three big golf 
courses at Olympia Field. Luncheon 
will be served at noon and a course 
dinner in the evening. Announce- 
ments as to special trains will be made 
by Secretary P. C. Wilson. 


WHOLESALE TRADE 
CONDITIONS 


Many Buyers in Town 


The wholesale district, as the retail 
trade, felt the effects of the bad weather 
of last week and business from the 
Chicago territory was somewhat off 
schedule. Many buyers were in town 
and purchased liberally all kinds of in- 
stock footwear, in the women’s, men’s 
and children’s lines. 


JULY 7-11 
Dates of Big Exposition 


All branches of the shoe trade in 
Chicago are keyed up to high pitch 
regarding the Chicago National Shoe 
Exposition, which will be held at the 
Morrison Hotel on July 7 to 11. 
Rooms have been allotted to those 
concerns who have made previous 
reservations for space. The demand for 
space has been so overwhelming that 
another floor, the seventh, has been 
taken over for the purpose of providing 
exhibit space for late-comers, making a 
total of five floors for the exposition. 
With the return of George E. Harrison 
from the East, the committees in 
charge of the active affairs of the ex- 
position will hold numerous meetings 
for successfully carrying out the details 
of the event. 


“THE BRIDE’S FOOTWEAR” 


An Attractive Advertising Caption 


The above is the caption of an ad- 
vertisement that Marshall Field & Co. 
ran in the newspapers last week. The 





















































°, 
ww ty o 
“2rmmw™ Many 

















% 

i the [ 
/ GOSSETT 
H -shoe : 
S“MAKES LIFE’S WALK EASY"S 
% TRACE MARK eS 
nnn, : san 00H 


No. 146 


Taupe Gray Buck Top, Brown 

Calf Vamp, Parkway last, Bal 

pattern.as shown, widths AA to 

D. For immediate delivery. 

In ordering specify No. 146. 
A strong selling style. 











*“*PARKWAY’’ MODEL. DARK BROWN CALF, ALSO GUN METAL CALF 
FURNISHED PROMPTLY FROM THE CROSSETT IN-STOCK DEPARTMENT 





N shoes there is one feature, and only one, that is 
susceptible of real permanence. 


That feature is quality. 

From year to year shapes change; patterns change; 
leathers change; trimmings change. The best of shoes 
pay deference to variations of style. 

But permanence of quality is the recognized hall-mark 


of trustworthiness. 
Crossett Shoes have that hall-mark. ‘They have always 
maintained their quality—and always will. This is the 
Crossett manufacturing creed. 

Shall We Send You Our Spring Stock Catalog—or a Crossett Salesman? 


LEWIS A. CROSSETT, Inc. 


Address all communications to 
NORTH ABINGTON, MASS. 


NEW YORK SALESROOM SAN FRANCISCO SALESROOM BOSTON SALESROOM 
606 Marbridge Bldg. 417 Pacific Bldg. , 58 Lincoln Street 
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ad included an announcement particu- 
larly emphasizing a special room that 
‘has been outfitted to give particular 
attention to the footwear of the bride- 
to-be. A paragraph in the advertise- 
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ment contained the following sugges- 
tion— 

“For her wedding—white satin slip- 
pers with twigs of orange blossoms as 
ornamentations.” 


Boston 


SELLING GOODS TO SHOE TRADE 
Hotel Man in New Line of Work 


Arthur Kingdon, for 24 years em- 
ployed by the United States Hotel, 
Boston, has engaged with Stone & 
Forsyth Co., paper and twine manu- 


ARTHUR KINGDON 
Well known to the Shoe Trade: 


facturers, with store on Lincoln Street, 
Boston. He will cover the shoe and 
leather trade in Boston and vicinity and 
has already established relations with 
his customers. Arthur Kingdon, 
through his long association at the 
United States Hotel, enjoys the per- 
sonal acquaintance of hundreds of shoe 
and leather men in all parts of the 
United States, especially in Boston and 
nearby towns, by all of whom he is 
esteemed a royal good fellow. His 
many acquaintances wish him every 
success in his new field of endeavor. 


AN AUSTRALIAN VISITOR 


‘ Robert S. Mosely Calls at 
**Recorder’’ Office 


A visitor at the ‘Recorder’ office 
this week was Robert S. Mosely of 
Lion & Mosely of Sydney, Melbourne 
and Dunedin, Australia, also of Mosely 
Bros., London. Mr. Mosely’s trip to 
the States was occasioned by his wish 


to secure representation of American 
lines of higher grades. He left Boston 
on Wednesday for a visit to New York 
and from there will visit the principal 
cities of the country. He plans to sail 
for London from San Francisco, July 6. 


HERBERT T. MASON’S NEW 
AFFILIATION 
Treasurer of Quabaug Rubber 
Company 

The Quabaug Rubber Company of 
North Brookfield, Mass., has recently 
been fortunate in securing the services 
of Herbert T. Mason as Treasurer, 
Sales Manager and Director. Mr. 
Mason is an expert in the subject of 
fiber soles and heels and has a wide 
personal acquaintance among the man- 
ufacturers in New England and else- 
where. 
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For a long time he was affiliated with 
the Goodyear Tire & Rubber Co. in 
the New England field in a managerial 
capacity. He will devote his time and 
attention to still further increasing the 
heavy sales on “‘Armortred”’ soles and 
heels. 

The President and Factory Manager 
of the Quabaug Rubber Company, 
T. C. Richards, is much pleased at Mr. 
Mason’s connection with the company, 
as the new arrangement will enable Mr. 
Richards to devote his entire time to 
the production end. 

Mr. Mason, who previously resided 
for some years in Brockton, will now 
still further identify himself with the 
interests of North Brookfield by estab- 
lishing his home in that town. 


BLUE KID SHOES 


In Oxfords and Colonials Featured 
Throughout the City 


The shoe and department store 
windows are showing beautiful models 
of sport shoes in white and colors. 

Blue kid oxfords at $12 and blue 
kid colonials at $15 with buckles at an 
extra compensation are prominently 
featured in some of the stores. 


Brockton 


FOREIGN LEATHER BUYING 
RESPONSIBLE. 


For Continued High Price of 
Material 


“I read with interest,”’ said a Brock- 
ton manufacturer, “the statements 
made in the Brockton department of 
the ‘Recorder’ in reference to the high 
prices of leather and the reasons there- 
for. These statements were all true 
but there is one point which was omitted 
and that is, the present prices for leather 
are practically made in Europe. Large 
purchases of American leather by for- 
eign buyers have created such a scarcity 
of stock that there is not enough to go 
around. The same is true as regards 
raw materials, which come from abroad, 
and for which English, French and 
Italian buyers have competed with 
Americans. 


Of Interest to Shoe Buyers 

“In this country the foreigners have 
been paying fancy prices for all good 
grades of leather. This increasing de- 
mand has caused a great decrease in 
good leather of all kinds. There is 
plenty of cheap stock which is not 
wanted for the kind of shoes which the 
trade calls for at the present time. So 
long as these conditions continue high 


prices for good leather and shoes will 
prevail. Nothing to the contrary can 
possibly occur. Shoe buyers should 
carefully consider these conditions and 
place their orders at present prices. 
The longer they wait, the less likely they 
will be to get goods and the more likely 
they will be to pay higher prices. The 
cost of labor has increased fully 80 per 
cent in the past two years. Upper 
leather has increased 300 per cent in 
price since the beginning of the war and 
sole leather costs about 250 per cent in 
the same period, to say nothing of shoe 
findings and other incidental expenses in 
connection with the manufacture of 
shoes.” 


VISITOR FROM SOUTH AMERICA 
Foreign Buyer in the Local Market 


Henry Schuster of Buenos Ayres, 
Argentine Republic, was in Brockton 
the past week calling on the trade. Mr. 
Schuster is a member of the South 
American Shoe Supply Company, which 
has headquarters in Buenos Ayres and, 
as its name indicates, handles lines of 
shoe supplies. Mr. Schuster is making 
connections in New England to rep- 
resent various lines of welting, tacks, 
blacking, etc., in Argentine, Uruguay, 
Paraguay, also Brazil. The house of 
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Carried In Stock Styles 


HE THOMPSON {STOCK DE- 
PARTMENT is prepared to con- 


tinue shipments of the following shoes, 
day order is received. Our business 
has been the most phenomenal in our 
history. We advise liberal purchases so 
not to be caught short on these num- 
bers. The “Thompson” shoe influences 
volume sales because it measures up 
to men’s opinion of what’s right in 
footwear. 


S600—({Unbranded), Wine Cord, 100 Bal., 
Classic Last, Heavy Single Sole, AA to D 
50 


$7. 
S601—(Unbranded),"Gal. 26 Russ., 100 Bal., 
Classic Last, Single Sole, AA to D... .$7.25 


S602—(Unbranded), Brown Cord, 100 Bal., 
Classic Last, Heavy Single Sole, AA to D 
$7. 


_ Prices are subject to change 
without notice 


THOMPSON BROS. _ IN 
MEN’S FINE SHOEMAKERS 
—— BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Bldg. 207 Essex Street 35 South Dearborn St. 


Address all Communications to Brockton (Campello) Mass. 


“CLASSIC” 


— 
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which he is a member has been, for many 
years, identified with this line of work 
and he is in close touch with shoe 
manufacturing interests in the coun- 
tries which he covers. Mr. Schuster 
after making a western trip will return 
east and sail for Buenos Ayres. 


POPULAR WITH BROCKTON 
TRADE 


Traveling Man’s Approaching 
Marriage 


Frank P. Walker who, for many years, 
has visited the shoe manufacturers of 
Brockton and the South Shore represent- 
ing Dean, Chase Company of Boston, 
is receiving congratulations upon his 
approaching marriage. Frank has an 
extensive acquaintance among the 
Brockton trade and has a host of friends 
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in this city and vicinity, who are wish- 
ing him all possible happiness and pros- 
perity. 


EXTENSIVE FACTORY 
IMPROVEMENTS 


Important Plans by a Local 
Concern 


George E. Keith Company have 
planned to spend about $100,000 this 
season in improvements and extension 
of their shoe manufacturing plant in 
this city. These include a heating plant 
to cost $75,000 and a building for the 
making of shoe findings. A spur track 
extension will be made from the com- 
pany’s box mill to nearby woods. The 
concern cuts its own wood and makes its 
packing cases. New trackage, which is 
being laid, will facilitate this work. 


Haverhill 


CHAMBER OF COMMERCE 
BANQUET 


Annual Convention a Notable 
Occasion 


The 18th annual banquet of the 
Haverhill Chamber of Commerce was 
held in this city, May 22. A military 
atmosphere prevailed through the pres- 
ence of several Haverhill citizens 
recently discharged from the United 
States Army and in speeches on the 
great World War. The principal guest 
and speaker was Sergt. Daniel N. Casey, 
secretary of the Chamber of Commerce, 
who had just returned from service in 
France with the American Expedi- 
tionary Forces. He was accorded a 
royal welcome. Secretary Casey spoke 
at length of his army experiences and 
gave the highest praise to the American 
men and women who helped win the 
war. 

Prominent Men as Guests 


Other speakers were Hon. Charles 
S. Bird of Walpole, Mass., Hon. Albert 
P. Langtry, Secretary of State of 
Massachusetts, and Chaplain M. W. 
Stackpole of the 102d Field Artillery, 
26th Division. President C. N. Kelly 
of the Chamber, who acted as toast- 
master, sketched the important part 
played by the local organization during 
the war and its activities for Haver- 
hill’s present and future business pros- 
perity. He praised the members for 
work accomplished and predicted greater 
civic achievements through enlarged 
opportunities for the chamber as 
Haverhill’s business interests are ex- 
tended. There was a large attendance 
at the banquet and a spirit of enthusi- 
astic patriotism prevailed. 


YOUNG SHOE MAN RETURNS 
Roland M. Baker, Jr., Out of Army 


After an absence from America since 
September, 1917, with the 26th Division, 
A. E. F., Lieut. Roland M. Baker, Jr., 
vice-president of Bancroft-Walker Com- 
pany, is back to business with this 
firm, in charge of sales. 

Lieut. Baker was on active duty 
with the Headquarters company of the 
101st Field Artillery, as instructor in 
the American Field Artillery School at 
Sau Mur, France. He saw three months 
of active service at the front. His 
experiences were interesting and ex- 
citing, while in the battle zone. In 
speaking of his adventures, Lieut. 
Baker said many of the boys in France 
were disappointed because the armistice 
was declared before they had a chance 
at the Hun. Lieut. Baker is the son of 
Roland M. Baker, who has been long 
associated with the Morrill Leather 
Company of Boston and who did his 
bit during the war by intensive service 
as New England representative of the 
War Trade Board. 


ASSOCIATED WITH SHOE 
MANUFACTURING 


Former Shoe Machinery Man with 
Local Concern 


Charles E. Locke, for eight years 
assistant manager of the Haverhill 
district of the United Shoe Machinery 
Company has, beginning the present 
week, associated himself with F. E. 
Adams Shoe Company of this city. His 
work will be in connection with the 
production, as well as the merchandising 
of the women’s turn footwear which 
this concern is producing at its Haver- 
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hill and Seabrook, Mass., factory. 
Charlie Locke, as he is known to 
many friends hereabouts, is through 
long experience in connection with shoe 
machinery and manufacturing, well 
qualified to take up his new position. 
He will be an important addition to 
the business. As indicating Charlie’s 
popularity with his former associates 
in the United Shoe Machinery Company 
it may be added that when he left that 
concern he was presented with a dia- 
mond studded Elk’s charm and chain 
from employes in the Haverhill, Lowell, 
Newburyport, Manchester, N. H., and 
Rochester, N. H., offices. 


EXTENSIVE STOCK 
DEPARTMENT 


Conducted in Men’s Shoe Factory 


The Whitcomb Shoe Company, man- 
ufacturers of men’s welt shoes and one 
of the largest concerns in its line in 
New England, is this season making 
a strong feature of the factory in-stock 
department, where a large variety of 
Whitcomb shoes for men are carried 
for immediate shipment. There is 
big demand for oxfords and high cuts 
in the standard materials and lasts 
of assured popularity. It is now several 
years since the Whitcomb Shoe Com- 
pany’ established its factory in-stock 
department. Its steadily increasing 
sales have built it up to one of the 
largest in New England, with a factory 
capacity behind it of 5000 pairs daily. 
Myron W. Whitcomb, Jr., of this con- 
cern recently returned from a Western 
trip. He reports an excellent outlook 
for business and many good orders. 


TO TAKE MORE FACTORY 
SPACE 


Concern Needs More Room 


I. Miller of Brooklyn, N. Y., manu- 
facturer of women’s turn footwear, 
who recently established a branch 
factory in this city, has already out- 
grown the local plant. Mr. Miller 
states that the concern will, as soon 
as possible, take added factory space in 
Haverhill. All the second grade of its 
goods will be produced in Haverhill; 
the first grade being gotten out in 
Brooklyn as heretofore. The report 
that the entire business of I. Miller 
is to be removed to Haverhill is stated 
by the concern to be unauthorized. 


New Shoe Stores 


R. A. East, South Boston, Virginia, 
shoe department. 

Shuster & Epstein, Owensburg, Ind., 
shoe dept. to commence business. 

Barish Bros. & Co., Sault Ste Marie, 
Mich., shoe dept. reported about to 
commence business. 
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Ad 


This mark means exactly 
what it says, and more. 


The Weyenberg trade mark is symbolical of 
good, sensible shoes. It means that when a 
man buys a pair of shoes bearing the circular 
mark shown here, he is protected. Just as 
United States money is worth what it is 
stamped, the Weyenberg trade mark makes 
a shoe worth what it costs. 


DUNHAM BROS. COMPANY, BRATTLE- 
BORO, VT., OUR NEW ENGLAND DIS- 
TRIBUTORS can furnish Weyenberg Shoes 
for Service in any quantity you want them, in 
either Men’s or Boys’, at the same prices we 
can quote. 


We make all the shoes we sell and we make more 
than any other manufacturer in the Northwest. 


Weyenberg Shoe Mfg. Co. 


MILWAUKEE Milwaukee, Wisconsin 
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‘““Recorder’’ Occupational Bureau for Returning Soldiers and Sailors 


A former U. S. secret service man, recently discharged 
from overseas duty, wants line of men’s or women’s shoes or 
line of shoe machinery to sell in France or Belgium. In 
addition to English speaks French, Spanish and Belge 
fluently. Has traveled all over the continent and has 
thorough knowledge of trade conditions in these countries. 
Previous to going into the service was for seventeen years 
in the retail shoe business in the East and on the Coast. 
Would consider taking line of shoes for the Coast. Address 
$37, care “Boot and Shoe Recorder,” 207 South Street, 
Boston, Mass. 





Have recently been mustered out of the Service. Previous 
to this, | have been in the wholesale and retail shoe business 
all my life—conducting my own store in an Eastern city. 
Would like a line of shoes or rubbers—for any territory on 
commission. Know that I can make good. Address 
$36, Care of ‘“‘Boot and Shoe Recorder,’’ 207 South Street, 
Boston, Mass. 





Would like position as road salesman to retail trade in 
New England, preferably near Boston or in Rhode Island. 
Previous to entering service, traveled New England for eight 
years. Address $29, care of ‘“‘Boot and Shoe Recorder,” 
207 South Street, Boston. 





After three years service, I have been discharged from the 
Canadian Army. I am the inventor of a cushion insole for 
shoes, with patent rights in U. S. A. also in Canada. Would 
like to interest capital in placing same on market with a view 
to selling or manufacturing on a royalty basis. I would be 
prepared to give 30 per cent profits. For further particulars, 
address S35, care “Boot and Shoe Recorder,’’ 207 South 
Street, Boston, Mass. 


Young man just returned from the service, with about two 
years’ experience in selling shoe cements and shoe findings, 
would like a position as road salesman for a leather or shoe 
findings house. I have a practical knowledge of the leather 
business. Address $34, care ‘‘Boot and Shoe Recorder,” 207 
South St., Boston, Mass. 





Young man discharged from Navy, having eighteen 
months’ foreign service, desires to represent manufacturer of 
medium grade men’s and children’s shoes in France. Reads 
and writes French fluently. Well acquainted with foreign 
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trade and knows the shoe business. Address $30, care “‘Boot 
and Shoe Recorder,” 127 Duane Street, New York City. 





Having just been released from the U. S. Army am again 
in a position to resume any line of business as a traveling 
shoe salesman. Have covered New Jersey for seven years 
and have an established trade. Am open for a line of good 
shoes, either men’s, women’s or children’s, manufacturers, 
or jobbers’. Address S27, care “Boot and Shoe Recorder,” 
127 Duane St., New York City. 





Have just been discharged from service. Would like a 
line of ladies’ fine shoes for New Jersey, where previous to 
entering army had an established trade. Sold $72,000 a year. 
Address $33, care of ‘“‘Boot and Shoe Recorder,’”’ 207 South 
St., Boston, Mass. 





Position wanted by discharged soldier, six years’ wholesale 
shoe experience as credit man and office manager. Single. 
Will go anywhere. Last position paid $3,000. Address 
$32, care of “Boot and Shoe Recorder,”’207 South Street, 
Boston, Mass. 





I have just been mustered out of the Army. I would like a 
position with a live concern as buyer or assistant. Have had 
eight years’ experience as assistant. Now open for engage- 
ment. Would consider any large city. Know I can produce 
results. Address, S31, care of “Boot ‘and Shoe Recorder,” 
207 South St., Boston, Mass. 





Lieutenant in the Royal Flying Corps, having served as 
pilot from 1917 in the Flanders and other big drives, has just 
returned from overseas. Attended Dartmouth College for 
two years but left school to enter service. Would like position 
as leather salesman. Address S28, care “Boot and Shoe 
Recorder,”’ 207 South St., Boston, Mass. 





Just returned from overseas. Have had ten years’ ex- 
perience in the retail and wholesale shoe business. I was 
just about to make connections to go out on the road with a 
line when the call toservicecame. I would like to travel for 
some reliable shoe manufacturing concern, but if same is not 
available would take a position in a sample room, or inside 
selling line. Address $26, care of ‘‘Boot and Shoe Recorder”’ 
Publishing Co., 207 South Street, Boston, Mass. 
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The White Season is here 


ET your stock express the same joy to your customer as the 








coming of this season expresses to you. Our line of WHITE 
BUCKLES embraces a variety of UP-TO-DATE Designs, 
including Fancy, Plain and Beaded Metals, that will assist you in 
taking pride in your sales. 
Write us your wants today. Your satisfaction is our largest profit. 


The Victory Detachable Buckle Holder 


(To the Dealer) 


This buckle holder is indispensable because it fills a long felt want 
in window dressing, by enabling you to display a variety of buckles 
properly adjusted to the pump, readily removed without injury to 
the shoe. (No staples or sewing.) This is proving a good seller owing 
to its easy adjustable features. 


Packed in dozens, one pair on a card, or in bulk. 


C. A. Browning Company 


30 Franklin Street 
BOSTON, - MASS. 























Special Offering: Mahogany Barefoot Sandals 


Genuine GOODYEAR Stitched with WELT TEXTAN SOLES 


AT ONCE SHIPMENT 


5 to 8 814 to II 11144 to2 2% to 6 
$ .95 $1.05 $1.15 $1.50 


E. J. RAMSEY COMPANY 


967 to 973 Atlantic Avenue BROOKLYN, NEW YORK 














WANTED TO PURCHASE 


WANTED TO PURCHASE 


MISCELLANEOUS 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases en 
over. We will send a representative to 
investigate and make offer upon request. 


Max Kalter Mercantile Co. 
591 Broadway, New York City 
Phone Spring 4573 











We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

or 30 years our. specialty 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYND CATE 
FRANK WAL prietor 
610 Broadway, Brooklyn 
"Phone 2328 Williamsburg 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
401 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 








Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Large. Short 
Leases Taken 


GLOBE MDSE. CO. 
Indianapolis, Ind. 


New Y Office 
23 Lispenard St., New York City 
Merchandise of All Kinds Purchased 
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SEA-ISLAND BLUCHER OXFORD, TURN _L. B. EVANS’ SON CO., 
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SEA-ISLAND 


OXFORDS AND PUMPS 


IN STOCK 


In sufficient quantity for the prompt 


and complete filling of your order. 
TRY IT 
60 Lines Now in Stock 
See Catalog No. 15 


Wakefield, Mass. 


No. 214 
SEA-ISLAND PUMP, TURN 


Changes in Business 


Failures, Suspensions and Changes for the Past Week 


Failures 


Boston—A & Z Shoe Store (85 Green St.), reported 
meeting of creditors called for May 9, last. 

Brockton, Mass.—Basler Shoe & Leather Co., 
manufacturers of children’s shoes, reported. A 
creditors’ — = into ptcy has been 
filed by three cred. 

Brockton Welti te oe manufacturers, re- 
ported assigned to tol. B B. Smith; ne 
estimated at $240,000, laa $149,00: 

Framingham, Mass.—Welch Shoe Co., he etc., 
reported assigned to J. D. Driscoll. 

Malden, Mass.—Robbins Shoe Co., shoes, reported 
liabilities about $11,000 assets $3,000. 

Alston, Ga.—Alston Mercantile Co., shoes, etc., 
reported offering to compromise at 65 per cent. 

Darien, Ga.—R. A. Strain, shoes, etc., reported 
offering to compromise. 

Hammond, Ind.—Branch-Gary-M. em & Co., 
shoes, etc., in bankruptcy 

Sioux City, Iowa.—M. Friedlund, — reported 
offering to compromise at 50 per cent. 

Baltimore, Md.—Jos. Rosenbloom (1439 Laurens 
et; shoes, etc., reported offering to compromise. 

out. 

Wm. Minsky, shoes, reported sold out; oBer- 
ing to compromise. 

Barton, Md.—E. F. Creutzburg, Adm., shoes, en. 
reported receiver appointed. 

Lansing, Mich.—Gross & Co., boots and shoes, 
reported. An ge petition in bank- 
ruptcy was recently filed against the above. 
Assets listed at $9,000; liabilities $11,271.72. 

Ackerman, Miss.—H. A. Hearon, shoes, reported 
petitioned into bankruptcy. 

Trenton, N. J.—Saul G. Hoffman, shoes, reported 
petitioned into ba’ ptcy, offering to com- 
ay at 50 cent. 

Mrs. Mary Shick, shoes, reported offering tor 
compromise at 60 per cent. 

Brooklyn, N. Y.—Stamwill Shoe Co., manufact- 
urers, reported offering to compromise at 35 
per cent. 

Samuel Lesser (585 a! - ), shoes, re- 
ported petitioned into bankru 

Rothstein & Lowe, shoes, on a ile January 
15, 1919 this concern is re to have made an 
assignment for the benefit of creditors. Upon 
oe further investigation it is found that the 

has been the store is now occupied 
by a dry goods goncern. According to records 
creditors have not as yet received any thing on 
their claims. 

New York City—Barnet Zeiger, boots and shoes, 
reported. ‘as been petitioned into bankruptcy 
by three creditors. Morris land was ap- 

octet receiver of the business under a bond of 


oan ph Mouss (86 Clinton St.), shoes, re- 


o Satisfaction Shoe Shop, Inc. (239 W. 125th 

St. oy called meeting of creditors. 

Sundelovita (Globe Shoe Co.), shoes, lia- 

bite $14,600, reported offering to compromise 
at 75 per cent part cash and bi 

Yonseese, 9 Ohio.—The Netzorg Shoe Co., shoes, 

reported. Has filed a voluntary petition in bank- 


ruptcy. It is understood that an offer of settle- 
ment of 50 per cent is to be made. Liabilities are 
said to approximate $17,250. The assets con- 
sisting of about $4,800 in cash which is subject 
to the attachment and stock and fixtures which 
$13.00 a will invoice slightly more than 
Toledo, a —N. P. Chobonoff, shoes, etc., re- 
ported petitioned into bankruptcy. 
Du Bois, Pa.—A. R. Van Tassell Tanning Co., re- 
ported offering to compromise. 
Philadelphia, Pa.—Jacob Scher, shoes, re 
Is unable at the present time to aan and 
liquidate his liabilities and submits the following 
proposition to his creditors, namely: He can 
pay a total of 25 per cent; 15 per cent in cash 
and 10 per cent in a sixty ‘day note. This offer 
is made in full settlement of all liabilities, the 
release to be effective upon the payment by 
Scher of the 10 cent note. He is indebted to 
the amount of $10,520 and his assets consist of 
his stock and fixtures and bank balance, 
the whole amoun to about $3,825. The 
re as his assets in his stock, which he values at 
The above offer of settlement on basis of 25 
per cent was not acceptable to creditors present 
or represented at a recent meeting of creditors, 
and after considerable discussion, the offer was 
increased to the following: 20 per cent to be 
ar) in cash: 6 cent by ninety day note and 
7 1-3 per cemt by six months’ note. Notes un- 
secured. Scher stated that he was not in a 
position to settle on a larger basis and those 
present, or represented, agreed to accept or 
recommend the 33 1-3 per cent offer. 
ore ‘Tennenbaum, shoes, reported the 
first meeting of creditors of the’ ane adjudi- 
cated bankrupt, was scheduled for May 6, last. 
Chester, S. C.—P. Geleman, shoes, etc., reported 


as! ap —— 

H a.—Butler & Carter, shoes, etc., re- 
ported assigned. 

Montreal, Gullao~Setedl Bercovitch (East End 
Shoe Store), shoes, reported assigned. 


Changes 


Boston, Mass.—Benjamin Walk, shoes, reported 


succeeded by A. B. Levine. 


"ieee Shoe Co., wholesale shoes, reported 

*Coaere &N bys ene reported sold 

ve orton, shoes, out. 
P. J. Delaney, shoes, etc., reported selling out. 
W. W. Wi Lip, Inc., leather 

incorporated with’ authorized capital of $150,000. 
East Boston Leather & Shoe Findings Co. 

(4 Chelsea St.), wholesale heather and findings, 

re} recentl ced business. 

, he Liberty Leather Co., leather, reported 
ncorporated with authorized capital of $200,000. 
Altman & Kabatchnick Co., shoe repairers, 

re incorporated with ca ital of $10,000. 

e Boston "Shoe Co. (37 Albany St.), ‘whole- 

sale shoe. reported recently commenced business. 
Athol, ~y ip G. Begin (Begin’s Boot Shop), 
shoes, » reported succeeded by Hamilton & 

Butterfield. 


age Mass.—Premier Shoe Co., manufact 
— ted incorporated with authorized 
al ol yo TY ted changed 
rimount er Co., repor chan, 
name to Pilgrim Leather Co. . 
Trojan Shoe Co., mfrs., 
with authorized capital of $50,000. 
a mm Mass.—Chelsea Leather Co., leather 
reported incorporated with authorized 
ee $10,000. 
Everett, Mass.—Bunker Hill Shoe Co., manu- 
— reported incorporated with capital of 


incorporated 


Haverhill, Mass.—Baker Shoe Co., Inc., mf 
reported incorporated with authorized cogital 
of $10,000. 

Hamel Shoe Machin: Co., shoe machinery, 
soperted a removed to Bri gewater. 
Watson Co., manufacturers, reported in- 
“Et with h capital of $25,000. 
aseltine Co., manufacturers shoes 
ated with capital of $50,000. 
., Inc., shoe manufacturers, we 
branch fa teatene | in Dodge Bros. Building, 
r 
. Shoe Co., shoés, buys A. R. Wade 
Wood Heel Plant at Newton Junction, N. H. 
Austin H. Perry Co., manufacturers, 
name aenet to Cooper Liberty Thompson Co. 
King Bros., ae reported recently com- 


menced 
G.&F. Shoe C Co., shoe manufacturers, reported 
as me commenced business. 
L. Co., manufacturers wood heels, re- 
ported purchased Pentucket Wood Heel Co. 
A. c Witham, Rtg heel mee eng re- 
r 

Morrison-Ham Shoe Co., (Grove and Rail- 

road Sts.), manufacturers shoes. 

Sibulkin Bros., shoe trimming manufacturers 
and dealers in leather remnants, move to 78 
Washington St. 

Lowell, Mass.—The Gagnor Co., shoe department, 
oy pod incorporated with authorized capital of 
Lynn, Mass.—Anderson-Owens Shoe Co., manu- 
facturers, reported incorporated with capital of 


0, 

I. J. Melanson Shoe, Inc., mfrs., reported in. 
— 7 with authorized ‘capital of $100, 000. 

Shoe Co., wholesale shoes, reported 

conan to 173 Summer St., Boston. 

I. & S. Shoe Co., manufacturers, reported in 
_corporated with authorized capital of $6,000. 

oe Gorman & Waterhouse, Inc., manu- 
facturers, reported incorporated with authorized 
capital of § of $100,000. 


hoe Co., \~ > amma reported 

recently a 
C. O. Timson ay Co. a shoe manufacturers, 
ae Louis and Geo. E. Timson admitted to 


aan Shoe Manufacturing Co., manufacturers, 

incorporated with capital of $15,000. 
Marl Mass.—Arthur Butler, leather, sells 
business. eo machinery to Boston and goes 
nershi ~~ with man interested in leather 

arrison Ave. 

Mate. Mass. ne Shoe Co., shoe manu- 
facturers, ported gommence business 





‘almer, Quinn (Quinn’s Boot 
Shop), shoes, reported succeeded by L. Drucker. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Three cents per word for each insertion. 
Minimum amount accepted, sixty cents. For other “Want” -_ 
vertisements, five cents per word for each insertion. Minimum 

amount accepted ‘One Dollar. Ads under this ve will be received 
up to five o’clock Tuesday P.M. When advertisers desire answers to 
come in care of this office, twelve words must be allowed in each adver- 
tisement for address. When advertisers desire replies forwarded direct 
to their address, each word of the address must be counted in the 
advertisement and paid for accordingly. Answers to ads must be sent 
under letter postage. 





“Recorder” rates for space less than one-eighth 
page per issue: 


1 time 52 times 


$2.00 
4.00 


26 times 


$2.50 
4.75 


13 times 


$2.75 
5.25 


7 times 


$3.00 

6.00 

: 9.00 7.75 7.00 6.00 
15.00 12.00 10.00 9.00 8.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














HELP WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ALESMAN—For Philadelphia, must be local 
man, fine line ladies’ specialties. C. E. Wethey 
Shoe Co., 78 Reade Street, New York City. 


Wire want an experienced man in every section 
the country to sell the best line of boys’ 
and aie shoes in the world. We give you factory 


Lig gg salesman, also help proprietor 
buy. Good man, with selunenen, oy need 
Give full particulars first letter. Address 


apply. 

prices and you fix prices and terms to your trade to 316, 
cover your profits and expenses. Communications 

strictly confidential. Address B309, care Boot and 
ecorder, 207 South St., Boston, Mass 


, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





WANTED. SALESMEN—Fine_ opportunity for 
a few live-wires. Can start in July selling 
the strongest line of work shoes and outings made 
in the West by concern owning and operating its 
own tannery and factory. Territories m: 
Northern New York, Southeastern New York, WANTED 
Northern Missouri, Southern Missouri, Southern 
Minnesota, North and South Dakota, Nebraska, Salesmen on commission to handle our com- 
New Mexico, and Northern Ohio. Re es ee # pens ty ane | 
ired. s Michi oemakers, Rock- 8 anvas an aterproo! 
required. Address Michigan Sh rs. | red ig pine ag cat Caitean'y Deney 


ford, Michigan. Leggins; Ladies’ and Misses’ Eiderdown 


WANTE D—Sale smen with established trade to Slumber Slippers. An excellent side line for a General Manager 


take side line of Keds-Tennis and White shoe salesman, also a good line alone on com- ; FOR 


canvas shoes. States open: New York, Central mission. Address The Brown-Warner Mfg. 
In-Stock Department 


Pennsylvania, Delaware, Virginia and West Co.. Franklin, Ohi 

Virginia, North and South Carolina, Georgia, se ince tail 

Florida, Illinois, Iowa, Kansas, Nebraska, Texas, 

Mi | Kentucky, Tennessee. 

Address B328, care Boot and Shoe Recorder, 207 oO f thel 

South St., Boston, Mass. ne of the largest manufacturers 
of men’s shoes in the country 
located in New England is in 
the market for a live, capable 
man who knows merchandizing 
to take entire charge of our 
































ANTED—For Texas, experienced shoe sales- Salesmen Wanted 
my + established — fT ne a he 
date line of men’s, women’s and children’s shoes on 
a commission basis. Best of references required. Experienced men with established trade 
Only live wires need apply. Address B326, care to carry a leading in-stock line of Boys 
Boot and Shoe Recorder, 207 South St., Boston, shoes. Commission only. Splendid op- 
pe egy A for young men with a 
ANTED—For Minnesota, experienced and New * State; Ohio; India: li e 
energetic salesman living in Minneapolis, to dds hoy in eamienes Indiana; Iinois: recently enlarged in-stock de- 
sell our line of men’s, women’s and children’s shoes nao ang partment. Preferably a man 
on a commission basis. We have established trade. 
Best of references required. A good opportunity Address B 293, care Boot and Shoe Recorder between 30 to 40 who has had 
for the right man. Address B327, care t and 207 South Street, Boston, Mass. h f l 
Shoe Recorder, 207 South St., , Boston, Mass. _ charge of salesmen or a stock 
GALESMEN. WANTED—In every State to department or who has been a 
p : ful salesman on the road 
infants’ turns. Forty styles in stock; 5 per cent U al 0 success ss 
commission—5 per cent discount. Give references. nusu pportunity 
Address B318, care Boot and Shoe Recorder, 207 i - a 
South St., Boston, Mass. for a high calibre man. Write 
GALESMEN— Our increasing capacity will per- A large Brooklyn Shoe Manufacturer just experience, references to this 
mit us to take on a few more salesmen in a : 7 
different parts of the country. Men’s and boys’ for b has an opening for address. 
a seal live shoe salesman to handle as a 
No side lines. Commission basis only. Luedke side line real high-grade shoes at popular E.E.M. Boot and Shoe Recorder, 
Schaefer Shoe Co., Milwaukee, Wis. prices. One who covers the South, South- 207 South Street, Boston, Mass. 
west and Middle West and who caters to 
W ‘ NTED real high-grade shoe merchants. Com- 
Write stating full particulars as to experi- 
s e . ence, etc. All applications kept strictly 
Cincinnati shoe manufacturers cniteied, ibis cain eten 
of women’s fine shoes have es- Shoe Recorder, 207 South St., Boston, 
tablished business in Iowa, and Mass. 
Missouri, to turn over to a real 


Mass. _—___— jobbing lines. Territories open: 
handle a line of popular priced children’s and 
This is a high calibre proposition 
For a Shoe Salesman 
work and semi-dress shoes Made In Milwaukee. 
mission 6 per cent. 
Do not apply 


Sales Manager 


A high grade resourceful 














POSITION WANTED executive is required by a 
unless you have had experience - - : ; , 
A live-wire salesman with ten years’ experience 


in selling women’s high grade wishes to ably represent manufacturer or 
shoes in this territory. THE news in Ohio, Indiana or Michigan territory, can 


urnish gilt-edge references. Address B329, care 
WISE, SHAW & FEDER CO., Boot and Shoe Recorder, 207-South St., Boston, 
Cincinnati, O. 


live salesman. 





large Eastern shoe manufac- 
turer. Address B310, care 
“Boot and Shoe Recorder,”’ 
207 South St., Boston, Mass. 








HELP WANTED 
EXECUTIVE WITH KNOWLEDGE 
OF SHOES WANTED— 


A man of experience in sh 
capable of assuming mana ent of 

















High Grade Shoe Salesmen Wanted by 
Manufacturer making Women’s McKays, to 
start with Spring samples about August 15th. 
Territory 5 = in all parts of the United States. 
Must be a hustler, one who has an established large shoe jobbing esta ment. Must be > 
watpens can give best of reference from —- to ully analyze conditions and suggest such 

joyer. First letter of application must methods for improvement as analysis suggests. 

particulars, territory covered and salary Excellent opportunity for man who & knows shoes 

So an Elbinger Shoe Mfg. Co., and human nature and possesses ¢' and ini- 

incinnati, Ohio. tiative. Address B330, care Bost ro Shoe Re- 
corder, 207 South St., Boston, Mass. 





LINE WANTED 


EN’S and boys’ line forW m and n, 
one that will stand d egemy— a. 
Address B323, care — and Shoe Recorder, 207 


South St., Boston, Mass. 
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LINE WANTED 
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FOR SALE 














FOR SALE 









WOMEN ‘'s eg} for Washington, Oregon 


and Idaho. Address B321, care Boot and 


Shoe Recorder, 207 South St., Boston, Mass. 





MISSES’ and children’s line for Pacific North- 


west, one that will hold up and give service. 


Address B322, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








BUSINESS OPPORTUNITY 





PACE for ladies’ and children’s shoe de ent 
in first-class dry goods store in ichigan’s 


Automobile City of one hundred thousand. on- 
derful opportunity ~ ————- party. Address 
B317, care Boot and 

Boston, Mass 


ecorder, 207 South St., 








WANTED TO PURCHASE 












TT ileal 
Manufacturers’, Jobbers’ and 
Retailers’ Surpius Stocks, Jobs, 
Closeouts. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 


Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 








| 


mn om 
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WANTED FOR EXPORT 
res | ea 
Entire Stocks 

FOR CASH 


NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will Py Bee value for your entire or surplus 
stock of § 

Leases Ker me a short term to run taken 
over. Established 25 years. 


I, OLENICK 
413 Broadway, New York Tel. 9531 Canal 
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SOFT SOLE SHOES AND ‘SANDALS 
Do = poy ow get in touch with a ee asna| 
of Soft Soles and Sandals eo with 
d Shoemaking Skill 
Write us for ee Ly Our 
Remarkably Prices 
BOSTON BABY SHOE CO. 
3 Foster Street Peabody, Mass. 


oe 








L. A. FOSSE, President 





NOTICE OF PUBLIC SALE 
Shoe Factory and Equipment 


NOTICE is hereby given that all the plant, machinery, materials 
and supplies of the Joseph Miller Shoe Company, Third and Lake 
Streets, Racine, Wisconsin, on Tuesday, June 10th, 1919, at 2.30 P. M. 

The property will be offered for sale in parcels and also as a whole. 

The factory has a capacity of 1500 pair per day of Men’s Goodyear 
Welt Shoes. It is fully equipped with machinery, lasts, dies and 
patterns. List of customers of business will be furnished to purchaser 
of plant. Further details will be announced at the time of sale. 

Factory may be inspected at any time and any additional infor ma- 
tion will be furnished by mail on inquiry. 
Shoe Company, Box 238, Racine, Wisconsin. 


THE JOSEPH MILLER SHOE CO. 


Address Joseph Miller 


H. G. HELLINGS, Secretary 








FOR SALE—200 window o Gute stands, 
brass tubing, square with glass shoe stands. 








Reasonable price. Address W. H. Griffith & Son, 
St. Joseph, Mo. 
MISCELLANEOUS 








Every Shoe Store Needs 


a pair of 


“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


‘*‘Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the in- 
sole. 

Be sure and ‘specify 
“MANCHESTER” 
curved jaw when order- 

ing. 

Write us direct if 
your dealer cannot sup- 
ply you. 

Price, $4.50 
Frank W. Whitcher Co. 

Patentees and Manufacturers 


Chicago Branch 
Boston, Mass. 323-325 W. Lake St. 
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No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 


MISCELLANEOUS 











“FISHER” 
Trade Mark 
Bi 
HEEL and 
SUPPORT 


Without 4 a, ¥.. to 


Prevents the Counters ‘a4 Boots and \o~ 
Shoes from Running Over. 

lied. No Repair Department aeaied 
be without them. 


The New Improved 
i 
- SHOE STRETCHER 


will adjust counters or 
shoes two whole 























RECORDER” all the time. 


Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on your 
shelving and help the ap- 


boca 4 for aut atest aot. 

owing st. 

= F~- as well ~ other 
store fixtures. 


Milbradt 
Manufacturing Co. 
2410 No. 16th St. 
ST. LOUIS, MO. 
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BOOT AND SHOE RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right’’; sold for the right , to 
the right wearer, in the right — > for the right price, at the right profit. This is the great problem of the retail 
shoe hoe merchants. The chief as the “Boot and Shoe cee a aie to help solve it; Se problem upon 
which d the prog entire allied industries relating to shoes and leather; their production and distribution 


Annual Subeatatien in United States, $3.50; per copy, 25 cents. Canadian, $5.00. Foreign, $7.50 
Member of the A iated Bi Papers, Inc. Member of the Root Newspaper Ass’n. Member of Audit Bureau of Circulations 











Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
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foreign countries —.. the above is $7.50 

year, including pos 
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ADVERTISI G RAT ard of Advertising 
Rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 
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THE GIRL WHO PLAYS A SOCIAL ROLE, WHO HAS 
HER SHARE OF DANCES AND ENJOYMENT, KNOWS 
THE VALUE OF BEING SMARTLY SHOD. 


FOX OXFORDS, PUMPS, AND SLIPPERS GIVE THE 
PRESTIGE OF SMARTNESS TO THEIR WEARERS. 
DEALERS KNOW—AND THEIR: NUMBER IS INCREAS- 
ING— THAT FOX DESIGNS AND PATTERNS COMPEL 
BUYINS INTEREST. AND INTEREST IS ACCELERATED 
INTO PURCHASE THROUGH FOX FOOTERY PRICES. 


UNCOMMON IN QUALITY, BUT UNIVERSAL IN APPEAL, 
FOX FOOTERY ENDEARS ITSELF TO THE FEMININE 
MIND. 


FOR INDOOR OR OUTDOOR WEAR, IN BRIGHT AND 
CONSERVATIVE COLORS, DEALERS WILL FIND FOX 
FOOTERY PARAMOUNT IN SALES AND ATTRACTION. 


CHARLES K. FOX, Ine. 
Haverhill, - - - Mass. 


CHICAGO: Great Northern Bidg. 
BOSTON: 54 Lincoln Street 
NEW YORK: Marbridge Bidg., Broadway and 
34th St., Room 632 
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Individuality 


is a clearly defined feature of M. C. 
McKays. 
You’ll see it in style, in workmanship 
and wear. 


On all three counts, M. C. McKays 
deserve your confidence and they’ll 
hold it when obtained. 


What we can show for Fall will interest you, for every model promises 
big retail sales at satisfactory profits. 


‘Before placing immediate or future orders let us quote you on our 
successful sellers. 


MITCHELL-CAUNT CO. 


FACTORIES - LYNN, MASS. BOSTON OFFICE+72 LINCOLN ST. 


a= Made in ynn 
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With Standard Kid, as with any 
other kid, the measure of value 
is not the grade mark and the 
price, but the quality of the 
grade for the price. 


We'assume the obligation that every grade of Standard Kid must be 
all that the leather buyer expects in quality and uniformity. 


That is a good reason why shoes made of Standard Kid are worthy 
of your careful consideration. 


Color 18 Field Mouse 
Color 8 Gray 


are in strong demand for Fall shoes. These skins are guaranteed to 
be colored with pure aniline dyes. 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 


207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 


AGENCIES 


CHAS. A. BRADY, ROCHESTER, N. Y. F, W. BAILEY & CO., ST. LOUIS, MO. 
I. LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL. 
PIERRE BLOUIN, QUEBEC, CANADA 


) STANDARD 
KID | 


Seon SELECTIONS 
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TYLE is an elusive thing—one 
tendency today and another to- 
morrow—and it requires the 

keenest study of contributing condi- 
tions to keep ahead of popular de- 
mand. 
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. Style is an elusive thing—but it 
. makes profits for all of us—manufac- 
turers and distributors. 
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The big departments, introducers of 
shoe style to the consumer, buy largely 
from Cotter. 





Cotter Styles are authentic. Buying 
from Cotter means seturity to the 
m_hant. 


BOSTON OFFICE 212 ESSEX ST. 
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- THE WORLD-WIDE 
DISTRIBUTORS! 














-F. Blumenthal Company 


Wilmington, Delaware, U. S. A. 





Output: One Million Skins Monthly 


BLACK GLAZED KID, WHITE WASHABLE 
KID, VARIOUS COLORED KID AND MAT KID. 








ALSO 


FEBECO LEATHER CORPORATION 
ALL FINISHES SIDE LEATHERS 














ALSO 


QUALITAS PATENT LEATHER CORPORATION 
PATENT LEATHERS IN BLACK AND COLORS 
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; ) © Weinans’ M¢Kay Shoes as pro-. 
duced by us open up a tremen- 
dous field for shoe merchants,’ 
at handsome profits. We have. 
brought footwear beauty down to 
price levels that makes it possible _ 
to reach and satisfy the woman 
- who must gratify good taste at 
moderatecost sit 
Allen, Foster, Bridgeo Co. 


Lynn -Mass. — Boston Office = 207 Essex St. 
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NUBUCK 














NUBUCK 


REG. U. S. PAT. OFF. 


HE Name and the Thing. 

The two are Inseparable. 

The term is synonymus with 

the best in suede side leather that 

reflects the present vogue in shoes 

of distinction, and making for qual- 
ity merchandise. 

_ Nubuck was originated and is tanned 

exclusively by 





A. C. Lawrence Leather Co. 
161 SOUTH ST., BOSTON, MASS. 


New York Chicago Rochester St. Louis 
Gloversville 








WEILDA 
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NOVILLA KID 


COSTS LESS—WORTH MORE 


A leather that takes the place of kid for either men’s, women’s or children’s shoes. 
The appearance of the shoes gives an impression of dignity that suggests quality. 


NOVILLA KID is made from choice light weight cowsides. It looks and feels as 
good as any high grade kid made but is more durable and does not scuff. 


If you want first-class, dressy looking shoes without paying a fancy price just tell 
your manufacturer to cut them from NOVILLA KID. 


BE SURE OF THE GENUINE—MADE ONLY BY 


CASTLE KID COMPANY 
CAMDEN, - - NEW JERSEY 


June 7, 1919 
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GREGORY & READ ca| 


sim ¥ 
sina ie aS y 
* * . 


HIGHEST GRADE MCKAY 
FOOTWEAR FOR WOMEN 





ARIED as the Eternal Feminine 

demands her fashion in footwear 
st be, she is just as insistent 
n an unchanging stan in 
quality. 


It is the recognition of these two 
fundamentals that makes the 
Gregory & Read line a quick 
turning and profitable one for 
you to handle. 


GREGOR READ CO, 
LYNN “M CHUSETTS 
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Secure These Handsome “Dalton” 
Shoes At Price Quoted NOW. 


You Surely Will Need 
Them This Fall « # 





OOOOH 


PLAIN SHOES 
CARTONS UNBRANDED 


Stock No. 520 


* Cherry Calf Sq. Throat Bal. Win- 
chester Last. Sizes and Widths, A 
7% toll. B6%tol1l. C and D 


5 to ll. 
Price $6.50 


OXFORDS . STOCK STYLE 
IN STOCK PRICE LIST 


Stock No. 820 


Black Glazed Kangaroo Blu. Oh 
Boy Last. Sizes and Widths, A 7 to 
ll. B6toll. Cand D 5% toll. 


Price $6.75 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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LENOX SANDALS 


IN STOCK 


(MADE IN PHILADELPHIA) 














Misses’ Patent McKay, 1114 to 2, D and E 
Child’s Patent McKay, 81% to 11, D and E 
Infant’s Patent McKay, 5 to 8, DandE 


Misses’ Brown Kid McKay, 11% to 2, D and E 
Child’s Brown Kid McKay, 84% to 11, D and E 
Infant’s Brown Kid McKay, 5 to 8, D and E 








Misses’ Brown, Full Grain Smooth Side, 114% to 2 
Child’s Brown, Full Grain Smooth Side, 84% to 11 
Infant’s Brown, Full Grain Smooth Side, 5 to 8 





No. 7050 Infant’s Patent Turn, Wedge Heel, 3 to 8, D and E 
No. 7051 Infant’s Patent Turn, No Heel, 1 to 5, D and E 





No. 7056 Infant’s Brown Kid Turn, Wedge Heel, 3 to 8, D and E 
No. 7057 Infant’s Brown Kid Turn, No Heel, 1 to 5, D and E 





Terms 2% Discount 40 Days—Net 60 Days. 


Weimer, Wright & Watkin Co. 


Stock Department 


35 South Second Street PHILADELPHIA 
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RUBBER 
HEELS 


- if if I) if = 4 es . . . 7 hl 
a is a EST Css —and in less time than it takes to tell it. That’s 
I y one of the big reasons Beaded Tip Rubber Heels sprang into 
such popularity with the best repairmen everywhere. 


wi : 


They are better heels, and the easiest heels to attach. 
No fussing—no fitting. Just tear off the old leather heel, 


get ajreasonably flat surface, and you are ready for the best and cleanest of 
rubber heel jobs. 


They're the most comfortable of heels, too. Those Double 


Cushions of Springy Rubber mean real resiliency—therefore real comfert. 


Beaded Tip Rubber Heels are made in our own faclory—a further 
guarantee of quality—that same high quality that has made 
BEADED TIP LACES America’s Supreme Shoe Laces. 


Write for Further Information and Prices. 


UNITED LACE & BRAID MFG. COMPANY 


Providence (Auburn), R. I. 
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USrrect Dodg e 
For All Occasions 


IN STOCK 


No. 271—White Sea 
Island, long vamp 


pera. 
Price, $3.25 


There are _ only 
a few white 


shoes left. 


ADONIS COLONIAL 





No. 278—White calf; silver buckle filled to match 
leather; white celluloid buckle on Sea 
Island; 2144 inch full Louis heel; long 
vamp; narrcw toes. Price, $6.50. 


The demand for an article is proof of its worth and popularity. The demand for good turn shoes is 
marked evidence. The most desired shoe made today is a good turn. A good turn shoe is the best 
shoe made today to answer the purposes of footwear in certain classes. 

In The Correct Dodge turn shoes it is the aim to make a shoe which will not only be a good shoe 
but a credit to the system of turn shoe-making. 





The Correct Dodge Shoes can only be obtained from our agents at 
their offices as published here or direct from us. 








Owing to embarrassment of orders we cannot accept orders for less than 12 pairs 
of any one style, and no samples submitted. 


Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Boston New York Philadelphia Chicago . San Francisco 
183 Essex St. 851 Marbridge Bldg. 600 Denckla Bidg. 20 W. Jackson Bivd. 417 Pacific Bidg 
Great Northern Bidg. 





Mon ery, Ala. Kansas City. Mo. Philippine Islands 
20 Galena Ave. $37 Ridge Bidg. 304 Roxas Bidg., Manila 


All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25c a pair extra. 
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GUARANTEED NOT TO STIFFEN OR 
AROEN THE LEATHER OR CANVAS - 











by 


WHITE BUCK AND CANVAS CLEANER 


For all white shoes except kid. 
3% oz. size, $13.50 per gross, $1.15 per doz. 


k or Kid leather, sell Gritlin White Kidine. 


Small size, $13.50 per gross, $1.15 per doz. 


Large size, $21.60 per gross, $1.85 per doz. 


GRIFFIN MFG. CO. 


June 7, 1919 


ing Demands to Come 


The two Griffin dressings described here will meet the needs 
of the majority of your customers during the Spring and Sum- 


mer months. 


They are designed particularly for the shoe 


materials that will be most generally worn. 


Of course they are representative of the Griffin quality, and 
that means that they will do the maximum of work and give 
absolute satisfaction. 


If these should not meet with the requirements of YOUR own 
trade, write us, for we have “‘A Dressing for Every Shoe” and we 
can supply YOUR need no matter what it may be. 


All goods shipped F.O.B. 
New York. On orders of 100 
lbs. or over (which would take 
in one gross of the small or 
large buck and canvas cleaner, 
or one gross of the Lotion 
Cream 3 oz. size) we make 
an allowance of 75c per 100 
lbs.. If the rate to your 
city is less than this, we 
would pay the entire 
charges. If more, this al- 
lowance would be deducted 
from the actual rate. 


69 MURRAY ST. 
NEW YORK, U.S.A. 


LOTION CREAM 


In white, black, light tan, Havana 
brown, dark brown, light gray and dark 

y- Cleans, softens and polishes all kid 
eather. Contains no injurious acids. 
It is to the leather what cold cream 
is to the skin. 3 oz. size, $20.00 per gross, 
$1.75 per doz. 




















NY merchant who sells a pair of 
Nedolin-soled shoes toa customer, 
can count that customer as a regular 


9 
patron, 


according to Edmond C. 


Fox, manager of the Crossett Shoe 


Store of Kansas City, Mo. 


Many of the leading shoe 
manufacturers are using 
NeGlin Soles on those types 
of shoes that receive the 
hardest wear—men’s bus- 
iness shoes, women’s walk- 
ing shoes, boys’ shoes, 
sensible shoes for growing 
girls and smaller children, 





















































Shoe clerks everywhere 
find that they increase their 
sales of Nedlin-soled shoes 
by acquainting customers 
with the advantages of 
NeGlin Soles —the extra 
wear and added comfort 
that Nedlin Soles give and 
their waterproofness which 
promotes better health. 


Neolin Soles 


Trade Mark Reg. U. S. Pat. Off. 


Nedlin Soles are made by The Goodyear Tire & Rubber Co., 


Akron, 


makers of Wingfoot Heels—heels so good 


that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other nonin, rubber or leather. 
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LTHOUGH prices are at new 
record levels for all good mer- 
chandise, the public demand 


seems unaffected. 


“Onyx 





Reg V5.Pat. orrice 


prices are, as they always have been, based on 
the cost of producing the quality that has al- 
ways distinguished Onyx. 


Not a day goes by that we do not receive some 
interesting evidence of the fact that the public 
believe in the superior value of aie Hosiery. 


—And pay the price, because they realize the 
safety of their investment. 





Emery & Beers Company Ine. 


Sole Owners of “Onyx”? Hosiery 


BROADWAY AT 24th STREET 


NEW YORK 
Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building 
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by Castle Havana Broun lashion Plote 


EW Castle Leather Company Havana Brown Kid, Lace 
Boot, Perforated Imitation Tip, 18-8 Louis Covered Wood 
Heel,’ Turn Sole, 9 Inch Top. 


Made and Exhibited by 
JOHN J. LATTEMANN SHOE MEFc. Co. 


BROOKLYN, N. Y. 


Judge it by Its Lsers” 
New Castle Leather Company 


NEW YORK 


Boston Montreal,Can. Chicago 
and the Principal Leather and Shoe Centres Lverywhere 
Factory, Wilmington,Del. 
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A Great Trade Drawing Card 


Sai 











| 





sit 


Show it in YOUR Store 


“VERSAILLES” TURN PUMP 


A LEADER IN THE E & M LINE OF QUALITY 


Number 3908. Black Kid. Full Louis 
Heel. On our Number 73 Last. 


Retails $10.00 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 


CHARLES L. MARKS 
Eastern City Trade and Southern Terr ritory with New York Office, 

1008 Marbridge Building 

J. B. LAUGHLIN 
Throughout the Middle West 
WARREN H. TUCKER 
In New England. Office at 183 Essex Street, Boston 

LARRIE H. SASS 
On the Pacific Coast 
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= 4 7—Cherry Caf Vamp, Taupe 
v 1 1 Nubuck 
Carlton Last 


515—Cherry Calf Vamp and 

“yes Top. Carlton $7 00 
Di nda xiaanceceewets . 

Cherry Calf Vamp and 

929 Ton. Perforated Vamp. 


Pointer Last (narrower 
toe than Carlton) $7.00 
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CAN BE 
SHIPPED “UNBRANDED” 
IF YOU SO ORDER 


—Cherry Vamp and Top. 
2656 Dictator Last _ 
(similar to Carlton) ... $5.75 


ITH our season’s stock department business already double what it was 
last year, and with as many Crawford stock shoes sold in the past five 
months in 1919 as during the entire twelve months of 1918, we are looking 

‘forward to shipping four times as many shoes.in June as we did in the record June 
of a year ago. j 

We are prepared to do it and expect to have enough of the above numbers to 
take care of your needs. Cover yourself now for big June business! 


CHARLES A. Eaton COMPANY 


BROCKTON MASS. 
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& . 
BARBOUR 


En Dy Ese ae eps 


Is there any one item in the construction of 
a shoe more deserving of attention than 
the welting °? | 
For the sake of the reputation of your shoes: 
at the hands of the retailer and the consumer 
can you afford to use inferior welting? 
Is the judgment of a big majority of the 
trade valuable to you? 
Is the fact that we make twice as much 
welting as any other manufacturer at all 
significant? 

A 1,000 yard sample tells our story 


Brockton Rand Co. 


BROCKTON, - MASS. 


Manufacturers of 


BARBOUR GROOVED ENDLESS WELTING . 
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SCHOOL IS OUT! 


Soon will be vacation days—days when the boys and girls 
will be giving the hardest wear and tear to shoes! 

Sell them GUARANTEED Shoes—TREDLITE STEP- 
PERS. Soles guaranteed for 75 days against tearing and 
wearing any holes. A guarantee slip goes with every pair. 


The extra HEAVY chrome soles are the best for the 
purpose. The heavy elk uppers withstand all the hard 
knocks that romping children can give them. 


Order these reasonably priced QUALITY shoes TODAY. 


Henry Kleine & Co. 
208 W. Lake Street 
CHICAGO 


Ir 


STILL AT OLD PRICES 

Dark Brown Button 
793—5-8, spring heel.................... “ 75 
794—814-11, spring heel................. 2.00 
795—1114-2, medium heel... . ae 

Dark Brown Blucher | 
Ria ciicdasecadacdeueesensaee une “. 75 
| SE re eae 2.00 
798—11 14-2 1 OS eee prey" 2.25 


Black Button 
805—5-8, spring heel..................4. * 75 
806—8 14-11, spring heel................. 2.00 
807—1114-7, medium heel................ 2.25 


Black Blucher 
ee elon i COE Pe eee re v5 75 
SS ree rr rene 2.00 
_ <i | Se RE pee ere rer. s 2.25 


IN STOCK 
Any Size or Number Shipped Immediately 


STON 


SJIVNNNNVVU00004N000000000000EEUUUUOUUUOOOOOOOOONONONOQOOOOOOOONO LEE 
SIM mmm mnt 


The fastest selling line of children’s 


shoes ever sold in a shoe store. 


Write for samples. 





| anisto-| 
| CRACY | 
Bieaevm)| — 


| | Lhe Onginal 


TRADE: MARK 
REGISTERED 





Full Grain Black 


| = Glazed Horse. 


Strong as Horse 
Soft as Kid 





Pleases the wearer 


Profits the Retailer 


ede 4% Demand the ORIGINAL GLAZED HORSE 
ee ARISTO KID from your shoe manufacture 
> Um < <> 


B. D. Eisendrath Tanning Co. t 


Tannery 

















\ Chicago RACINE Boston Y 
XQ 130,N. Wells St. WISCONSIN 95SouthSt. FH 
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Just as the earnest youth gazes into the distance and plans for his future, 
so do successful merchants look ahead and plan for a bigger, better 
and more discriminating trade as a result of the class and character of 
shoes that they feature. 


_ Buster Brown SHOES 


are sold by the better merchants and they are bought by the most 
careful and particular parents 
Because 


Buster Brown Shoes are made of Quality Material by Skilled and 
Experienced Workmen, in all the latest styles and patterns, and over 
the Brown Shaping Lasts. 

Buster Brown Shoes are right in every respect, for Boys—for Girls— 
for Parents—for Merchants. 


Manufactured Exclusively by 


WW Vues Gouge, 
St. Louis, U. S. A. 


Also manufacturers of White House Shoes for men, Maxine 
Shoes for women and Blue Ribbon Service Shozs 





























83 


June 7, 1919 BOOT AND SHOE RECORDER 


IN STOCK 


POPULAR STYLES 
THAT WILL INCREASE 
YOUR SEASON’S TURN- 
OVER. 


No. 082 B 
WHITE NU-BUCK ENGLISH 
OXFORD 
White Ivory Sole, 8-8 Heel 
No. 084 B Nees os begs 
DARK BROWN VICI. KID re 5 AA to D, 344 to 8 
17-8 Leather Louis Heel eS NX No. 080 B 
WELT : A : . < DARK KHAKI CALF 
AA to D, 2% to 8 % NO Price $4.35 
Price $4.85 SS 
=! se a No. 081 B 
No. 085 B \ANd u GUN CALF 
WHITE KID Be ' Price $4.00 
Price $5.00 , SS : © : 
No. 083 B 
PATENT COLT 
Price $4.50 No. 068 B 
No. 087 B White Pam ty mal Heel 
WHITE DUCHESS CLOTH LIGHT WELT 
Price $3.75 AA ee Die” 8 


No. 093 B 
DARK BROWN KID 
Price $4.75 


No. 070 B 
DULL KID 
Price $4.50 


No. 072 B 
WHITE CLOTH 
Price $3.35 


No. 071 B 
PATENT COLT 
Price $4.50 


No. 095 B 
BLACK VICI KID 
Price $4.25 


No. 078 B 
WHITE DUCHESS CLOTH No. 802 B 
GUN METAL 


White Ivory Sole and Heel 
14-8 Military Heel Do You Receive Our Military Heel 
WELT McKAY 
AA to D, 24 to7 Catalogue and Monthly D width, 214 to 8 
Price $3.75 Bulletins Showing Com- Price $2.60 
No. 800 B 


No. 585 B plete Line? 
Same as above in a McKay BRIGHT VICI KID 
Price $3.15 Price $2.60 


The Westcott Whitmore Co. 


SYRACUSE, N. Y. 


SPECIALISTS IN SMART FOOTWEAR FOR WOMEN 


a 
| 
| 
| 
| 
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BEAVER BROWN KID VAMP 
SILVER GRAY BUCK TOP 
WELTED SOLE--MILITARY HEEL 


DONN D. SARGENT Co. 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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The simplicity 
and refinement 
evident in all 


Reed Styles 


places the line 
pre-eminent in 
foot wear for 


women. They é 
are featured a 
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FE: P-Reed & Co. 
ROCHESTER N.Y. 


NEW YORK OFFICE 
299 BROAD WAY 
W:0-F GIBSON, MGR, 
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Wherever there is a White Shoe 


there is a customer for 


The WHITE CLEANER 
“It Keeps White Shoes White.” 


There are two sorts of customers—those that come 
back for more and those that don’t! 


Every “ Blanco” sale you make 
means a _ satisfied customer. 








“Blanco” makes friends because it does its work 
well—because it is so easy to use—bécause it is so 
convenient—in fact, because it is in every way 
satisfactory. 


It is worth while stocking a line that sells itself, sells quickly, 
and keeps on selling. 


Order your stock to-day. 
All jobbers have it. 


Sole Manufacturers 


JOSEPH PICKERING & SONS. LTD. 


} SHEFFIELD, England. 
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STOCK No. 0827 


Made of Black Vici Kid, 
5% to 11; C, D and E. 


Bates 
‘*Cheero’’ 
Model 


The Modified High Toe 


p ‘HE universal query, 
“What shape of shoes 
for civilian wear do the 

returning soldiers want?” is 

getting a healthy answer in the 
increasing shoe-store sales of 
full-toe and high-toe models. 

We see this plainly in the heavy 

demand for the Bates “‘Cheero”’ 

models. 

Reports to us from our traveling 

salesmen and from the heads of 

the Bates agency stores in many 
states further evidence the sol- 
diers’ desire for comfortable-toe 
shoes to succeed their regulation 
Army footwear. 


In developing the ‘“‘Cheero” 
models from their original ex- 
treme shape we have eliminated 
their old tendency toward 
“freakiness” and modified the 
last so that today it has fullness 
and height in the forepart with- 
out the awkward, flat “Swing” 
and “‘hook-toe” effect that ren- 
dered shoes of this class ob- 
jectionable five years ago. 


Our Chicago stock and shipping 
headquarters is handling a heavy 
business on this “Cheero” Kid 
oxford, Stock No. 0827, in full 


sizing. 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 




















BOOT AND SHOE RECORDER June 7, 1919 











































































































































































































An* Exposition of the Season’s Newest Styles Built by the 
Master Shoemakers of the World 





The Fourth Semi-annual 


BOSTON 
SHOE STYLE SHOW 


to be held in 


SYMPHONY HALL 











July 14-15-16-17 


under the personal direction of 


WILLIAM H. WALSH 


A real style event for progressive buyers who desire to keep pace 
with the changing styles. Nearly 100 leading shoe manufacturers 
will exhibit the shoes that are to be the big sellers this Fall. 

The Boston show is an established success—not an experiment. 
Progressive buyers recognize it as the largest and most successful 
show in the country. 





An Interesting Demonstration by Living 
Models Each Evening 
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Exceptional Offering of Seasonable Footwear 
FOR IMMEDIATE DELIVERY 


Stock No. 242 
242—Dull Kid “Shimmy” Pump, Cov. Louis 


132—Patent Colonial, Lea. Louis Heel, Nickel 
Crossbar Buckle, B—C 

130—Pat. Colonial, Lea. Louis Heel, Square 
Nickel Buckle, B—C 

131—Same in Dull Kid, B—C 


Stock No. 281 
Hed. Leather Oxford, Leather i 


274—Same in Havana Brown Kid 
116—Same in Patent Leather 
117—Same in Black Kid 


234—Same in Hav. Brown Kid, Welt. . 

213—Black Satin Ox., Cov. Louis Heel .B-D 
$4.00 

239—Patent Oxford, Full Louis Celluloid Heel, 


Turn, A-D 
240—Same in Black Kid, C-D 


255—Same in Gray Kid, A to D 


200—Patent Colonial, Lea. Louis Heel, C-D 
$4.00 


217—Pat. Colonial, Leather Louis Heel, B-D 
$3.75 


Stock No. 246 
246—Patent Leather Plain Pump, Leather 


245—Same in Dull Kid 
247—Same in Mahogany Calf 
248—Same in White Kid 





291—Patent Leather Plain Pump, Celluloid 
Full Louis Heel, Turn, A-D 
290—Same in Dull Kid, A-D 


Stock No. 252 


252—Patent Colonial, Cov. Louis Heel, A-D 
$4.50 

255—Same in Gray Kid, A~D 

253—Same in Dull Kid, Oval Buckle, A-D 
$4.50 

201—Same in Dull Kid, Square Buckle, Lea. 


211—Dull Kid, Colonial Military Heel, A-D 
$4.00 


Stock No. 196 
196—White Canvas Oxford, Covered Military 
Heel, Turn. B-D 
195—Same with Covered Louis 0 
193—Same with Covered Military Heel. .$1.90 
194—Same with Covered Louis Heel. . . .$2.00 
187—Same with Covered Military Heel. .$1.75 
188—Same with Covered Cuban 


Tip. perfora 

275—Same in Havana Brown Kid 

277—Same in Mahogany Calf....... aes 
218—Same in Mahogany Side, White Veen, 


219—Same in White Buck 

278—Mahogany Calf Oxford, 12-8 Military 
Heel, Welt, A-D 

282—Same in Black Kid, Welt, B-E. . . .$4.00 


Send for Price List of Low Shoes and Colonials Just Issued.’ 


The Boardman Shoe Company 


564 ATLANTIC AVENUE 
BOSTON, MASS. 
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STOCK NUMBER 950 LENOX LAST 
Men’s Government Brown Bal. on the Lenox 
Last. Single leather sole. Leather counters. 
Full size tongues, fleece lined. Leather top 
facing. In stock A, B, C, D widths. Price $5.25 


Less Discount. 








































































































THE “LENOX” LAST 
NEAT — SMART — DRESSY 
APPEARING—VERY POPULAR 


This is an unmatched value. Money-making possibilities to dealers are 
great. It will surprise you that so fine a shoe can be had at the price. 
This is the result of our methods of manufacture. Quality is always kept 
up. Price is always kept down. Buy from this advertisement. You 
can do it with a feeling of certainty that the shipment will measure up 
to your expectations. 
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J W. CARTER CHICAGO COMPANY 
CHICAGO, ILLINOIS 
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HARNEY STANDARD STYLES 
In-Stock 


for IMMEDIATE DELIVERY 


A 104—White Nubuck Ox., 18-8 Lea. Louis (sprayed), C-D 
A 105—White Nubuck Ox., 14-8 Mil. (sprayed), C-D 

A 107—Pat. Ox., Satin Quarter, 18-8 Lea. Louis peered, © 
A 108—White Fabric Ox., 14-8 Mil. (sprayed), C 

A 109—White Fabric Ox., 18-8 Lea. Louis ieee C-D 

A 115—Mat Kid Ox., 18-8 Lea. Louis, A-D 

A 116—Gun Metal Ox., 18-8 Lea. Louis, A-D 

A 118—Pat. Ox., 18-8 Lea. Louis, A-D 

A 127—Gun Metal Ox., 14-8 Mil., A-C 


FOR JUNE 20th DELIVERY 


A 130—(As illustrated) No. 14 Russia Calf, Insert Pump, New 14-8 
Baby Lea. Louis, AA-D 

A 131—Same as A 130 except 18-8 Lea. Louis, AA~D 

A 135—(As illustrated) White Fabric, Insert Pump, 18-8 Lea. Louis 
(sprayed), A-D 


In-Stock Terms 2-10 Net 30 


P. J. HARNEY SHOE CO. 


Factory, :: ss Lynn, Massachusetts 


Boston In-Stock TN :: 78 Lincoln Street 


je Shoes You Order Hre the Shoes You Get 4 


We ne a ee oc eared 


Fe 


ils. 


RAREST NR EI YL RT Its FR EGE VALS LE REL Ie 
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Why did he 
do itr 


The biggest exclusive shoe 
retailer in the country has just 
increased his Educator stock 


by placing with us the biggest 


Educator order ever written. 


Why did he 
do itr 


Rice & Hutchins 











